i 


JANUARY « 1960 


Zoned heating-cooling in the 
most modern high school 98 


Also in this issue... 


What's ahead for 1960? 73 


We live in a Privazoned 
house, and like it ... 82 


Job problems and how to 
soive them........ 





How to make more money in 
water systems..... 90 














) 


Full selection of high capacity valves 
4, ; provides low cost protection 


I ™ | Watts No. 740 Series are especially designed for hot 
; water space heating boilers. They have extremely high 


discharge capacities because of their large internal flow 
ASM E . areas .. . making them the ideal, economical choice for 
boilers which previously required larger size valves for 
adequate protection. The %” size, for example, rated 
- RE SS, U R E at 895,000 BTU/HR at 30 Ibs., approximates and in some 
cases exceeds the ratings of many 1” valves. This wide 
range of relieving capacities provides a much lower BTU 
RELI EF fa se per thousand cost, lets you size a single valve over a 
j a variety of boilers, and simplifies your stocking problems. 

Vv . LV ES . y Vx 1%" Pressure range from 30 to 75 Ibs. 


Water Seal — Provides pre- 
cisg alignment of sent to disc 
and eliminates need of 

{ hazardous mechanical guides 
which can stick or freeze a 
valve shut from lime or corro- 
sion. Seal also protects spring 
working parts from water or 
steam during relief. 
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Stickage-free — Disc-to-Metal- 


Double-Safe Design —_ No Seating — Heat resisting, t 2” x 24%" 
mechanical guides — not dio- | stickage-proof silicone disc 
phragm operated. ssehinehed: ’ 


| Pop Action Operation — 
Pressure exerted directly 
| against disc pops valve wide 
\ | open for steam relief. Full 

Bs. 4 HY discharge rate reached imme- 
diately at the set opening 
pressure, and does not 
depend on further pressure 
accumulation as in some other 
designs. 
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Protection and Control Specialties 
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Watts No. 40-140-240-340 Series auto- 

— a4 ee : ‘ matic reseating temperature and pressure 

a ae relief valves are pressure steam rated by 

BIGGEST i ae ; ASME and are available in sizes %” to 
. 2, 2” inclusive. The 40-140-240 Series are 

CHOICE IN ASME ; %: * listed by AGA, having been tested and 
q rated under the new American Standard 

ee 5 ASA Z21.22-1958. Their construction 

RATED '; includes the same pop type action seat 
and disc found in the No. 740 Series. 

T & P RELIEF VALVES Result: You get both ASME steam rated 
pressure relief and AGA steam rated 

temperature relief in a single valve — the 


FOR HOT W ATER most complete protection for hot water 


supply systems. 


SUPPLY SYSTEMS | Where separate installation of safety 


devices is preferred, use Watts No. 174A 
Series ASME pressure-only relief valves in 


sizes %4” to 2”. Pressure range 75 lbs. 
Watts Regulator Company, Lawrence, Massachusetts to 160 Ibs. 





You pay no more for unequalled SLOAN quality... 


Flush urinals automatically 
with the 


Sloan Flushing System 


DAY-NIGHT TIMER 
for large number of Flush Valves. 
Controls urinal Flush Valves for each 
toilet room in sequence at five minute 
or one hour intervals according to 
traffic hours of the building. 


DOOR-OPERATED TIMER 
employs door switch (not furnished) 
which starts Timer as user enters toilet 
room. Flushing occurs within succeed- 
ing five minutes while successive door 
openings have no effect. 


SINGLE CIRCUIT TIMER 


for flushing one Flush Valve (or two 
simultaneously). 


THREE CIRCUIT TIMER 
for sequential flushing of three Flush 
Valves. Either one connected to light 
switch so that flushing occurs only 
when light is on and toilet room ready 
for use. 


SLOAN: i: 





TC TENT-SAWN IT 

ee aed 

This Flush Velve is 
AUTOMATIC 


DO NOT TOUCH 





SLOAN AUTOM USMING SYSTEM 
Stoam valet COMPANY e-chIC caco ————— 











e In public and semi-public toilet rooms, the 

Sloan Automatic Flushing System provides 

important benefits for both user and owner. 

It is the most ideal method of urinal operation 

ever devised. 

Pioneered through Sloan research, the system: 
¢ Eliminates the need of user operation 


¢ Encourages better housekeeping 
of the toilet room 


¢ Assures more hygienic conditions 

The Sloan Automatic Flushing System pro- 
vides accurate electric clock timing; is de- 
pendable in operation and trouble-free 
while saving tremendous quantities of water. 
The Sloan Urinal Flush Valve is actuated by 
a Motor Operator (illustrated above) ; the 
flushing cycle is controlled by any one of 
several Timers (explained in captions at left.) 

The Sloan Flushing System is already 
proven through thousands of installations in 
satisfactory daily service—and recent im- 
provements bring it to peak efficiency. Here 
is another product packed with that bonus of 
quality you expect from Sloan. And, since 
you can have Sloan quality at no extra cost, 
why not make sure you get it. 


i VALVES 


> % 


SLOAN VALVE COMPANY «4300 WEST LAKE STREET « CHICAGO 24, ILLINOIS 
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Now Spun in 10 Foot Length! 


APCO 


/ 


SOIL PIPE 


In addition to the regular five foot length, APCO 
CAST IRON SOIL PIPE is now available in ten foot 


length! 
APCO’S TEN FOOTERS are made by the same 


“revolutionary” process as the regular five-foot 
length. They are produced by Centrifugal Force. 
The molten iron is mechanically spun against a 
sand lining in fast revolving molds. 


The new length was in test production for 
several months before this initicl an- 
nouncement was made. There was a beg- 
ging demand for the longer length, but 
APCO’S TEN FOOTERS were just not 
“ready” until now since no APCO is ever 


knowingly sold with imperfections! 


“LARGE 
ECONOMY SIZE’’ 


Now you can add the benefits of the new 
ten foot lengths to the advantages of this 
modern method of making APCO’S “Sand 
Spun” Cast Iron Soil Pipe! This is why you, 
too, can term the TEN FOOTERS as the new “Large 


Economy Size!” 


Because of the double length, only half the number 
of pieces is required! 


So less caulking is necessary and there are, otherwise, 
savings in work, time and money. 


Remember all APCO Cast Iron Soil Pipe is “Sand Spun” so the metal is 
“homogenized” and its texture is smooth and of fine, even grain. 


There is maximum strength throughout each length — 5 or 10 feet. 


APCO is easy to cut (with a cold chisel or pipe cutter) — easy to caulk 


and easy to handle. 


REMEMBER. toc. — the end of the APCO hub is painted orange. 


ALABAMA PIPE COMPANY A 


WESTERN PLANT & SALES OFFICES 
5335 Southern Avenve 
South Gate, California 


Sales offices in Principal Cities @ GENERAL OFFICES — ANNISTON, ALABAMA 


ft 
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3-WIRE 

CORD SET 
FOR 

GROUND 
CONNECTION 


SUBMATIC MOTORS 
FOR SUMP PUMPS 


. now available to pump 
manufacturers in 3 through 
1 H.P. ratings. 


EXPOSED SURFACES 
OF HIGHLY 
CORROSION- 
RESISTANT 
MATERIALS 











HEAVY DUTY 
RATINGS 
FOR 


INDUSTRIAL-COMMERCIAL 
PUMPS 


Y2-%-1 


HORSEPOWER 











and 
DOMESTIC SUBMATIC 
Ys WP. 


«+ the industry’s most 
popular motor for 


sump pumps that 
operate YOUR PUMPS... 


Serving homes and industry, sump pumps MUST be dependable! 

IN and UNDER Performance depends on the motor, and Franklin Submatic Motors 
WATER are acknowledged as first choice for high-reliability installations. 

The “HD” ratings provide performance-longevity for pit pumps, 

cellar drainers, force drainers, sludge pumps and similar, vitally 


important applications. Insist on 


Franklin Submatic Motors on the 

Write for catalog, 
“FACTS ABOUT SUMP 
PUMP MOTORS” 


pumps you sell. 





FLOOR LEVEL 
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PP — Precision products from Price Pfister. 


pacladay designing skill and pre- 


Cision manufacturing that is the mark 


Available %", 14", aif. 


IP straight stop and waste 
ua>. Available 14", 4”. 
#254 copper to copper straight stop. 


Available 44” and 34”. 


» #256 copper to copper straight stop 


and waste. Available 4”. %4". 
"Printed sure-g'ip handle. 


le cries presoue con be done 
ee nee & iy soared 


BRASS MFG 


3011 Humboldt St. 
Los Angeles 31, Calif. 





Retained Percentage Plan Gets 
Nod from AIA for Private Work 


Vo retainage after midway point in job 


WASHINGTON, D.C. The policy of 


retained percentages on construc- 


tion work “should not extend be- 
yond the point where 50 percent of 
the job has been completed.” This 
was one of the recommendations 
accepted recently by the American 
Institute of Architects at the behest 
of 19 trade groups in the construc- 
tion industry, including representa- 
tives of p-h contractors. The action 
was taken by the AIA board during 
its recent convention. 

The policy of retained percent- 
ages means withholding a portion 


of the subcontractor’s payment 
until all or part of a job is “satis- 
factorily” completed. The construc- 
tion industry groups had met here 
recently to frame a statement of 
principles to be put before the AIA 
convention. The statement urged 
that the AIA adopt a policy of re- 
tained percentages similar to those 
used under the Federal Miller Act 
for public works. 


a The Miller Act provides for the 
retention of 10 percent of price 


until 50 percent of the job is com- 


pleted and no retention after that 
point is reached, provided the work 
has proceeded to the “satisfaction” 
of the architect and/or owner. 

“I cannot think of a more direct 
beneficial which 
has the effect of placing money due 
the contractor in his hands more 


action than one 


promptly than he has been accus- 
tomed to said Irvin 
Rechkemmer, president of the Na- 
tional Assn. of Plumbing Contrac- 


tors, heard of the AIA 


receive it,” 


when he 
board action. 


a Representing the NAPC at the 
meeting were executive secretary 
J. O. Hendrickson, former direc- 
tor Roy Gustafson, second vice 
president G. Allen Briggs and as- 
sistant executive secretary L. P. 
Mutter. 

The chief problem of the policy 


Stainless Steel Sink Manufacturers Form New Industry Group 


THE FIRST PORTRAIT of a new organization in the plumb- 
ing industry, the Stainless Steel Plumbing Fixture Council, 
includes (from left in front row) Fred Rexford, Elkay 
Manufacturing Co.; W. J. Holbrook, Vance Industries Inc.; 
C. Fred Hastings, Aeronca Manufacturing Corp.; 
James McKay, lege! counsel. 


and 
From left at the rear are 


Ernest Maron, Lyon Inc., chairman of the council; W. E. 
Kramer, secretary of the Plumbing Fixture Manufacturers 
Assn. and council secretary; F. W. Osterhout and J. C. 
Seabrooke, both of Carrollton Manufacturing Co.; Harold 
Jensen and John Kaupie, both of Jensen-Thorsen Corp.; 
and Leif Oxaal, assistant PFMA secretary. 
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of retained percentages was pointed 
out by Gustafson, who cited the 

ise of 12 plumbing contractors in 
Minnesota who “collectively have 
$1.7 million out on retained per- 
centages that could be working for 


them in their construction jobs.” 


aThe retained percentage policy 
has had sharp criticism from sev- 
eral manufacturers’ credit man- 
agers. W. B. Newkirk, of Arm- 
strong Cork Co., Lancaster, Pa., 
said that one of his firm’s subsidi- 
aries had $700,000 of their receiv- 
ables tied up “regularly” in retain- 
ages. “In some instances,” he said, 
“it had been known that a 10 per- 
cent retainage has been reduced to 
5 percent, but that reduction was 
not passed on to the subcontractors 
and the manufacturer. This means 
the subcontractors and the manu- 
facturers are, in reality, financing 
the general contractor.” 

Vere Hunt of Carrier Corp., Sy- 
racuse, N.Y., indicated that his firm 
has from $312 to $5 million tied up 
in retained percentages. R. C. Jibb 
of Worthington Corp., Harrison, 
N.J., said his firm has a $6 million 
tie-up. 


# Other construction industry rep- 
resentatives similar 
plaints at the meeting. 
many of 


voiced com- 
However, 
them agreed that 
in favor of 


they 
are “reasonable 
tained percentages, but not exces- 
sive ones.” 


re= 


The representatives at the meet- 
ing voted unanimously for the joint 
statement of principles that was 
sent to the AIA convention. 

The statement agreed that to 
protect the interests of the owner 
for whom the work is being done 
a retained percentage is necessary. 
It further stated that the owner or 
his agent must provide the neces- 
sary funds to maintain monthly 
payments. The statement concluded 
with a request that all construction 
industry groups urge their mem- 
bers to extend to private work the 
retained percentage procedures of 


the Miller Act. 
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AUTOMATION SCORES ON THE GRIDIRON: What with tough competition and 
sloppy weather, the University of lowa coaching staff hit on the idea of using 
an automatic gas-fired clothes dryer to put slippery footballs back into playing 
condition. The Maytag Co., Newton, la., supplied the new “game modernizer.” 


Quality Work, Good Records Cited 
As ‘Keys’ to Success in P-H Repairs 


Sr. Lours—“In the highly com- 
petitive field of plumbing-heating 
repair and service, success depends 
on the four profitable P’s—produc- 
tion, paper work, pricing and pro- 
motion.” 

This is the way a major speaker 
at a service and repair clinic here 
summed up his own experience in 
running a profitable repair service. 
He’s Kenneth Wigle, owner of 
Bruce Wigle Plumbing & Heating 
of Detroit. Wigle does an annual 
repair and service business of over 
$1 million and operates a fleet of 65 
service trucks. 


= He was the principal speaker at 
a two-day symposium sponsored 
jointly by the Contracting Plumb- 
ers Assn. of St. Louis, the Assn. of 
Contracting Plumbers of St. Louis 
County and the Plumbing Industry 
Foundation of St. Louis. 

Wigle explained that “production 
means doing the job properly. Good 


Water Polo, Anyone? 


HEATED SWIMMING POOLS, as well 
as pretty girls, are attracting tourists 
to the spas in Phoenix, Ariz., while 
the rest of the nation stays indoors. 


paper work means maintaining 
complete records for every aspect 
of the business. Pricing means tak- 
ing the 


(Please turn to page 12) 


into account all 


costs of 





News . . . continued from page I1 


COFFEE BEING SERVED: 


“Miss Plumbing 


Industry Foundation of St. Louis’’ 


serves coffee at a recent repair and service clinic to Kenneth Wigle (center), 
owner of Bruce Wigle Plumbing & Heating of Detroit. He was principal speak- 
er at the clinic, sponsored by the PIF and two local contractor associations. 


San Francisco Training School Will 
Teach Merchandising to Journeymen 


San FrANcisco—A new training 


school for journeyman plumbers 


and steamfitters here will include 
courses in merchandising and pub- 
lic relations, according to the Asso- 
ciated Plumbing, Heating & Cool- 
San 
sponsored by 
the 
city’s Bureau of Adult Education, 


ing Contractors of Francisco. 
The school, jointly 
labor and management and 
is believed to be the biggest full- 


time training program in_ the 

plumbing and heating field. 
Training is scheduled to begin 

with 14 


ready to teach all types of welding, 


next month, instructors 
silver solder, lead work, utility and 
industrial piping, air conditioning 
and ventilating and controls. 

covering 


A course journeyman 


selling, supervisory training, and 
merchandising and sales promotion 
designed to aid the remodeling and 
repair business has been prepared 
by Dennis Carey, 


executive manager. 


association 


fund; the International Training 
Fund; and the Board of Education. 
will be held Monday 
through Friday, 7 to 10 p.m. More 


than 


Classes 


375 applications have been 
received for the course, Carey said. 
In a joint statement, Sidney 
Greene, president of the contrac- 


Mazzola, 


union business manager, said: 


ter group, and Joseph 
“We are pleased to join hands 
the this 
profession in the public interest.” 


to elevate standards in 


Keys to Success in 
Repair Business Told 


(Continued from page 11) 
running the business. Promotion 
means advertising.” 

Wigle said that high-quality pro- 
work 
only “if there are established rules 


duction can be maintained 
and procedures to follow. 

“Your workmanship has to be 
above reproach or you might just 
the whole business 


as well forget 


of service and repair. 


s Paper work, he said, must “cover 
everything from the customer job 
order to the proper inventory of 
materials and tools.” 

Regarding the proper inventory, 
Wigle told the contractors that they 
must “hammer home to journey- 
men the importance of listing all 
materials used on a particular job, 
before leaving that job.” 

Using the example of his own 
firm, which employs about 70 men, 
he said that “if each man forgot 
only 50 cents a day, it could mean 
a $10,000 a year material loss.” 


a Wigle pointed out that the hour- 
ly rate paid journeymen and ap- 
prentices plus the cost of inventory 
are the two basic factors involved 
in creating a “price with a profit.” 

Discussing the last of the fow 
“P’s” of profitable business, Wigle 
told the group that his firm uses 
extensive advertising, ranging from 
newspaper ads to job-site signs, 


billboards and truck advertising. 


$150,000 
remodeling the classrooms, Carey 
the 


employer contri- 


AID TO EDUCATION: Smiles are evident as a check for $25,000 was received 
recently to provide supplementary training for apprentices and journeymen 
in San Francisco. A feature of the course will be classes in merchandising. 
From left are Sidney Greene, president of the Associated Plumbing, Heating 
& Cooling Contractors of San Francisco; Joseph Mazzola, union business 
manager; Knute Kleinen, chairman of the apprenticeship committee; Al 
Stagnaro, coordinator; and Dennis Carey, 


a About has been spent 


said. Funds for program will 


come from an 
bution of two cents per hour per 
employee into the apprenticeship 


association executive manager. 
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DoMESTIC 


Rheem Execs Preview New Air Conditioning Line 


NEW FOR 1960: A preview of new features of air conditioning products from 
the Rheem Home Products Division, Chicago, is given to Robert Pierson (right), 


general sales manager, 
manager, and Robert Gilbert, 


by James Brownell (left), 


air conditioning product 


heating and air conditioning sales manager. 


Crane Acquires 10 Percent Plus of 
Briggs Stock—Wants to Buy Outright 


Cuicaco—The giant Crane Co. 
again moved into the 
last 
board chairman and chief 
executive officer, 


forefront of 
the news month as Thomas 
Evans, 
revealed the firm 
has acquired more than 10 percent 
of the stock of 
Manufacturing Co. This confirms 
DE’s October 
which indicated that Crane was in- 
terested in buying Briggs. 

Crane reported to the Securities 
& Exchange that it 


common Briggs 


a report in issue 


Commission 


Do You Have to Pay Sick Leave to a Discharged Employee? 


now 
stock. was 
purchased over a period of time 
on the New York exchange. 

“The current 
($12) approximately 
what Crane is willing to pay in 
cash for the 


has 136,000 shares of Briggs 


Evans said the stock 


price per share 


represents 
Briggs business,” 
Evans said. 

In a New York 
Times, Evans was quoted as saying 
that he is in the 
“Briggs has 


story in the 


interested only 
Briggs plant facilities. 


a good name and has lots of fine 
assets, but our major interest is in 
its plants. Our talks (with Briggs) 
have been friendly. Our only re- 
quest to them is that our proposal 
be submitted to its stockholders to 
vote upon. We are not planning a 
proxy fight for control,” he said. 

Briggs is a leading producer of 
fixtures, porcelain enamel ware and 
other products. It operates plants in 
Warren, Mich., Cincinnati, Cleve- 
land, and Abingdon, IIl. 


alIn other Crane activities, Evans 
announced that the firm has ac- 
quired Pipe Fabricators Inc., East 
Chicago, Ind., and Canadian Pitts- 
burgh Piping Ltd., Hamilton, Ont. 
Financial details of those transac- 
tions were not revealed. Both firms 
make special piping and valves for 
utilities and chemical plants. 

Evans said the acquisitions are 
“part of the Crane program of im- 
proving manufacturing facilities.” 
He said that eventually “all of 
Crane’s domestic and Canadian 
fabrication of pipe for utilities and 
chemical plants and special fabri- 
cated valves will be concentrated at 
these two plants.” 


aCrane’s pipe fabrication depart- 
ments for special-use piping even- 
tually will be transferred to the 
East Chicago plant, Evans noted. 
Evans also revealed that Crane 
has paid back $13 million of its 
$23 million bank loan, which was 
negotiated to help repurchase 
766,000 shares of its stock and to 
(Please turn to page 14) 


Answer, page 14 





SORRY, CHARLIE, 
WE'RE LETTING YOU \ JONES, YOU 
GO ON FRIDAY. WE'LL } KNOW I’M 
MAIL YOUR FINAL 

CHECK To YOUR £ 


GOSH, MR. 





GEE, THEY STOPPED 
MY SICK- PAY 
FRIDAY Too. 


HOW COULD 
THEY a so 
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1 WENT HOME SICK ¥ THIS MAN IS 
THURSDAY, AND 77 ENTITLED TO 
MY CHECK SICK-LEAVE., 


INCLUDED NO 
PAY SINCE CHARLIE LEFT 


FRIDAY. OUR EMPLOY 
ce ; Gx FRIDAY. / 








News .. . continued from page 13 


AMERICAN INGENUITY is admired by two visitors from Great Britain, while 
president J. E. Rettke and vice president John Olson of the Nu-Way Corp., 
Rock Island, Ill., look on. Examining an oil burner in the firm’s laboratory are 


Jock Hamilton and Arthur Fowkes of Nu-Way Ltd. 


see story on page 162). 


Construction Costs Up 2 Percent in 
Six Months; Wage Rates a Major Factor 


New York City—Construction 
costs in the United States (exclud- 
ing Alaska and Hawaii) rose 2 per- 
cent between March and Septem- 
ber of 1959, according to Myron 
Matthews of the F. W. Dodge Corp., 
construction analyst. 

This 2 percent increase is an av- 
erage figure based on building ma- 
terial prices and hourly wage data 
received from 144 metropolitan 
areas throughout the country, to- 
gether with other elements of cost 
such as design, taxes, insurance, 
money and competitive conditions 

Commenting on the construction 


cost rises, Matthews stated: “Costs 


Here's answer to the labor- 
relations question, page 13 





ARBITRATOR'S 
DECISION O 


NQ, A DISCHARGED 
PERSON 1S NOT AN 


EMPLOYEE AND HAS 
NO RIGHT TO 


SICK- LEAVE PAY. 


Based ona 1959 
California Decision 








for erecting buildings now average 
about 2.57 times what they did in 
1941. Generally, it takes $2.57 to 
buy and assemble as many sticks 
and bricks and as much concrete 
and steel as $1.00 did 18 years ago. 
This means that the 1941 building 
dollar has shrunk an average of 3.4 
cents in purchasing power annually 
until now 61 of the original 100 
cents have faded away.” 

Of the two major components of 
(materials 


construction measured 


and labor at the site of construc- 


Crane Buys 10 Percent 
Plus of Briggs Stock 


(Continued from page 13) 
retire its outstanding bonds last fall. 
Following a report that the feud 
between Evans and fellow-director 
Alfons Landa has flared 
Evans announced that Emily Crane 
Chadbourne, daughter of the Crane 
Co. founder, has given him an “ir- 
revocable” attorney 
vote her holdings in the firm. 
Evans quoted Mrs. Chadbourne 
as saying she did this to “stabilize 


anew, 


power of to 


the situation and make it possible 
to attract experienced businessmen 
to serve on the board.” 


= The “situation” was explained by 
a company spokesman as “fears of 
a proxy fight and to make better 
profits for Crane.” 

Evans now controls 1,106,380 
shares of Crane, about 25 percent. 
Some industry this 
control as a to oust Landa 
from his director’s job at the next 
annual stockholders’ 


sources see 


move 


meeting in 
April. Landa earlier criticized 
Evans for what he called Evans’ 
“less than gentle” methods of dis- 
posing of Crane branches and dis- 
charging personnel. 


tion), labor has again exhibited the 
greater strength. In the six months 
ending October 1, building mate- 


(Please turn to page 16) 


Want to Sharpen Your Hydronics Know- 
How? Course Next Month Offers Help 


New York City 


tractors 


Hydronics con- 

interested in 
sharpening their sales abilities and 
in learning the latest design and in- 


who are 


stallation techniques will have an 
opportunity to do so next month. 
The chance will come at the 12th 
short course on hydronic heating 
and cooling, conducted by the Uni- 
versity of Illinois in cooperation 
with the Institute of Boiler & Rad- 
iator Manufacturers. It is sched- 
uled to be held February 8-11 at 


Urbana, IIl. 


“The course is intended to assist 
managers and owners of large and 
small organizations to increase 
their profits by efficient manage- 
ment procedures. It also will fea- 
ture promotional practices and 
modern, money-saving methods of 
designing, estimating and installing 
IBR said. The 
course is open to wholesalers also. 

Further information is available 
from the Supervisor of Engineer- 
116-D Illini Hall, 
University of Illinois, Urbana, III. 


hydronic systems,” 


ing Extension, 
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Always Specify 
Central Foundry 
“Spun” Pipe 


YOU GET MORE 
THAN YOU SEE 


To the eye, Central Foundry “Spun” Pipe may look almost like any other 
centrifugal cast soil pipe. Seamless. Smooth inside and outside. Walls of same 
thickness. Straight. Strong reinforced hubs. 


But the white hub tells you there is a difference. 


Only Central Foundry “Spun” Pipe is cast in machine-finished all-metal molds. 
Used over and over, these permanent molds turn out length after length of 
identical pipe. 


This means, for example, matched hubs and spigots that fit and line up 
every time. The way the pipe is made contributes to lower labor costs, faster 
roughing-in. 


Next time you order soil pipe, specify Central Foundry. Get the experience of 
the original and largest manufacturer of centrifugal cast soil pipe. 


¢ You can be sure of uniformly high quality of every length because only Central 


Foundry “Spun” Pipe is made in permanent all-metal molds. 


MEMBER OF Wiite today for a copy of “A-B-C’s of ‘Spun’ Pipe.” 


THE CENTRAL FOUNDRY COMPANY 


PIPE INSTITUTE 
Centrifugal Cast Iron Soil Pipe - Machine-Made Fittings + Bituminized Fibre Pipe 
_ Main Office: Foot of Pacific Street, Newark 5, N. J. Plant: Holt, Ala. 


\ Look for the WHITE HUB...Be sure you're getting Central Foundry 
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News ... continued from page 14 
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FIRST SHIPMENT of heating 


and cooling products arrives for Embassy Steel 


Products’ new warehouse in Anchorage, Alaska. Evan Nelson (left), manufac- 
turers representative, signs over the shipment papers to a warehouseman. 


Fix-Anything ‘Service Clubs Draw 
Fire from Windy City Contractors 


CHICAGO 
ity of 


The growing popular- 
“service clubs” 
that 


entire service problem from tele- 


organiza- 


tions handle a homeowner's 


vision repair to plumbing—came 
from the 
Plumbing Contractors Assn. of Chi- 


cago last month. 


under sharp criticism 


In a resolution unanimously 
passed by the Sales & Trade Pro- 
motion Committee, members of the 
Chicago group were urged to refuse 
to join service clubs. Refusal, the 
resolution indicated, should be 
based on the fact that such organi- 
by becoming the middle 
man in contacts with the public 


zations 


Construction Costs Climb 
2 Percent in Six Months 


(Continued from page 14) 


rial prices to builders did not 
change in 72 of the 144 reporting 
areas. Slight decreases were re- 
ported in 22 areas, and in 50 areas 
prices rose modestly. By contrast, 
labor costs rose in 129 areas, de- 
creased slightly in five areas and 
remained unchanged in 10 others, 


the Dodge report said. 


16 


violate the association’s long-stand- 
ing efforts to promote better direct 
relations between the contractor 
and his customer. 

Citing some of the reasons for the 


action, the committee said that such 


Embassy Opens New 
Warehouse in Alaska 


BROOKLYN 


to ‘3s 


The newest addition 
national network of ware- 
houses has been opened in the 49th 
state, Embassy Steel Products Inc. 
has announced. The new facility is 
located in Anchorage, Alaska. 


Embassy, 


of heating 


a leading manufacturer 


and cooling equipment, 


maintains other warehouses in 
Cambridge, Mass., Chicago and 
here. Additional facilities in the 
Midwest and on the West Coast 


will be opened soon, the firm said. 


organizations “often, in their news- 
paper advertising, unjustly imply 
that customers of local plumbing 
contractors are neglected and pur- 
port to be able to render home 
service more efficiently and eco- 
nomically than when the work is 
performed through regular trade 
channels.” 

The service clubs, the committee 
said, solicit homeowners and others 
who desire repair work and then 
“sell back to the contractor the cus- 
tomers he has served well and 
faithfully for many years.” 

A spokesman for the committee 
told DE that a copy of the resolu- 
tion and a letter explaining the 


(Please turn to page 110) 


Gas Appliance Group Lauds New FHA 
Loan Decision on Kitchen Built-Ins 


New York City—The recent de- 
cision by FHA to make the installa- 
tion of built-in kitchen appliances 
eligible for “Title I” home improve- 
ment loan privileges (DE, Decem- 
ber, page 119) was described last 
month as “a most helpful service to 
thousands of homeowners.” 

Harold Massey, managing direc- 
tor of the Gas Appliance Manufac- 
turers Assn., called the loan rule 
change “constructive” and said that 
“in addition to helping to meet a 
need for work and _ space-saving 
convenience in the home, the Fed- 
eral Housing Administration’s di- 
rective provides a means for fur- 
ther improving home values.” 


Massey pointed out that the pop- 
ularity of built-in kitchen equip- 
ment was proved in the first nine 
months of this year, when installa- 
tions of built-in gas ranges were 
60 percent higher than in the same 
period of 1958. 

a ‘We know that of these 
ranges have been going into mod- 
ernization projects,” 


many 


Massey said, 
the FHA 


ruling will encourage more families 


“and we now believe 
who have admired this equipment 
remodel their 
kitchens with built-in gas ovens, 
cooking tops, refrigerators, clothes 
dryers and incinerators.” 


in new homes to 
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Anvil Brand INSULATING UNIONS 


... prevent galvanic corrosion in connections 
for HOT WATER HEATERS . . . STORAGE TANKS 
. . ANYWHERE you join piping of dissimilar metals 





SERIES 


Anvil Brand Insulating Unions are avail- 
able in Regular and DeLuxe series to meet 
the full range of piping requirements. 


DESIGNS 


All types with threaded or soldered joint 
connections in brass-to-brass, brass-to- 
steel, steel-to-steel. 


New Anvil Brand Insulating Unions protect 
against destructive galvanic corrosion. Costly 
damage to connections of dissimilar metals on 
water heaters, storage tanks, water softeners, 
water meters, gas ranges and meters, water 
pumps and piping systems is avoided ...a 
troublesome source of contaminated water is 
eliminated. 

The Anvil Brand line includes a full range of 
couplings, nipples, bushings and plugs, insulat- 
ing unions, and metal fittings for plastic pipe. 

Sell—install Anvil Brand Insulating Unions. 
They cost no more . . . save installation time, re- 
duce maintenance. 


Phone or write today for your catalog sheets. 









Anvil Brand’s Insulating 
Union gasket is made of 
graphited asbestos to 
give best insulation and 
leakproof seal. The 
sturdy fiber bushing sep- 
arates brass from the 
galvanized connection. 
There is no contact 
between dissimilar metals. 
All parts are precision 
cast and accurately ma- 
chined for fast assembly 
and trouble-free service. 














ANVIL BRAND 





PITTSBURGH 4.0 COUPLING COMPANY 


ALLISON PARK, PA., U.S.A. 
PIPE FITTINGS Inthe Greater, Pittsburgh Industrial District 


e ¢ SUBSIDIARY: Anvil Products, inc., Longview, Tex. + AFFILIATE: Canadian Coupling and Fittings, Lid, Simese, Ont 
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Who Can Work at Plumbing? 

In most states, only a munic- 
ipality has the authority to de- 
cide who can do plumbing work 
and who cannot. 

Recently an inspector for a 
county health halted 
work on a plumbing installation 


board of 


because the workmen were pri- 
marily skilled in other fields. 

Although the board of health 
was responsible for public health 
and safety, the workmen chal- 
lenged its authority in deciding 
who is “a plumber.” 


# The court noted that the state 
legislature had never authorized 
any government body but the 
municipality to license plumbers 
—not even the board of health. 
Therefore, no other agency, re- 
gardless of its responsibilities, 
is or isn’t a 


could decide who 


plumber, the court said. 

Citation: Wetterer v. Hamil- 
ton County Board of Health, 146 
N.E. (2d) 846. 


When Does Insurance Cover 
Your Employees’ Travel Time? 
A plumbing and heating con- 
tractor with an out-of-town job 
agreed the journeymen’s 
local that a certain flat rate 
should be paid for the workers’ 
daily travel time and expenses. 
One of the journeymen em- 
ployed on the distant job was 
killed en route. The Workmen’s 
Compensation Board denied com- 
pensation to the journeyman’s 


with 


TTS THE LAW? | 


Legal Decisions of Interest to Contractors 


survivors on the grounds the ac- 
cident did nc’ arise from the de- 
ceased’s employment. 

A court overruled that deci- 
sion, however, and ordered com- 
It said the overtime 
agreement with the union was, in 


pensation. 


effect, a work agreement with in- 


dividual journeymen and that 


the fatal accident had resulted 
from conditions of employment. 

Citation: Croessman v. R. J. 
Moran & Sons, 163 N. Y.S. (2d) 
546. 


A Warranty: Good 
for How Long? 


A homeowner used a plumbing 
installation for several weeks be- 
discovering defects. The 
p-h contractor refused to replace 


fore 


it without cost and was sued. 
In court, the contractor con- 
tended that since the buyer had 
used the installation for several 
weeks without complaint, the 
warranty was no longer in effect. 
The court disagreed, saying that 
a warranty implies that a buyer 
must have sufficient time to de- 
termine if his purchase is func- 
tional. He got his money back. 
Citation: Ames Co. v. Busick, 
47 N. E. (2d) 647. END 














YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

A plumbing contractor built up an inventory at a cost 
of $8,000. The value of the merchandise increased con- 
siderably over a period of time, and a state tax assessor 
increased its value to $13,000 for taxation. The contractor 
went to court to determine which figure should be used 
actual cost or present value. Which is it? 

* * 

The courts ignored the effect of inflationary tendencies 
on the merchandise and said actual cost is the basis for 
taxation and that the $8,000 figure should be used. 

(Citation upon request from Domestic Engineering.) 


* * 
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EASTMAN 


SPEED-FLEX | 


POLISHED CHROME-PLATED 
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STRAIGHT 
DOUBLE 
COMPRESSION 


Look to EASTMAN for stop styles and sizes to 
meet your most difficult job situation. Guar- 
anteed quality SPEED-FLEX SUPPLIES are 
accurately made, beautifully finished and 
immediately available through your wholesale 
distributor. None finer!! 





CLOSET LAVATORY ' 
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in the water systems business 


its easierand 


TO FOLLOW 


Shipments of Tait water systems have increased 
since 1948. 
During the latter part of this period industry-wide 
shipments were on a steady decline. This means 


each year—over the previous year 


simply that Rapidayton wholesalers and their 
dealers sell more pumps at a time when the aver- 
age pump wholesaler and dealer are selling less. 

It is gratifying that the industry picture now 


TAIT sales 1955-1959 


looks better. But the record proves that when 
most pump brands were either on a decline or show- 
ing erratic spurts at best tapidayton climbed 
up and up. Through good times and bad (includ- 
ing the 1958 recession) Rapidayton sales contin- 
ued to mount. And they are still climbing today! 
What are the reasons why this one company 
has attained a dominant position of leadship? 
and the success of 
Rapidayton wholesalers and their dealers 
has been the result of (1) strong, pro- 
gressive management, (2) sound product 
development, (3) consistent distribution 
policies, (4) powerful customer sales sup- 
port, and (5) year-around advertising. 


Tait’s success 


AA 
v ¢ 


A carefuily-chosen management team, as- 
sembled at Tait over the past ten years 
by dynamic President Louis Wozar, pro- 
duced complete new lines of both jet and 
submersible pumps—including the devel- 
opment of submersible motors — within 
the incredibly short period of six years. 
These products were introduced — with 
many exclusive features — precisely at 
times when they could be used most ef- 
fectively by Tait customers to boost both 
volume and profit. Advanced product de- 
signs and automated manufacturing 
methods have enabled Tait to maintain 
exceptionally high quality while keeping 
prices at a low competitive level. 


Pp, ; 


guct Vevelo ent 


A greatly-expanded research and engi- 
neering program at Tait anticipated the 
increasing demand for high capacities 
and greater pressures. This led to the 
development of more efficient jet types 
and more saleable features (widely 
copied but never equalled), and to the 
placing of increased emphasis on sub- 
mersibles, including both 2- and 3-wire 
advanced models. Unable to find a motor 
perfectly suited to submersible pumps, 
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| more profitable... 


THE LEADE 


Tait developed its own (the most modern 
oil-filled type), and is currently the only 
pump firm which makes the complete 
motor, including laminations, Tait subs 
and motors are perfectly matched, model 
for model, for better performance and 
longer life. 


. Tr 


For the continued protection and benefit 
of every Rapidayton customer, consistent 
distribution policies are strictly followed. 
Tait’s 50-state network of wholesale dis- 
tributors provides on-the-spot availabil- 
ity of the types of pumps and water 
systems which best fit the requirements 
of that locality. In addition, these distrib- 
utors offer technical and sales assistance, 
stock spare parts and give quick service 
help. The Tait distribution plan assures 
top profits because it is geared 100°% to 
the local level, the dealer level. 


Tait recognizes a definite responsibility 


These are the solid, logical reasons why business 
is good with Tait wholesalers and their dealers. 
These are the reasons why Tait customers from 
coast to coast are steadily increasing their margin 
over all competition. They know that it is easier 
and more profitable to follow the leader. What 
they have learned may provide a wise tip for you: 


AIT M 


DoME 


to provide aggressive dealer sales sup- 
port for year-around promotion, Included 
are “packaged” promotions designed to 
do specific jobs. The “Tait Plan,” devel- 
oped to obtain the closest cooperation 
between wholesalers and their dealers 
and local rural electric systems, has no 
equal in promoting the increased use of 
water. Tait’s time payment plan makes 
pump merchandising easy, without add- 
ing to a dealer’s financial responsibilities. 


t a 
». Aggressive Year-round Advertising 


Tait’s comprehensive national advertis- 
ing campaign to the trade and to the 
consumer is recognized as the hardest- 
hitting in the industry. Individual 
messages are sharply pinpointed for 
maximum effectiveness to the various 
segments of the trade and consumer pub- 
lic. And with full 12-month coverage, 
Rapidayton advertising is read by your 
customers every day in the year — not 
merely during peak selling seasons. 
Stock and sell Rapidayton water systems in 1960. 
From this one source you can get everything you 
need in jets and subs. You can expect continued 
leadership from Tait in ’60 as in the past—with 
entirely new developments: innovations in product 
design, powerful new merchandising programs, 
and added opportunities to increase your profits. 


division The Tait Manufacturing Company, 
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HERE IT IS! 
you to bid more competitively and provide better, longer Allthe facts on DWV 


' ; : F aa tube and fittings 

lasting jobs... prefabrication is just one more advantage pes 
9 in addition to all the well known qualities of el, Wenetter 
hay copper for drainage, waste and vent lines. today. 


PORT HURON 4, MICHIGAN 
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What's in a Phrase? 

Anthony Avila of Tampa, Fla. 
had that sinking feeling when he 
entered his half-constructed home 
recently. 

Thieves had broken in. But these 
were thieves with a twist—they left 
everything but the kitchen sink. 

Police are looking for a language 
lover who’s sick and tired of hear- 
ing that old cliche—‘“everything 
but the kitchen sink” did 
something about it. 


-and 


Boxful of Trouble! 

The plumber’s toolbox is no joke 
to Mrs. Bertha Slater of Milwaukee. 
She wants $30,000 because a jour- 
left 


tripped over it. 


neyman his box where she 

In her suit, she says the journey- 
man was fixing a leaky faucet in 
the kitchen and placed his toolbox 
on the floor. Mrs. Slater says she 
tripped on it, injuring her hip, 
shoulder and nervous system. 

Her husband also has sued for 
$5,000 for medical expenses and 
loss of his wife’s companionship. 
Both suits were filed against the 
contractor who employed the jour- 
neyman. The case is pending. 


Troubles Pyramid 

For a time it seemed as if guests 
at the new Nile Hilton in Cairo, 
Egypt, might end up dusty as a 
mummy with dandruff. 

The first shipment of 150 Amer- 
ican bathtubs for the hotel was 
cracked by a ship’s crew on the 
docks of Naples, Italy, according to 
columnist Earl Wilson. The second 
ended up the same way in Alex- 
andria, Egypt. 

The third shipment made it safe- 
ly, but now there are some 300 
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cracked tubs floating around Cairo. 
The natives can’t decide whether 
to use the tubs in the conventional 
way or really clean up by selling 
them to tourists as genuine finger 
bowls used by ex-King Farouk. 


Who Can Afford Romance? 
“Dear Gladys: My husband is 
very good-looking, and I am very 
jealous. He’s a plumber and nat- 
urally is called to homes when the 


customer’s husband is not around. 
I’m afraid he might become in- 
volved.—Jealous.” 

“Dear Jealous: Stop pipe-dream- 
ing. At today’s charges the cus- 
tomer will be watching the clock 
rather than your husband.” 

That’s culled from a humorous 
takeoff of an agony column in the 
Chicago Daily News. And what the 
writer Gladys Parker doesn’t men- 
tion is that, even with our present 

(Please turn to page 24) 





understand. 


own clothing. 


by a wringerless washer. 





Clothes Unmask the Man 


Female logic is something James Hamilton just can’t 


He visited a laundry in Newport, Ky. and saw women 
customers dressed in shorts doing the family wash. Ham- 
ilton stripped to his shorts and proceeded to launder his 


The ladies called the police. “How come they can do 
their washing in shorts and I can’t?” Hamilton asked. 
Police didn’t have an answer, but they booked him just 
the same, making Hamilton the first man to get pinched 











CAN DEPOSITORIES SOLVE 
BID HANDLING ABUSES? 
Boston—Our local association of 
plumbing contractors has elected 
me chairman of its Bid Depository 

Committee. 

To assist our committee in its ef- 
forts to establish a workable plan 
for contractors in this area, can you 
send us 50 copies of your bid de- 
pository report? 

FRANCIS SULLIVAN 

@ Copies have been sent. The 15- 
page report appeared in DE’s De- 
cember issue. It was based on a 
study of 30 bid depositories currently 
operating in 14 states. The article was 
designed to answer the question: 
"Can bid depositories solve the prob- 
lems of bid handling abuses?” 


WHAT SHOULD A 
SERVICE TRUCK CARRY? 

Avon, O.—We’re building a fleet 
of van-type plumbing service 
trucks and would appreciate your 
suggestions on the bin arrange- 
ments inside. We'd also like to 
know what items and equipment 
such a truck should carry at all 
times for residential and light com- 
mercial plumbing. 

I recall that DE published an ar- 
ticle on this subject a while ago. 
Our trucks will measure 12 feet be- 
hind the driver’s seat, with six feet 
and two inches of head room. 


Ep SHARICK 


e An article on equipping service 
trucks was sent to Mr. Sharick. 


What industry leaders are saying 
about contractor sales training 


“WE CAN’T DO TOO MUCH” 

JOHNSTOWN, Pa.—Your story on 
“What Dubuque?” 
was of great interest to us here at 
National-U.S. Radiator. Marked 
copies of Domestic ENGINEERING 
were routed to all executives and 


Happened in 


field managers. 

Our industry cannot do too much 
of this sort of thing. Our Heating & 
Air Conditioning Division main- 
tains a department headed by John 
Hall whose function it is to conduct 
trade and wholesaler meetings. We 
wish it were possible to enlist all 
manufacturers interested in the 


plumbing, heating and cooling in- 


dustry in individual as wel! as co- 

operative educational effort. 
CARROLL BAUMGARDNER 
Senior Vice President 

National-U.S. Radiator 


“AN OUTSTANDING EXAMPLE 
OF BUSINESS JOURNALISM” 
New York City—The article 
“What Happened in Dubuque?” in 
the November issue of DOMESTIC 
ENGINEERING is an outstanding ex- 
ample of business journalism, 

The case history approach which 
you used was ideally suited to the 


subject, since it allowed you to 


(Please turn to page 26) 


Between Ourselves 


(Continued from page 23) 
liberal interpretations of the indus- 
try’s working rules, these 8-to-5 
romances don’t come under work- 
man’s compensation. 


Remember the Heating System! 

We don’t believe for a moment 
that Americans are getting soft, al- 
though to the casual observer it 
must seem so sometimes. 

Take, for instance, a recent ad- 
dition to the Alamo in San Antonio, 
Tex. It was there, you remember, 
that a band of courageous Texans 
and other American patriots, in- 
Bowie and Davy 
went fighting 
against a huge Mexican army. 


cluding Jim 


Crockett, down 


a Since that historic stand in 1836, 
spiritual descendants have visited 
the Alamo to pay tribute to its rug- 
ged heroes. 

The visitors, however, found the 
shrine chilly, and they complained 
about being uncomfortable while 
sightseeing. So a new heating sys- 
tem was rushed to their rescue. 
Now everybody is comfy — and 
we're sure Davy and Jim are proud 
of the way we tourists stood up for 


our rights! 


Square Root in Fashions 

Next time you've got a difficult 
mathematical problem why not 
consult your tie clasp for the 
answer? 

Sherry’s, a gift manufacturer in 
Miami, Fla., is offering a 2-inch 


slide-rule tie clasp (see illustra- 


tion), fully calibrated with scales 
A, C and D and a magnifier. 

This item is available in sterling 
silver and gold and is particularly 
convenient for a quick calculation 


of your luncheon check. END 
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Remove Condensate and Air 
without STEAM LOSS 


i with 


STEAM TRAPS 
ej 


Hoffman Traps incorporate design 
features which assure both effective and 
economical removal of condensate from 

steam lines and equipment. Typical of 

Hoffman’s complete line are the Traps 
illustrated, each with removable cover, pin 
and seat for quick inspection and cleaning. 
Guardian of 


your Fuel 
and Comfort 


50 SERIES F & T TRAP 

Float and Thermostatic Traps are 
designed so that all working parts 
of the. trap are a part of the re- 
movable cover. Once in- 

stalled it is not necessary to 

break any pipe connection 

b for cleaning and repairing. 





600 SERIES INVERTED 
BUCKET TRAP 


Hoffman Bucket Traps operate intermittently 
and are ideal for draining condensate and air 
from steam lines or equipment where large 
quantities of air and condensate must be dis- 
charged. They are easily inspected, cleaned and 
serviced by merely removing the cover. 


AS 


HOFFMAN 


SPECIALTY MANUFACTURING CORP. 
1700 WEST 10th STREET, INDIANAPOLIS 7, INDIANA 
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LOW, MEDIUM 
and HIGH 
PRESSURE 

THERMOSTATIC TRAPS 
with RENEWABLE 
THERMOSTATS 

and VALVE SEATS 


AINTENANCE COST 


Complete Thermostat Assembly 
Durable, accurately machined 
Valve Lever and Seat Assembly 
Copper Float Ball Assembly 


Graphite Impregnated Asbestos 
Gasket 


Heavy Duty Cast fron Cover 


For full particulars, write for 
catalogs on Bucket Traps, Float 


and Thermostatic Traps or 
Thermostatic Traps. 
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Letters 





(Continued from page 24) 
CAN A MAN WITHOUT A 
LICENSE INSTALL PLUMBING? 
Corninc, N. Y.—Please send me 
the citation of the plumbing law 
“You Be the 
Judge” item in your October issue. 

JAMES DINEEN 


covered by your 


Plumbing Inspecto: 
e The case to which Mr. Dineen refers 


concerns the legality of a city ordi- 
nance prohibiting firms that sell 


plumbing and heating equipment 
from installing it without employing a 
licensed man to do the job. 

When one company contested the 
law, claiming it was a restriction on 
its right to do business, the court 
ruled that local governments have 
the right to make such restrictions for 
the public good. Therefore, the ‘‘sales- 
only” firm had to recognize its legal 
responsibility and use only licensed 
persons to make installations. 

Citation of the case 
sent to Mr. Dineen. 


involved was 


What industry leaders are saying 
about contractor sales training 


(Continued from page 24) 
the 
PHCIB 


training. course 


deal in specifics Same ap- 


proach taken in the con- 
tracto! 

All of us associated with the de- 
velopment of the course are im- 
mensely pleased by the success in 
The 


as possible to get the 


Dubuque. bureau is moving 
as rapidly 
course under way throughout the 
country, and your excellent report 
on the pilot program is a big help 
H. L 
Vice President 
American-Standard 


SPINDLER 


e Mr. Spindler is immediate past 
president of the Plumbing-Heating- 
Cooling Information Bureau and was 
one of the guiding forces behind the 


contractor sales training course. 


CASE HISTORIES OFFER A 
CHALLENGE TO CONTRACTORS 
OKLAHOMA CriTty—As usual, your 
“What Happened in Dubuque?” is 
a masterful and thorough presenta- 
tion of another of our industry’s 
cooperative efforts. 

We of the 


Cooling Information 


Plumbing-Heating- 
feel 


that trade coverage such as this is 


Bureau 


most essential if any of our pro- 
grams succeed. 

Your case histories present chal- 
lenging information for all plumb- 
ing and heating contractors regard- 
less of the Size of their firms. 

This problem of merchandising 
and management has plagued out 


industry for as long as I can re- 
member. In the past, associations 
and individuals have jousted this 
windmill from time to time. Now 
the industry is working as a team. 

Thank you and Domestic ENGI- 
NEERING for being a vital part of 
that team. 

Britt LANDERS 

e Bill Landers, a past president of the 
National Assn. of Plumbing Contrac- 
tors, is a member of PHCIB’s board of 


directors. He has been, and is, one 
of the p-h foremost ad- 


vocates of merchandising. 


industry’s 


NAPC PRESIDENT PLEDGES 
CONTINUED SUPPORT 


Wasuincton, D. C.—I want to 
take this opportunity to thank you 
on behalf of the National Assn. of 
Plumbing Contractors for your 
very complete and informative re- 
port on the Dubuque sales training 
program which appeared in the No- 
vember issue of Domestic ENGI- 
NEERING. 


alt is very gratifying to know and 
to realize the enthusiasm which has 
been generated by the Plumbing- 
Heating-Cooling Information Bu- 
reau in establishing sales training 
programs such as was held in Du- 
buque, and to further know that 
this program was an unqualified 
success and will be carried forward 
in other areas in the form of “train 
the trainer” program sessions. 


a Every contractor member in our 
industry should certainly be moved 
to take advantage of the wonderful 
opportunities offered to the con- 
tractor through these training pro- 
grams, in helping him to become 
more sales-minded and certainly 
more merchandising-minded in the 
(Please turn to page 28) 























“I'll see your Civic Building contract and raise 
you my Community Hospital heating job.” 
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Harcraft — 
flexible supplies 
measure up 


peta 
1 4 6 } 8 9 10 ll l 


2 3 5 





Results of the ADDITIONAL PRIZES 


‘‘Measure Miss Harcraft Contest”’ Bob Barcak, Clute, Texas Alvin McGavock, Clute, Texas 
Cecil Barcak, Clute, Texas Elmo Marquette, Portland, Oregon 
Official Bust 35%e” J. G. Beddingfield, Angleton, Texas Thomas E. Mulkerrin, Woburn, Massachusetts 
Measurements Waist 2474” John J. Berman, Cincinnati, Ohio W. C. Ogden, College Place, Washington 
Hips 35%” Charles Callahan, Woburn, Massachusetts Harold Rappaport, Brooklyn, New York 
L. E. Cecere, Pawtucket, Rhode Island Haley Shiflett, Ashland, Virginia 
WINNERS Clyde Gerber, Salt Lake City, Utah F. T. Spicer, Richmond, Virginia 
; Charles D. Haines, St. Petersburg, Florida J. H. Squires, Gulfport, Florida 
Ist Prizes Ed Goppert J. Mitchell Hansen, Salt Lake City, Utah Fred Tipton, Palatka, Florida 
Clearwater, Florida Robert Hartman, Cincinnati, Ohio Carrol Varner, San Rafael, California 
Woody Scheidt P sg Iafe, Brooklyn, New York David Vitali, Jr., Amarillo, Texas 
‘ ohn H. Lenihan, Pawtucket, Rhode Island G. M. Waller, Angleton, Texas 
Clearwater, Florida Paul J. Louis, San Rafael, California J. Elmo Waltz, Hollywood, Florida 
2nd Prizes Willard Hutto Bob McGaugh, Amarillo, Texas Leonard Wilkinson, Portland, Oregon 
Richmond, Virginia 


Kenneth B. Gentry he bel thing Non 10 Wale... 


Richmond, Virginia 


3rd Prizes Mrs. James T. Watson Harcraft Brass 


Lynchburg, Virginia A DIVISION OF HARVEY ALUMINUM 
A. R. Barbour Warehouses in Atlanta, Boston, Chicago, 


° a Dallas, Los Angeles, Minneapolis, New York 
Chase City, Virginia GENERAL OFFICES: TORRANCE, CALIFORNIA 








Letters 





(Continued from page 26) 
conduct of his own business 
the 
Plumbing Contractors, I 


As president of National 
Assn. of 
am certainly 100 percent in accord 
with this type of program and urge 
that all of the various component 
parts of our industry take an active 
part in the operation and promo- 
tion of this exceptionally good and 
well-concerted the 


of the PHCIB. 


If at any time our association can 


effort on part 


render any service along such pro- 
motional-minded and constructive 
methods, you may rest assured of 
our continued assistance 
InvIN RECHKEMMER 
President 
National Assn. of 
Plumbing Contractors 


PILOT TRAINING COURSE 
STOOD UP UNDER SCRUTINY 
CH1caGco— Congratulations on 
your very detailed study of what 


PHCIB accomplished in 
training 


its pilot 
program for 
Your 


contractors 


in Dubuque. findings, when 


HE’LL WARN THE PUBLIC 
AGAINST SCARE-SELLING 


SHAVERTON, Pa.—Would it be pos- 
sible for me to obtain copies of ar- 
ticles on “scare selling tactics” that 
appeared in your September 1958 
issue, and in your June 
1959 page 58? We've 
running into this situation in ow 
area and could put reprints of these 


page 52, 


issue, been 


news items to very good use. 

May I take this opportunity to 
tell invaluable I 
found your publication to be? 


you how have 


Rosert Monk 
Monk Plumbing-Heating 


e The articles to which Mr. Monk re 
fers concern the alleged unfair sales 
tactics used by Holland Furnace Co. 
The Federal Trade Commission 
charged that Holland salesmen 
“frighten” people into buying new 
heating systems by dismantling fur- 
naces for inspection, then refusing to 
re-assemble them on the grounds that 
they would cause a fire or an ex- 
plosion. 

The Federal Trade Commission has 
ordered Holland 
sales tactics. 


has 


to stop using such 


given to the Bureau’s Sales Train- 


ing Council at their meeting on 
October 28, confirmed their intent 
to conduct as many “train the 


trainer” classes as we can as rap- 


idly as we can, consistent, of course, 
with the same careful planning that 
went into the pilot program and 
with the supply of qualified local 
industry representatives ready to 
put the 


program immediately to 


use for contractors in their own 
communities. 
aThe close scrutiny given the 


training program by Domesti 


ENGINEERING is indicative of in- 
PHCIB is 

The fact 
that the program stood up so well 


dustry interest in what 


doing in the training area 


under this scrutiny should be en- 
couraging to all bureau supporters. 
Thank 
gram to the attention of the indus- 


you for bringing this pro- 
try as forcefully as you have. 
NORMAN WICKS 
Director 
Plumbing-Heating-Cooling 


Executive 


Information Bureau 


HOW TO MELT SNOW 
ON DRIVEWAYS 

KANKAKEE, Itt.—Do you have 

anything in your files pertaining to 


We 


snow melting for driveways? 





— aeeer 





























would like some information on the 
proper materials and how to install 
them for a driveway 20 by 50 feet, 
not poured as yet. The house and 
gavage beside the driveway are 
heated by baseboard radiation sup- 
plied by a hot water boiler. 


ROLAND SALZMAN 


eA reprint from Domestic Engineer- 
ing titled “Give Your Snow Melting 
Business a Boost’’ was sent to Mr. 
Salzman, along with the names of 
manufacturers and associa- 
tions that can supply additional in- 
formation. Other readers desiring the 
same information may write to the 
Editor, Domestic Engineering, 1801 
Prairie Ave., Chicago 16. 


several 


HE WANTS TO STUDY 
HEATING, AIR CONDITIONING 
Muskecon, Micu.—The letter 

from Joseph Warner in your Oc- 
tober issue was of special interest 
tome. (Mr. Warner inquired about 
colleges that offer degrees in air 


conditioning and heating.) 


al have some practical experience 
in heating and have attended col- 
lege. Since I would like to special- 
ize in this field, your list of schools 
offering courses in heating and air 
conditioning will be very much ap- 
preciated. 


Dave McCormick 


e The list requested was sent to Mr. 
McCormick. Others interested in the 
same information should write to the 
Editor, Domestic Engineering, 1801 
END 


Prairie Ave., Chicago 16. 


ae 
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thaw extra 
profits out of 


UBERTSHAW dependability’ 


Pi 
Yi em 





Robertsh 2M 
Unitrol spag 
heater : 


controls that operate dependably to safeguard your product reputation and cut 
service costs. The Robertshaw Unitrol 110S provides dependable, low cost return 
air sensing element operation. The new Unitrol 110SR combines the economy and 
dependability of the 110S with the increased burner efficiency provided by a built-in 
pressure regulator—plus compactness! The Unitrol 1000 provides inventory-saving 
change-over units for manual, automatic, and wall thermostat operation. 





Inquire today... 
contact 


4 


eR CONTRO S , 


CONTROLS COMPANY ee 
GRAYSON CONTROLS DIVISION. LONG BEACH, CALIF. 

















PIPE THIS! 1l-in. grids for a sidewalk snow 
melting system outside the National Bank of 
Detroit make a striking photographic study. . 
Pipe for the system, which covers 26,000 square 
feet, was furnished by the A. M. Byers Co. 





Picture 
Paragraphs 





FEMALE HERCULES? Actually, it’s easier than 
it looks, says actress Joan Gunderson, because 
the radiator and hydrant are television stage 
props made of a lightweight vinyl plastic man- 
ufactured by the B. F. Goodrich Chemical Co. 


A MODEL HOME in New Can- 
aan, Conn., features three- 
zone year-round air condi- 
tioning. Hot water for win- 
ter heating is supplied by a 
162,800 Btu Rheem boiler 
with Rheemaire evaporator 
units installed for summer 
cooling and dehumidification. 





30 
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THRUSH 
PRESSURE TANK~ 


THRUSH 
RELIEF VALVE 
~ 


THRUSH 
FILLING VALVE 








BRINGS YOU NEW 


Handy Manual 4 a 
Adjustment Vij 


In Motels, Apartments, Stores, Clubs, Churches, Large Buildings and Homes 


MULTIPLE ZONING IS NO LONGER COSTLY! 


spine cet rg =a 








FEATURES OF THRUSH 
ZONE VALVE 

SAVES TIME—No need to dis- 

assemble to install. 


SAVES FUEL—Positive shut-off— 
no overheating. 


EASY TO INSTALL—Can be in- 
stalled in several positions. 


SIMPLE WIRING—Wiring is low 
voltage. 


QUIET—NO BANGING—Opens 
and closes gradually. 


BUILT FOR LONG SERVICE— 
Parts are non-corrosive, closed 
switches, self-cleaning seat, 
double water seals. 





MULTIPLE zoning today is not a luxury. Without much 
added expense you can install Thrush Zone Valves on every job 
so that each room or living area is separately zoned. Thrush 
zoning assures comfort and economy of operation because heat 
is not wasted and there is only one Circulator to buy and operate 
instead of one for each zone. As many zones as desired can be 
supplied from one boiler. Piping is smaller, lower in cost, easier 
and faster to install. There is less maintenance and lower power 


‘ consumption. 


A split-level or tri-level home must be zoned for good heating 
and cold weather comfort. Hot water heating does the job with- 
out stratification and maintains the desired temperatures in each 
zone uniformly. Suggest and install multiple zoning for greater 
comfort and greater customer satisfaction. When you think of 
zoned heating, think of hot water heating because no other form 
of heat has so much to offer in type of heat distributing units or 
versatility. See your wholesaler today or write Department A-l. 


Quality Hydronic Heating Specialties 


ye, 
un. a. FHRUSH « company 


PERU, INDIANA 


Thrush Zone Thrush Water 
Valve Circulator 
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Architects-Engineers: Kelly & Gruzen, New York; George G. Shimamoto, AIA Associate * General Contractor: S. S. Silberblatt 


Incorporated, New York * 


P&H Contractor: Northeastern Construction Co., Plattsburgh © Pipe Distributor: E. J. Monroe Co., Plattsburgh 


Steel pipe serves hot-water heating system 
of 1,685-unit Armed Services Housing Project 


One of the largest housing developments in the 
country is the $27,500,000 project recently com- 
pleted at Plattsburgh A.F.B., New York. Spread 
over 235 acres, the 396 buildings will accommodate 
Air Force officers, enlisted men, and their families. 

A centralized hot-water heating system will keep 





STEEL PIPE IS FIRST CHOICE 
for lasting strength 
economy 
workability 
insist on 
STEEL PIPE MADE IN USA 











BETHLEHEM STEEL 








the buildings comfortable even in the coldest of 
winters. And for the greatest of economies, the 
system was built with steel pipe—some 450 tons 
of Bethlehem Electric Resistance-Weld and Beth- 
Co-Weld steel pipe were used on the job. 

For low original cost, low installation cost, and 
low maintenance, there’s no substitute for steel pipe, 
the most economical and the most widely used 


general-purpose piping in America. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: 
crileHey 


Bethlehem Steel Export Corporation 


STEEL 
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HOW to keep it simple? Don’t let the 
wide selection of stainless steel alloys 
“throw you”! 
Most of the 
alloy specs 
were developed 
to meet certain 
highly special- 
ized and rather 
uncommon 
needs. Only | 
out of 100 
valve users can 
make practical 
use of many of 
the alloys. Ac- 
tually, just two 
or three of the 
different avail- 
able alloys will give a big majority of 
valve users all they want and need. 


You can judge DESIGN differences be- 
tween the various “makes” exactly as 
you do it with Bronze and Iron valves. 
Look them over and compare. Basic- 
ally, of course, a Stainless 
Steel valve is designed 
and constructed very 


much like other valves. 
\) 


Cer What is left to worry 
ol about in addi- 

m® tion to Material 

* and Design? The 


For 99 out of 100. . . 
Selection of 
St&inless Steel 


| Valves can be 


ae . : 
ms 9 as svmple as selection 
of Bronze and Iron valves 


same factors you consider in buy- 
ing ANY valves for long, dependable 
performance: Are the valves made 
merely good enough, or to a standard 
that 


quality? How good are the castings? 


demands an extra-measure of 
How precise and 
perfect is the ma- 


> How 


chining? 
rigid is the in- 
spection and 
testing during 
manufacture? 
are the 
which 


specs can't cover. 


These 
factors 
Some of them 
you can’t see when you look at the 
valve. But you KNOW how to make 
sure they measure-up to peak stand- 
You know that the name 
JENKINS VALVES 
and the famous 
Jenkins DIAMOND 
trademark have 
been the highest as- 
surance of quality 
for nearly acentury. 


ards. 


Specify “Jenkins” as well as the metal 
alloy to assure fullest satisfaction. 
Your Jenkins Distributor has patterns 
and alloys to satisfy most industrial 
needs. Of course, Uiey meet valve in- 
dustry specifications and the high 
standards established by leading users 
of stainless steel valves. Jenkins Bros., 
100 Park Ave., New York 


Jenkins Bros, 
100 Park Ave., New York 17. 


Send Jenkins Stainless Steel Valve Catalog to — 


Name & Title 


Company 


Address 


JENKINS VALVES @& 


om tad Lire, 

















Look at all the extras you get in- 
Grinnell Pipe Hangers ...yet you pay no more! 





GRINNELL C-CLAMP, FIG. 88 — 1 Ribbed, malleable iron casting, 
for extra strength 2 Hardened steel, cup-point set screw for 
good “grip” on beam 3 Full thread engagement —casting is 
drilled and tapped for rod and set screw 


_ 0 




















GRINNELL ADJUSTABLE SWIVEL PIPE ROLL, FIG. 174 —1 Swivel 
shank permits adjustment without elaborate support 2 Locking 
device prevents accidental adjustment change; no lock nut 
required 3 Ribbed design in malleable iron for better strength, 


lightness, appearance 4 Easy installation; maximum adjustment 


You get more hanger for the money from Grinnell, 
because Grinnell’s huge volume reduces production 
costs ... lowers prices right into line with competi- 
tive hangers offering less. 

Yet you get so much more... wider choice of types 
and sizes; better quality control; published ratings 
for all hangers; faster delivery from warehouses 





Call your tocal Grinnell Distributor for pipe hangers, 
malleable iron fittings, malleable unions, steel nipples -all made by 


GRINNELL EXTENSION SPLIT RING, FIG. 138 —1 Nipple engag- 
ing thick section of malleable iron gives rigidity for support from 
above, below or from wall 2 Tapped to take screw. No nut to 
lose 3 Special ring contour holds pipe or tubing firmly 


-E -UNIVERS | 


MEDI i 8 





GRINNELL CB CONCRETE INSERT, FIG. 282 —1 One body size 


accommodates several sizes of rods 2 Slot takes reinforcing 


rods to assure maximum load rating 3 One-piece body prevents 
concrete seepage 4 Teeth on insert and-nut hold rod firmly in 


place 5 Homogeneous composition of malleable iron throughout 


nationwide; and more responsible field service by 


trained Grinnell personnel... regardless of how far 
from the job site the sale was made! Grinnell 


Company, 277 West Exchange St., Providence 1, R. I. 
Branch Warehouses in Principal Cities. 


Remember, The Best Costs No More — from 
America’s #1 Supplier of Pipe Hangers and Supports 


cast and 


GRINNELL 
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NOW...IN CARTONS! 





WHEATLAND STEEL COUPLINGS 


Your new profit packages—plainly-marked cartons of 
Wheatland Steel Couplings! Easy to stock, inventory and 
use. Wheatland Couplings are made with precision to assure 
you, always, of the qualities that mean extra profits for you: 


@ Clean outside finish 
@ Continuous even-depth thread 


@ Deep round chamfer 


@ Black... or with heavy, galvanized coating 


3 Wiis, Se// or use Wheatland Stee/ Couplings / 





Affiliated with Wheatland Tube Company 


BANKERS SECURITIES BLDG., PHILADELPHIA 7, PA. 
MILL: WHEATLAND, PA. 
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Idea File 


MANAGEMENT TIPS FOR CONTRACTORS 


Does your direct-mail appeal to the senses? Here's 


how to make it do so—with a sales payoff... 


Wuy DO YOU READ one piece of 
direct-mail and discard another? 

Many factors, appearance, for 
example, enter into the picture. 
But frequently the answer is in 
the 
Something in the letter you de- 


how letters are written. 

cide to read appeals to you and 

leads you through to the end. 
Are your direct-mail 


highly readable? They can be if 


pieces 


you follow the professional writ- 
er’s technique of (1) appealing 
to the senses, (2) talking directly 
to the and (3) 
things Let’s 


reader saying 


simply. compare 
these examples: 

“We would like to invite you 
to inspect our new kitchen dis- 
play, featuring the latest appli- 
ances and conveniences in lovely 
colors, something you would be 
proud to have in your home.” 


= This letter sounds clumsy and 
long-winded. Worse, it lacks any 
appeal to the senses. The follow- 
ing one is a great deal better. 

“Come in and see the magic 
of our kitchen display. It’s as 
bright and cheery as sunlight. 
And so easy on you—it will save 
you footsteps, stooping and carry- 
ing garbage. You'll love to show 
it to your friends.” 

The second letter is informal 
and direct—“come in” rather 


than “we invite you.” It appeals 
to the senses—“bright and cheery 
as sunlight.” It uses specifics in- 
stead of generalized terms—‘easy 
than ‘‘conven- 


on you” rather 


iences.” It substitutes personal 
situations for abstract feelings— 
“you'll love to show your friends” 
rather than “you would be proud 
to have it in your home.” 

Let’s look at another example: 


» ‘Jones Plumbing and Heating 
announces its annual spring sale 
of air conditioners. If you buy a 
unit before the summer rush, we 
can assure you of immediate de- 
installation. Don’t 
wait until it’s too late.” 

Why should the introduction 
be so formal? Why make air con- 


livery and 


ditioners so impersonal? Here’s 


EVERY HOMEOWNER gets lots of direct-mail. The letter he stops 


to read appeals directly to his personal comfort or family need. 


an alternative letter that’s per- 
sonal because it relates air con- 
ditioning to the prospect’s own 
comfort and convenience. 

“Cool today?—Hot tomorrow! 
That’s you. But 
you'll always be comfortable with 
conditioning, and 
now’s the time to buy comfort— 
before the summer rush—when 
you can get immediate installa- 
tion and be all set for hot weath- 
er when it comes.” 

Now the reader feels your mes- 
hot, comfortable. 
That’s what he is buying, and 


weather for 


Jones’ air 


sage cool, 


that’s what you must sell. 


s Naturally your letter should 
sales 
terms, business hours, etc., but 
it’s important to remember that 
it also must be interesting and 
readable. Your words must make 
people see, feel and enjoy the 
conveniences and comforts that 


contain information § on 


are your real products. = Enp 
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sunosteao FUEL UNITS 


BACK YOUR BURNERS 


SUNDSTRAND SERVICE 


BACKS YOUR BUS 


















CERTIFIED’ SERVICE 


It’s simply good business to sell good, reliable prod- 
ucts. It's even better busine §§ to kecp your Customers 
sold with prompt efficient service, when needed 

The superior efficiency and reliability of modern 
oil burners is backed by the reliability of Sundstrand 
fuel units. Sundstrand service policies help keep 
your customers sold with prompt, thorough service 
when and where it is required 

88 Sundstrand Certified Service Centers are con 
veniently located throughout the country to provide 
expert service and quality parts. In addition, 
Sundstrand’s service training schools annually qualify 
hundreds of men to help heating contractors and 
boiler manufacturers install, adjust, and service their 
Sundstrand equipment properly. It’s simply good 


! fuel units 


SUNDSTRAND HYDRAULICS 


DIVISION O | >UNDSTRA 


; ¢ . 
business to specify Sundstran 


210 Harrison Avenue, Rockford, Illinois « Eastern Sales Office: 89 Summit Avenue, Summit, N, J, 





Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; In Sweden by Sundstrand Hydraulic 
AB Stockholm; in France by R. S. Stokvis, et Fils, S.A., 20-22 Rue Des Petits-Hotels, Paris 
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fast selling 
Alliancé)Vare 


bathroom fixtures... 


make complete bathroom installation 


faster, easier, more profitable than ever! 


He’s so right! He knows he’s selling and working with quality 
products ... AllianceWare porcelain-on-steel bathtubs plus complementing 
porcelain-on-steel and vitreous china lavatories and 
water closets. And because AllianceWare tubs are so simple to install, 
complete quality bathrooms are ready for use in jig time! 


: iancdVare b ee 
ha - on All : Ni ~_ Prengapennele 
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DEAD-END KIDS GRANDMA BRITTLE 

The man who rides tall z Saturday night used to A lady can fall down 

in the tub needs leg bathroor t AllianceWare more thar note that is! The pocket- be fight night until their and break her har- 
llianceWare who came t nneé vd she so pern t k choir always sinas own 42"' long tub put rumpty-rumpt unless 

design means more bath sta smooth ind beauti praises f Ilia m into the splash of she’s stepping into an 

ing area thanks t¢ e er easy to clear i Ware's low, low price r good for AllianceWare tub with 

deeper, straighter draw mits ths > and stain resistant tover slip-proof bottom 


Allianeé,\Vare 


» that note! —bank 


room A 


space 











for fast deliveries, 3 modern plants strategically located 


Alliance, Ohio + Kilgore, Texas + Colton, California an AMP subsidiary 
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Two of the big names in plumbing and heating, Crane Co. 
and National-U.S. Radiator, made news last month with the 
announcement that Crane has entered into an agreement t 
acquire the name and operating assets of the Johnstown, Pa. 
firm. 

The announcement was made jointly by Thomas Evans, Crane 
chairman, and William Golden and Theodore Focke, chairman 
and president respectively of National-U.S. Radiator. 











The boards of directors of both companies have approved 
the sale subject to ratification by National-U.S. stock- 
holders. 


CRANE CO, Under the agreement, National-U.S. will receive more 





TO PURCHASE than $15 million in cash from Crane for all nine plants, 
NATIONAL-U.S. equipment and inventory of National-U.S. No stock is in- 
RADIATOR CORP. volved in the sale, and National's assets are expected to 

total nearly $19 million after the sale, according to 


Golden. 


na 


He said the sale will enable the firm to move forward 
with plans for acquiring operating or investment interests 
in other companies. 

Evans said that Crane will operate the business present- 
ly conducted by National-U.S. as a subsidiary or a divi- 
sion of his firm under the direction of Focke and present 
management and employees. Approximately 3,000 persons are 
employed in nine plants manufacturing heating and air 
conditioning equipment, powdered metals and special fabri 
cated products. 








Evans pointed out that the acquisition of the business 
would make a full line of plumbing and heating products 
available for both Crane and National-U.S. wholesalers. 


KE 


In other "selling" news last month, the 90-year old 
SPEAKMAN CO. Speakman Co. of Wilmington, Del. elected to remain an 
ELECTS TO REMAIN dependent producer of plumbing fittings when it ended 
AN INDEPENDENT gotiations with two large manufacturers seeking to acqg 
PRODUCER the fin (Please turn to next 


sV 
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JX presiden said that only 
t 


with the two firms had been held and 
2ither proposal appeared to be in the best interest 
Speakman Co." 
announcing suspension of the talks, Speakman said 
itati j independent com- 
ant companies in r industry, there is 
and growing demand for our quality line 
1 


ings. 


"--the new application for the use of 
sinks and companion equipment throughout 
me (see December 1959 issue, page 112)--got a big 
off last month when Elkay Manufacturing Co., Chicag 
its annual sales convention at the Key Biscayne 
Miami, Fla. 





The four-day meeting introduced a new de luxe line of 
"SINKRONIZING" stainless steel sinks called "Cuisine Centre” and a new 
GETS BIG SEND-OFF swing-spout faucet designed by Raymond Loewy Associates, 
AT ELKAY MEET as well as three other sink lines. 
Approximately 605 Elkay representatives fro 
heard sonia ems of expanded productio 
mn and advertising programs. 








Directing the presentations were Elkay executives Paul 
Sternberg, president; W. Melvin Voight, executive vice pres- 
ident; Fred Rexford, vice president of sales; and others. 


vil 


Harold Lockhart, vi 
3ell & Gossett 


at the age of 





Lockhart joined the firm in 1934 as chief 
elected vice president in 195! He was 
he board of directors and last June was 
company for 25 years of outstanc ning service. 
He was also a director of the A ican Society of Heat- 
ing, Refrigeration and Air Conditioning Engineers and was 
a member of the American Society of Mechanical Engineers. 


3ELL & GOSSETT'S 
HAROLD LOCKHART 
DIES AT 53 


KEE 


strike, which began November 11 at Sterling Faucet 
Morgantown and Reedsville, W.Va. plants, was settled 
month, according to J.W. Ruby, president 
STERLING FAUCET The new contract with District 50 United Mine Workers 
STRIKE ENDS covers a two-year period and represents a 22-cents an hour 
package increase, Ruby said. 
Normal operations have en resumed at both plants, 
Ruby told DE. 
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*Hydronics: The science of heating 
and cooling with water. 


Domestic ENGINEERING, JANUARY 1960 


QUIET... 


ON SMALLEST TO 
LARGEST Hydronic* joss 


B&G circulating pumps, from the 1/12 HP Booster to the new 
40 HP Universal are specialized units! They are designed and built 
specifically to serve the exacting needs of circulated water heating 
and cooling systems...ideal for applications of the B&G-developed 
principle of primary and secondary pumping. 

Quiet, vibrationless operation is the outstanding characteristic 
of B&G pumps. They can be installed without expensive flexible 
connections or noise dampeners of any kind. 

Among the features which assure both quiet operation and long- 
lived dependability are specially built, more costly motors, tested 
for quietness—oversized shafts of hardened alloy steel—long sleeve 
bearings—noise dampening spring couplers—oil lubrication and 
leak-proof mechanical seals. 

That’s why B&G Circulating Pumps, small or large, are preferred 
...they’re quiet where silence is a “must”! 
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Say Goodbye to AIR POCKETS , 


‘AADOMSTac with M Al D ~ ©’- MA i S a 


They vent air CONTINUOUSLY from hot 
water heating systems or chilled water 
cooling systems 


These automatic air valves are easy to install on mains, pipe lines, 
unit heaters, chillers, convectors, radiant panels, coils, etc. 


The No. 7 Series Auto-Vents are rr 


ey 


: ‘ i Aut el 
float operated val\ 
( vable , 

No. 7 Auto-Vent \! miet 
For vertical mounting only 
Size 439” x 21%” with Ve 

1.P. female connection 
| 


No. 77 Auto-Vent. The No. 77 is of . Auto-Vent, Bright Brass. 75 Ibs. pressure 
t the No. 7, except Auto-Vent, Bright Brass. 75 Ibs. pressure 
Auto-Vent, Bright Brass. 75 Ibs. pressure 
Auto-Vent, Bright Brass. 150 Ibs. pressure 
Auto-Vent, Bright Brass. 150 Ibs. pressure 
Bonnet Assembly for No. 71 and No. 74 
Bonnet Assembly for Nos. 7, 77 and 78. 
< { ) nvect pi] nes, Self-Closing Valve Core for Nos. 7, 71, 
No. 77 Auto-Vent ‘ biect t tio ‘ ( i 74, 77 and 78. 
ieee a Hot Waste ( l, use No. 7A ‘ Connector for Safe Waste 
Water Heating Mains l r bettas 
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These products 
are only part 
of the large and 
complete 
MAID-O’-MIST 
line of Heating 
and Air 
Conditioning 
specialties. 
For more details 


jobber 

see your jobb No. 71 No. 74 No. 78 
Auto-Vent 44” Auto-Vent 14" Auto-Vent Ve"’ 
or send for ‘Male LP.T.. Fomate 1.°.1. ‘Male LP.T. 


Connection Connection Connection 








catalog. 





For continuous venting of Hot water heating systems and Chilled 


water cooling systems. For installation on convector radiators — 


baseboard radiation — radiant panels. Float operated. 


When installing an air vent on hot water heat 


no 
ed 


systems, co1 tors, radiators, baseboard 
radiation, or radiant panels, be sure it’s truly 
iutomatic. Wuth Maid-O’-Mist No. 67 Auto- 
Vent you can automatically vent out the ait 
that causes circulation trouble at heati 
waste. Designed for use where space is limited 
the No. 67 Auto-Vent wi its small overall 
l " A by ® \ Wit . 1 l la Wa | 


No. 68 Auto-Vent 


For vertical mounting 
only. Size 3°," x 1% 
with a 14” I.P.T. male 
connection 


No. 67 Auto-Vent 
For vertical mounting 

No. 68 Auto-Vent is the same as the N only. Size 3 x 1Y% 
with a te” I.P.T. male 


connection. 





For Venti 
Convector ators 


OPERATION OF THE NOS. 67 and 68 


he valve is always in a closed position until the 

the valve shell. When sufficient air accumu 
repiace the water, the Hoat drops and the float 
lownward on the self-closing valve 


I 


unseating 
ur passes out of the vent, liquid again fills the 
from the system, which raises the float, 


lownward pull of the float lever of the valve. As fa 


diset VALINE 
iccumulates, this action is repeated. 
No.67 Auto-Vent, Bright Brass. 35 lbs. pressure 
No.68 Auto-Vent, Bright Brass. 35 lbs. pressure 


No. 666 Self-Closing Valve Core oe 
No.7A Connector for Safe Waste THREAD 


Cross sectional diagram of 


No. 67 and No. 68 Auto-Vent 


3217 NORTH PULASKI ROAD : CHICAGO 41, ILLINOIS 


(MAIDOMSTnc* 





sed 4/ — 


SELL (4 INSTALL FIGURE (% FASTER © 


t 
\} 
| 
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with the Dunham-Bush COMPLETE Line of 
Quality Hot Water Heating Equipment 


Everything but boiler and piping and the job’s quicker installation time from exclusive design 
Dunham-Bush complete! Not only Dunham-Bush developments. 
circulators, valves, fittings, specialties, controls, Your D/B Hot Water Heating Brochure 
but Dunham-Bush convectors and baseboard #1551A is packed with profitable product infor- 
radiation, too, mation. Write for it today. It’s offered free to help 
Dunham-Bush completeness . . . (for your com- you sell more with more profit and less headaches. 
plete figuring, installing, selling satisfaction)... And remember, plumbing and heating whole- 
lets you order once from one source... rest salers In most principal cities stock Dunham-Bush 
responsibility on one source...enjoy easier, — quality products. 


Dunham-Bush,Iinc. DUNHAM-BUSH' 


AIR CONDITIONING + REFRIGERATION + HEATING + HEAT TRANSFER 


WEST HARTFORD 10 © CONNECTICUT ¢ U.S. A. ean, » aera 


MARSHALLTOWN [OWA . RIVERSIDE CALIFORNIA 
sussiolamies 
cap wean, im TT) cote (amon). cro 
onewsren, wy romanro. cAmaos 
a) OUNHAM-BUBH. LTO y BRUNER § RUNNER CORPORATION (CANADA) LTO 
PomTsmouTH ENGLAND Pont ore. onTAmo 
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CONTRACTOR ASSNS. .. . National 


Jan. 3-5—NARDA—Annual conven- 
tion of the National Appliance & 
Radio-TV Dealers Assn.; Conrad Hil- 
ton Hotel, Chicago. 


Feb. 1-4—ASHRAE—Semi-annual 
meeting of the American Society of 
Heating, Refrigeration & Air Condi- 
tioning Engineers (held in conjunction 
with the Southwest Regional Heat- 
ing & Air Conditioning Exposition at 
the Memorial Auditorium); Baker Ho- 
tel, Dallas. 


Apr. 4-7—OHI—Annual convention 


of the Oil Heat Institute of America 


(held in conjunction with the National 
Oil Heat & Air Conditioning Exposi- 
tion at the Coliseum); Park-Sheraton 
Hotel, New York City. 


May 2-5—MCAA—Annual conven- 
tion of the Mechanical Contractors 
Assn. of America; Waldorf-Astoria 
Hotel, New York City. 


June 20-23 — NAPC — Annual con- 
vention of the National Assn. of 
Plumbing Contractors (held in con- 
junction with the annual Plumbing & 
Heating Exposition); Cleveland Public 
Auditorium, Cleveland. 


CONTRACTOR ASSNS. .. . State 


Jan. 25-28—Illinois—Annual con- 
vention of the Illinois Assn. of Plumb- 
ing Contractors; Congress Hotel, Chi- 
cago. 


Feb. 1-3—Wisconsin—Annual con- 
vention of the Wisconsin Assn. of 


Plumbing Contractors; Schroeder Ho- 
tel, Milwaukee. 


Feb. 10-12—Ohio—Annual conven- 
tion of the Ohio State Assn. of 
Plumbing-Heating-Cooling Contrac- 
tors; Commodore Perry Hotel, Toledo. 


Feb. 11-13 — Minnesota — Annual 
convention of the Minnesota Assn. of 
Plumbing Contractors; Nicollet Hotel, 
Minneapolis. 


Feb. 12-13—Kansas—Annual con- 
vention of the Kansas Plumbing & 
Heating Contractors Assn.; Broadview 
Hotel, Wichita. 
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Feb. 29-Mar. 1—Nebraska—Annu- 
al convention of the Nebraska Plumb- 
ing and Heating Contractors Assn.; 
Cornhusker Hotel, Lincoln. 


Mar. 11-12 — Oklahoma — Annual 
convention of the Associated Plumb- 
ing & Mechanical Contractors of Ok- 
lahoma; Skirvin Hotel, Oklahoma 
City. 


Mar. 16-17—Maine—Annual conven- 
tion of the Maine State Assn. of 


Plumbing Contractors; Hotel East- 
land, Portland. 


Apr. 3-5—Missouri—Annual con- 
vention of the Missouri State Assn. 
of Master Plumbers; Sheraton-Jeffer- 
son Hotel, St. Louis. 


Apr. 7-9—New Jersey—Annual con- 
vention of the New Jersey Assn. of 
(Please turn to page 48) 


WHOLESALER ASSNS. 


Jan. 24-25—PHWNE—Annual con- 
vention of the Plumbing & Heating 
Wholesalers of New England; Statler- 
Hilton Hotel, Boston. 


Feb. 15-16—WDA—Annual conven- 
tion of the Wholesale Distributors 
Assn.; Statler-Hilton Hotel, Dallas. 


Apr. 3-5—-MAWA—Annual conven- 
tion of the Middle Atlantic Whole- 
salers Assn.; Chalfonte-Haddon Hall, 
Atlantic City, N. J. 


Apr. 10-12—SWA—Annual conven- 
tion of the Southern Wholesalers 
Assn.; Palm Beach Biltmore Hotel, 
Palm Beach, Fla. 


Apr. 20-22—CSA—Spring meeting of 
the Central Supply Assn.; 


House, Chicago. 


Palmer 


Oct. 23-26—AlI—Annual convention 


of the American Institute of Supply 
Assns.; Americana Hotel, Bal Harbour, 


Fla. 


MANUFACTURER ASSNS. 


Jan. 17-21 —- NAHB — Annual con- 
vention of the National Assn, of 
Home Builders; Conrad Hilton Hotel, 
Chicago. 


Jan. 19—SKCMA—Winter meeting 
of the Steel Kitchen Cabinet Manu- 
facturers Assn.; Sheraton Towers, 
Chicago. 


Feb. 1-4—ASHRAE~—Southwest Re- 
gional Heating & Air Conditioning 
Exposition (held in conjunction with 
the semi-annual meeting of the Amer- 
ican Society of Heating, Refrigeration 
& Air Conditioning Engineers); Me- 
morial Auditorium, Dallas. 


Feb. 2-3—NADFPM—Winter meet- 
ing of the National Assn. of Domestic 
& Farm Pump Manufacturers; Drake 
Hotel, Chicago. 


Mar. 30-Apr. 1 — GAMA — Annual 
meeting of the Gas Appliance Manu- 
facturers Assn.; Greenbrier Hotel, 


White Sulphur Springs, W. Va. 


Apr. 4-7—OHI—National Oil Heat & 
Air Conditioning Exposition (held in 
conjunction with the annual conven- 
tion of the Oil Heat Institute of Amer- 
ica); Coliseum, New York City. 


Apr. 27-30—WACIA—Annual prod- 
uct show and technical meeting of 
the Western Air Conditioning Indus- 


tries Assn.; Shrine Exhibition Hall, 
Los Angeles. 


Apr. 28-29—AHLMA—Annual con- 
(Please turn to page 48) 





Save’26 to 
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That’s your first saving—but not your last! Save 


again with over twice the front tire life! Again with 25.2°/ 


greater gas mileage! And it’s all certified 





in tests by independent experts! 


We're talking about big money .. . real money 

. your money! And there’s no question about 
saving it! Of all the leading makes, Ford Light- 
and Medium-Duty Trucks are the lowest priced, 
straight across the board! But initial price 
savings are just the start! 


TRUE TRUCK-TYPE 
SUSPENSION CUTS TIRE WEAR 


Ford Pickups are mustang-tough—built for the 
roughest going, with the proven truck-type front 
suspension. However, some 1960 trucks use a 
soft-type independent suspension which wears 
out front tires twice as fast. Certified tests by 
independent research engineers* have proved 
this. And the difference in wear, over the life of 
a pickup truck, can amount to $300 in tire 
savings; even more on a medium-duty truck! 


HIGHEST IN GAS MILEAGE! 


1960 Ford Pickups are gluttons for work—not for 
gas! That’s proved by certified economy tests of 
Ford’s modern six-cylinder engine! It’s the same 
dependable cost-cutter that scored 25.2% more 
gas mileage than the average of all competitive 
makes in Economy Showdown U.S.A.! 


SIGNED, SEALED CERTIFIED SAVINGS! 


Yes, this year, if you buy a Ford instead of a 
competitive truck, you can be sure to save— 
Ford’s economy is certified! Check the certified 
records yourself in your Ford Dealer’s ‘‘Certified 
Economy Reports’’...see and drive the new Ford 
Trucks . . . check the price tags . . . and you’ll 
save for sure! 


*Names on request. See your Ford Dealer. 


FORD TRUCKS 
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“246 on 
Truek! 


PRICED BELOW ALL OTHER LEADING TRUCK MAKES” 


——_—— 
\ 
a7} 











HALF-TON PICKUPS FORD SAVES YOU 
F-100 CLASS $33 TO $181 





HALF-TON PANEL 
F-100 CLASS $40 TO $161 





THREE-QUARTER TON PICKUPS 
F-250 CLASS $32 TO $185 





TON-AND-A-HALF STAKES 
F-500 CLASS $26 TO $246 





TWO-TON STAKES 
F-600 CLASS $33 TO $141 








arison of the latest available manufacturers’ suggested retail delivered prices, 


xcise fax, excluding dealer preparation, conditioning and destination charges 


...LESS TO BUY...LESS TO OWN... 
BUILT TO LAST LONGER, TOO! 
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Convention Dates 





Manufacturer Assns. 


(Continued from page 45) 
vention of the American Home Laun- 
dry Manufacturers’ Assn.; Diplomat 
Hotel, Hollywood-by-the-Sea, Fla. 


May 1-4—LPGA—Annual conven- 
tion of the Liquefied Petroleum Gas 
Assn.; Conrad Hilton Hotel, Chicago. 


May 15-18—CBRA—Annual meet- 
ing of the Copper & Brass Research 
Assn.; The Homestead Hotel, Hot 
Springs, Va. 


June 20-23—PHE—Annual Plumb- 
ing & Heating Exposition (held in 
conjunction with the annual conven- 
tion of the National Assn. of Plumb- 
ing Contractors); Cleveland Public 
Auditorium, Cleveland. 


Contractor Assns. 


(Continued from page 45) 


Plumbing Contractors; Chalfonte- 


Haddon Hall, Atlantic City. 


Apr. 14-16 — Tennessee — Annual 
convention of the Associated Plumb- 
ing, Heating & Mechanical Contractors 
of Tennessee; Hermitage Hotel, Nash- 
ville. 


Apr. 19-20—Massachusetts—Annual 





convention of the Massachusetts State 
Assn. of Master Plumbers; New Ocean 
House Hotel, Swampscott. 


Apr. 21-23—Colorado—Annual con- 
vention of the Colorado Assn. of 
Plumbing Contractors; Denver Hil- 
ton Hotel, Denver. 


Apr. 21-23—Virginia—Annual con- 
vention of the Virginia Assn. of 
Plumbing & Heating Contractors; 
Chamberlin Hotel, Old Point Comfort. 


Apr. 21-23 — Washington — Annual 
convention of the Associated Plumb- 
ing & Heating Contractors of Wash- 
ington; Elks Club, Port Angeles. 


Apr. 24-26—Indiana—Annual con- 
vention of the Indiana Assn. of 
Plumbing Contractors; French Lick- 
Sheraton Hotel, French Lick. 


Apr. 24-26—Iowa—Annual conven- 
tion of the Iowa Assn. of Plumbing 
Contractors; Russell-Lamson Hotel, 
Waterloo. 


Apr. 24-26—North Dakota—Annual 
convention of the North Dakota Assn. 
of Plumbing & Heating Contractors; 
Clarence Parker Hotel, Minot. 


Apr. 26-28 — California — Annual 
convention of the Associated Plumb- 











“Just a minute, Marge!" 


Mira- 


ing Contractors of California; 
mar Hotel, Santa Monica. 


Apr. 27-28—New Hampshire—An- 
nual convention of the New Hamp- 
shire Assn. of Plumbing Contractors; 
Carpenter Hotel, Manchester. 


Apr. 28-30—Pennsylvania— Annual 
convention of the Pennsylvania Assn. 
of Plumbing Contractors; Sheraton 
Hotel, Philadelphia. 


Apr. 28-30—Texas—Annual conven- 
tion of the Associated Plumbing & 
Heating Contractors of Texas; Sham- 
rock-Hilton Hotel, Houston. 


May 5-7—Florida—Annual conven- 
tion of the Associated Plumbing & 
Mechanical Contractors of Florida; 
Robert Meyer Hotel, Jacksonville. 


May 6-7—Arizona—Annual conven- 
tion of the Associated Plumbing, Heat- 
ing & Piping Contractors of Arizona; 
Mountain Shadows Resort, Scottsdale. 


May 6-7 — South Dakota — Annual 
convention of the South Dakota Assn. 
of Plumbing Contractors; Sheraton- 
Johnson Hotel, Rapid City. 


May 7-9—North Carolina—Annual 
convention of the North Carolina 
Assn. of Plumbing & Heating Con- 
tractors; Morehead Biltmore Hotel, 
Morehead City. 


May 11-12 — Connecticut — Annual 
convention of the Connecticut Assn. 
of Plumbing & Heating Contractors; 


Bond Hotel, Hartford. 


May 12-14—Michigan—Annual con- 
vention of the Michigan Assn. of 
Plumbing Contractors; Statler-Hilton 
Hotel, Detroit. 


May 12-14—Utah—Annual conven- 
tion of the Utah Plumbing & Heating 
Contractors Assn.; Utah Hotel, Salt 
Lake City. 


May 26-28 — New York — Annual 
convention of the New York State 
Assn. of Plumbing Contractors; Stat- 
ler-Hilton Hotel, Buffalo. 


June 16-19—New Jersey—Annual 
convention of the New Jersey State 
League of Master Plumbers; Tray- 
more Hotel, Atlantic City. 


July 14-16—Georgia—Annual con- 
vention of the Associated Plumbing 
Contractors of Georgia; Gordon Hotel, 


Albany. 


Aug. 18-20—South Carolina—Annu- 
al convention of the South Carolina 
Assn. of Plumbing, Heating & Air 
Conditioning Contractors; General 
Oglethorpe Hotel, Savannah. |. END 
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B:G ALL-BRONZE BOOSTERS 


FOR LONG LIFE IN CIRCULATING HOT OR COLD RAW 
SERVICE WATER FOR FAUCET OR INDUSTRIAL USES 


Where hot or cold service water is to be pumped, the 
use of an all-bronze pump is imperative. Otherwise, 
the corrosive effects of continuously pumping fresh 
water materially shortens pump life. 

The B&G All-Bronze Booster is specifically built 
for service water pumping applications. In such sys- 
tems, the Booster can be installed in numerous ways 
to step-up efficiency, increase hot water production 
and reduce heating costs. It is immune to corrosion, 
hence will give years of dependable service. 

For quiet operation, failure-proof performance and 
long life, the B&G Booster is the preferred pump 


MOT WATER 
TO FAUCETS 


BOOSTER 
Bac NTROL 
TANK @ HEATER UNIT 


RECIRCULATING UNE FROM FAUCETS 


« 


ALL BRONZE 
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+ neTuRw FLO-CONTROL 1 BOG HIGH PRESSURE 
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4 COLD waren 
SuPer 


rrom 
Boren 


diy n 
It 
B&G All-Bronze Booster used on recirculating line from hot water 
faucets maintains hot water at fixtures at all times. Recommended on 
all installations, particularly where long plumbing lines are used. 


— 


TO Faucets 


B&G All-Bronze 
Booster used to circu- 
late heated water to 
a low storage tank. 


VERTICAL 
STORAGE 


INSTANTANEOUS HEATER 


a is 
Installation of B&G All-Bronze Booster in Chrysler auto- 
matic transmission plant at Kokomo, Indiana. This small 
unit handles the circulating requtrements of the service water 
heating system, 
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0.04 HGH PRESSURE 
QUEEF vave 
All-Bronze B&G Booster used to provide an extra supply of hot water 
from an undersized boiler. Semi-tankless hook-up maintains initial 
supply of hot water. 


Send for Bulletin No. |A-856 
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Installation provides 
a marked increase 
in water heater ca- 
pacity. 
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Handy Dodge Tradesman 
saves you time, 
cuts your costs capt SS 


tools. Open, doors of horizontal com- 
partments form handy “workbenches”. 


Handiest thing on wheels, this new Dodge Trades- 
man! Its roomy compartment-type body helps keep 
your tools neatly arranged. Cuts costs by helping 
you accomplish more work in shorter time. Spacious 
floor area holds the bigger items you haul. Ladder 
racks and sliding roof are available. 


As for the rest of the truck, it’s everything the Dodge 
name promises. Dependable. Husky. Easy to drive. 
Thrifty, too . . . with your choice of a 120-hp. Six or 
200-hp. V-8. Both engines thrive on a lean diet of low- DODGE PANELS provide 155 cu. ft 
cost regular gas! of enclosed load space on a compact 


108-inch wheelbase. Tops in driving 


The Tradesman rolls off the Dodge production line ease and eye-catching styl! 


as a complete unit, equipped to your specifications 
and ready for work. It’s available for quick delivery 
at low cost through your nearby Dodge dealer. 


ER cot iin 


Bros 


aa Pe ee = 
a re” Fe ee, 
Sey, Seok ¥ Pa De ti 


DODGE 4 x 4’s take you anywhere 
off the road or on! Big choice of body 
types. G.V.W.'s from 5,100 to 20,000 Ibs. 
Horsepower from 113 to 202. 


DEPEND ON 


ms DODGE 


TO SAVE YOU 
MONEY IN 


me TRUCKS 


A PRODUCT OF CHRYSLER CORPORATION 
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Tough installation! To provide ample clearance of 20 ft. Spang Pipe was installed at 


ceiling level, had to be ‘‘woven"’ through girders. Sizes ranged from 


¥" to 10”. 


“SPANG steel pipe is as near to perfect pipe as you can get” 


says Mr. Ray Hilton, President and General Manager, Higham-Hilton Plumbing Co., Sa/t Lake City, Utah 


Easy threading! Characteristic 
uniformity of Spang Pipe provided 
fast, accurate threading on the 
Wagner Bag job. All connections 
were either welded or coupled 


Wagner Bag Company Building heating, 
cooling and plumbing systems serviced 
by 2 miles of Spang Steel Pipe 


“Spang Steel Pipe is a good, uniform pipe, 
easy to thread and bend, and has a smooth 
interior finish free of any obstructions,” says 
Mr. Hilton. ““About 90°, of the pipe installed 
on the Wagner Bag Company job is exposed; 
it makes a good, clean appearance. 


“We used Spang Pipe on this job because of 


our past experience with it, and because we 
could get good delivery when we needed it. It 
gave us a smooth, trouble-free installation. We 


expect it to provide good service for the life of 


the building. I think it’s one of the best prod- 
ucts on the market.” 


For new construction, renovation 
or routine maintenance, you can’t 
beat Spang Steel Pipe! 


It’s quality-controlled in manufacturing to 
provide uniformity throughout . . . tested 
and inspected to assure top-quality per- 
formance at the job site and in service. . . 
proven by thousands of installations. Your 
Spang Distributor can provide fast service 
on your order. Give him a call. Make it 
Steel Pipe... Make it Spang! 


Architect: Carpenter & Stringham, Salt Lake City 

General Contractor: Tolboe & Harlin, Salt Lake City 

Plumbing Contractor: Higham-Hilton Plumbing & 
Heating Co., Salt Lake City 

Spang Distributor: Wasatch Plumbing Supply Co., 
Salt Lake City 


Scum THE NATIONAL SUPPLY COMPANY 


Two Gateway Center, Pittsburgh 22, Pennsylvania 


Subsidiary of Armco Steel Corporation vane 


STEEL PIPE 














“Every business,” said Emerson, “is the 
lengthened shadow of a man.” 

But here at Kohler Co. we like to think 
our business is the lengthened shadow of 
many men and women. 

The more than 700 men and women of 
the Kohler Quarter Century Club who at- 
tended the 36th annual meeting can take 
pride in their part in the progress and growth 
of the company with which they have so 
long been identified. 
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Seniority 
and Santa 


Included are four men still active, with 
50 or more years of service. 

But all the emphasis at Kohler Co. is not 
on seniority. Santa Claus arrived as usual, 
to visit with the more than 3000 children of 
Kohler employees at their annual Christmas 
party and show sponsored by the Company. 


KOHLER CO. Established 1873 KOHLER, WIS. 


KOHLER or KOHLER 


Enameled Iron and Vitreous China Plumbing Fixtures ¢ All-brass Fittings 





Electric Plants @ Air-cooled Engines © Precision Controls 
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If your code requires a lead closet For back-to-back waste lines, fit- 
bend, adapter #1801-2-L makes ting #1835-3-3 lets you install 
the connection with copper tube threaded nipples prior to plas- 
easy. The 3’’ x 3’ x 4’’ Tee tering. 

#1811 connects the 4” closet 
waste to the 3” stack. | 









CS) 
3 
A_1 
rAa. 
(@r, 
/ Here’s new time-saver—required 
, : ah by some codes — #1870. Note 
Sanitary Tee #1811-2 provides Fg OD center line of side inlets is above 
fitting-to-fitting connection, elimi- eet ag center line of the main 9° inlet, 
nating a short nipple and a “a a 
soldering operation. aii 
g Op —- 


Double long turn T-Y #1836 
eliminates the double Y-branch 
and 45° elbows combination. 


b 


A FEW TYPICAL EXAMPLES OF TIME-SAVING ANACONDA FITTINGS 


THERE IS A “RIGHT” ANACONDA FITTING FOR EVERY CONNECTION. With solder- 
joint fittings, a copper tube drainage system is roughed in quickly and easily—even when the work 
is overhead or in tight quarters. And there are many Anaconda fittings that save you still more time, 
effort and cost because they eliminate the need to assemble several fittings or a combination of fit- 
tings and short nipples. Do you have our Catalog C-12 “Anaconda Copper Tube Fittings and 
Valves’? Every size (from %«” through 12”) and type you need for general plumbing, heating, 
air-conditioning and refrigeration is listed for ready reference and ordering. Write: The American 
Brass Co., Waterbury 20, Conn. In Canada: Anaconda American Brass Ltd., New Toronto, Ont. 


5909 
A A DA COPPER TUBE AND FITTINGS for soil, waste and vent lines 
N CON Available through plumbing wholesalers. Products of The American Brass Company eseate 


Longer Lengths-—Fewer Joints 






Lightweight Copper—Easier Installation Compact Connections—Save Space 


‘ 
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“It’s that ‘bargain’ 
water heater. 
Leaking already! 
Everything’s 

just soaked! 

It’ll ruin the 
linoleum. 

I’m just sick 
about it. All to 
save $10. Some 


bargain!”* 


nw nAN 


It can't happen with a 
DAY & NIGHT 
— fella WATER HEATER 












* .. here fam...up to my 
knees in water...and you say 
“well, that's the trouble with 
bargains’. Well, you sold 

it to us. That $10 off won't 


even pay for the clean-up. 








TAKE A CLOSE LOOK 


TYPICAL TROUBLE — inadequate enamelling expe- 
rience and the absence of sure quality control 
can mean severe chippage on the draw-neck area 
of both base and head 


THE DANGER-These chipped areas expose bare, 
raw metal, inviting, even hastening, corrosion 
which quickly “discovers” and attacks any 
exposed metal. 


855 Anaheim-Puente Rd., La Puente, Calif. 


.. her next call is to the plumber 





who sold her the “bargain”... 


nd speaking of paying— 
ho’s going to pay fora 
new water heater? And MY 
» And who knows 


ned?...Just a minute. 


what 








AT THE TROUBLE YOU 


BUY IN A “PRICE HEATER!” 


~ 41° — > 
& 

“ 23 > 
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TYPICAL TROUBLE - 10 year heaters are equipped 
with a stubby half-size anode rod. In 5, 3 and 


l-year heaters—no anode at all 


THE DANGER-without genuine, full-sized anodes, 
glass-lined heaters are not even as good as gal- 
vanized heaters. Pin-point imperfections or large 
bare areas, as shown, have no protection at all, 
quickly rust through. 


Over 50 years 


There’s one sure way to 
avoid these scorching 
phone calls, damage 
debates, and harmful 
word-of-mouth reports 
about your service: Be 
sure you sell a water 
heater that won’t let 
you or your customers 
down. Take a good look 
at the water heater 


you are selling now: 


1. INSPECT the nipples—for 


brass instead of galvanized. 


2. PULL the anode, if there is 


one. Be sure it’s full length, 
not a stub. 


3. INSPECT the inside of the 
tank with a small drop bulb 
and a dental mirror—for clean 
welds, tight joints, complete 


undamaged glass coatings. 


4. CHECK the warranty. Look 
for the “loop-holes?’ the tricky 
processing gimmicks. 

And you can make sure another, 

even easier, way: Order, stock 

and sell DAY & NIGHT water 
heaters. You get real quality- 

100% inspected and controlled... 

a ‘no loop-hole” warranty that 

protects both you and your cus- 

tomer for 10 years. DAY & 

NIGHT quality protects your 

profits...and still sells for very 

little more than the “bargain” 
heaters. More important, DAY & 

NIGHT stays sold! 


DAY & NIGHT maNnuUFACTURING CO. 


experience in better-built Water Heaters, Home Heating and Air Conditioning 





Everything Y 


753-C 
767-LB V%” 
768-LB 5/16” 
769-LB 34" oe 


¥ AL 
770-LB Ya 762-SB Ya’ thru 766-SB 5%” 


771-LB %” 
772-LB %” 
773-LB 7%" 








LEVER TYPE BENDERS .. . With features that enable you to bend hard 
drawn, in addition to soft temper tubing, 4" thru %"’ O.D. sizes. They 
form neat, accurate bends to short radius smoothly, without marring or 
deforming the tubing. Calibrated—bend any angle up to 180°. 

Priced $7.30 to $39.00. 


SPRING TYPE BENDERS __.. Efficient, low cost for bending 4 "’ thru % 
O.D. tubing to any shape desired, without collapsing the tube. 
Priced 30c to 65c. + : d ti 
oleG-o-maric 
TUBING CUTTERS ._. . Designed for fast, clean, accurate cuts without burrs TUBING CUTTERS 
or distortion. Easy operating and with flare cut-off groove feature in QUICK-SLIDE-T0-S1ZE-ADJUSTMENT 
rollers; you can remove a cracked flare without wasting any tubing, often Ualeue. Teled sentie (ut 
eliminates tubing replacement. Toledo cutters available jobs _— d oe eke 
for %"’ thru 4” O.D. tubing sizes. egy age ele inthe apg 
“6 No. 752-C for tubing %"' to 
Priced $1.95 to $14.95. 24% '’ O.D. and No. 754-C for 
2” to 4%"’ O.D. tubing. In- 
stant adjustment for clean. 
accurate, right angle cuts. 


INSIDE - OUTSIDE 
REAMER 
... Cuts in either 
direction, self- 
centering. Tool- 
rey cutters for 
‘to 1%” O.D. 
Tubing. Priced 
$2.85. 





THE FINEST 


NEW COMPLETE LINE 
OF TUBING TOOLS 


FOR CUTTING, BENDING, MAKE SURE 


YOU GET “TOLEDO” 


FLARING, SWAGING, REAMING | _—srusinc roous 


at Popular Price ae 


¥o pez Easily Identified In the smart, new 
ee GOLD & RED PACKAGES 
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- » FOR COPPER, 


FLARING TOOLS _. . Toledo makes flaring operations easier, 
faster and more accurate. Toledo features give the proper 45° 
flare to tubing to make up tight S.A.E. flare joints. The “‘slip- 
on” yoke is an outstanding advantage. Positive, non-slip and 
ease of positioning insures accuracy. Available for flaring 
operations on tubing %” thru 1%" O.D. The four most 
popular plumbing sizes—‘s ’’, 4’, %’’ and 1%"’ O.D.—are 
covered by one of the tools. Packaged individually or as kits 
in metal cases. Priced $3.95 to $10.40. 


SWAGING TOOLS _. . Toledo tools are far easier to work with 
in close corners than hammer-type tools. Far more accurate, 
far more reliable, no loose punch to drop. Toledo's “‘slip-on’”’ 
yoke feature is easier, faster and insures accuracy. Available 
in combination with flaring tool adapter. Toledo swaging tools 
available for sizes 4’ thru %"’ O.D. Tubing. Furnished in 
metal cases. Priced $9.95 and $15.75. 





FLARING & CUTTING KIT 
774-K 
. . . Cutter has 2-in-1 feature 
carries its own Spare Cut- 
ting Wheel, and Reamer that 
folds out of the way. Flaring 
tool features Toledo's easy 
operating, accurate ‘“‘slip-on”’ 
yoke. Cut and Flare tubing % ”’ 
thru 1’’ O.D. Sizes. Complete 
kit priced $10.70. 


Insist on TOLEDO TUBING TOOLS for cutting, bending, flaring, 
sWaging, and reaming operations. You can depend on their accuracy, 
faster operations, and long service that will add more job-profit-dollars 
year after year. When you standardize and buy TOLEDO, you economize. 
Make Toledo your standard for quality, performance, and service in 
Tubing Tools at the right prices. 


WRITE FOR CATALOG OR CALL ‘/MR. TOLEDO’’ 
YOUR NEAREST AUTHORIZED DISTRIBUTOR 


THE TOLEDO PIPE THREADING MACHINE CO... . TOLEDO 3, OHIO 
TUBING TOOLS... PIPE WRENCHES... PIPE THREADERS.. PIPE MACHINES 


+ 
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General Contractor: Myers Bros. Construction Co., Los Angeles, Calif. Architect: Witterberg, Delony and Davidson, Little Rock, Ark. Mechanical Contractor: Texas 











From Coast to Coast 


...More Capehart Housing Projects are 
and Drainage Tube 


LIGHTER WEIGHT— Makes for easier han- MORE COMPACT— No wrench 
dling, faster installation. A 20-ft. length | } space needed, no beefing up of 
of 3” DWV weighs just 34 lbs. One hun- walls. The completely “‘hid- 
dred feet of %” Type L copper water tube > den” plumbing installation is 
coil weighs only 45 lbs. simplest in Bridgeport copper 
water tube or DWV. 
EASIER FABRICATION — Bridgeport DWV L 
can be installed with just a few light tools. ‘ LONGER LENGTHS — Extra fit- 
Many subassemblies can be shop- tings and joints are elimi- 
assembled and brought to the job for fast nated. Joints have no shoul- 
tying in. Flexible water tube turns corners ders to cause clogging. Copper 
without fittings. water tube and DWV save 
time and money. 
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Plumbing Co., Inc., Houston, Tex. CWT and DWV Supplier: Amstan Supply Division, Houston, Tex. Plumbers Brass Goods Supplier: Crane Co., Houston, Tex. 





This Capehart Air Force Base Housing Project in Arkansas with 1535 homes, uses 270,000 lbs. of CWT and DWV. 


Switching to Bridgeport Copper Water 
DWV) because 


FASTER INSTALLATION—Solder These advantages only apply wherever you use Bridge- 
‘oints can be made in DWV in . port Copper plumbing, heating or refrigeration tube. 
a fraction of the time that it 
takes to make a caulked or easier handling. Your plumbing wholesaler carries a 
threaded joint. Nothing re- 


. » fullline of Bridgeport Color-Coded Copper water, drain- 
quired but the solder and . a 2 : 

torch. Joints are permanently age and refrigeration tube. Ask for it and save all the 
leakproof. Copper water tube ‘ % way. Write for fact-filled 4 page brochure—Dept 6001. 


is just as simply joined! 
BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Connecticut + Sales Offices in Principal Cities 
Specialists in Metals from Aluminum to Zirconium 


Ses Oe 


Long, trouble-free service, lower installation costs, and 





enass 
Bridgeport 


we 
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He's a big-job mechanical 


contractor—and his 


handsome logo advertises this fact... 


THE GOOD LETTERHEAD is both 
functional and artistic. That is, it 
gives all the necessary business 
information about a company— 
and it does so by combining the 
elements in a visually pleasing 
way, to give the best possible im- 
pression of the firm it represents. 

These points are well illus- 
trated by the logo DE’s Letter- 
head Design Clinic created for 
the John F. Miles Co. of Kulp- 
mont, Pa. 

This big-job 


company does 


weaTin® 
yenTiLaTine 
evumeine 


work exclusively — hospitals, 
schools, factories, housing proj- 
ects, etc. Although it’s located in 
a small town, it annually com- 
pletes several million dollars in 
big-job new work throughout the 
state of Pennsylvania. 

But the old letterhead gave no 
indication of this big-job activity. 
In fact, it tended to give the op- 
posite impression—that of a 
smaller operation—because it 
still carried references to some of 
the company’s former special- 


acorns 


“ 

aL wor 
ceotTric 

23 HARDWARE 


ties—hardware, for example. 
DE’s Letterhead Clinic de- 
signed a logo for Miles that is 
both up-to-date with its informa- 
tion (including a new address) 
and is handsome enough to leave 
an exceedingly good impression 
of the company. The firm name is 
given prominence, but the refer- 
ence to “mechanical contractor” 
carries almost as much weight in 
the design and establishes Miles’ 
business affiliation immediately. 
Finally, the big-job nature of 
Miles’ work is spelled out with 
the reference to “industrial, in- 
stitutional, residential” that ap- 
pears directly below the firm 


name. END 


MILES’ NEW LETTERHEAD car- 
ries full information about the 
company’s big-job work. It’s 
also good-looking and digni- 
fied enough to be an excellent 
representative for the firm. 





MECHANICAL 
CONTRACTOR 


HEATING - VENTILATING 
PLUMBING 


John F. Miles Co. 


1020 CHESTNUT STREET » KULPMONT, PA. « PHONE 3-2251 
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ARsachatsuhebeatelbbalersi— 


major advances 


in alr conditioning, 
heating and ventilating 


equipment : 
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TRANE Research and Testing Laboratory—‘““The House of Weather 
Magic’’—one of the world’s largest laboratories devoted exclusively to heat exchange 
problems. Here you find temperatures as low as minus 65 F. or as high as 2,500 F. 
60 MPH gales in test tunnels; rooms-within-rooms for special critical testing. 
These show the extent to which TRANE Engineers probe in their concentrated search for 
new and better ways to improve human comfort and industrial processes 
through the science of heat transfer. 


From ‘““The House of Weather Magic,’’ comes a group 
of new products designed to meet more application 
problems in the fields of air conditioning, heating and 
ventilating. TRANE engineering and research have played 
an indispensable part in the introduction of this new 
equipment. Exhaustive testing and analysis assure you 
that it will meet the highest standards of performance 

. that it is presented to you with accurate ratings. 


Here are these latest developments from 
“The House of Weather Magic’’— 


© Fully hermetic packaged absorption water chiller, for 
comfort or process applications wherever steam or 
hot water is available. 


@ New hermetic reciprocating water chiller— with hermetic 
compressor, chiller and condenser designed and 
manufactured by TRANE. 


© Hermetic model of the TRANE Reciprocating Compressor 


For complete information on these latest developments 
from ‘“‘The House of Weather Magic,” 


eliminates refrigerant leakage, 
compressor alignment problems. 


overcomes motor- 


A new, compact Unit Ventilator that provides extra 
usable space—now available for complete air con- 
ditioning, as well as heating and ventilating. 


Complete new lines of heating and cooling coils with 
new header designs, new fin configuration, smaller 
overall dimensions—and a new, exclusive coil selec- 
tion method for pinpoint accuracy in less time. 


New Central Station Air Conditioners with more sizes, 
more combinations, for quicker, less costly solutions 
to a wide variety of application problems. 


A new, versatile line of industrial fans, for air and 
material handling. 


An all-new, space-saving heat pump in sizes from 3 
through 15 tons. 


New, smartly-styled, gas-fired Heaters in propeller, duct 
and blower types. 


Wena) 


turn the page 




















Now—from Trane: the first fully hermetic 
packaged absorption water chiller! 


© Hermetic design 
e Automatic operation 


© Single-shell construction 


© Factory assembled and wired 


Here is the industry’s first fully hermetic absorption 
type water chiller—the TRANE Absorption Cold Gen- 
erator. This advanced hermetic design prevents air from 
entering the system (the chief cause of capacity reduc- 
tion, crystallization and deterioration). 

Compact, lightweight, quiet and vibration-free, the 
unit may be installed wherever the building structure 
will support its weight. The machine operates at condi- 
tions which avoid crystallization. And it will tend to 
free itself of any crystallization which could occur 
through power interruption or other temporarily ab- 


normal conditions. 








© Installation flexibility 


e Lower installation and 
operating costs 


© 9 sizes—100 to 350 tons 


The TRANE Absorption Cold Generator has single- 
shell construction that reduces overall size and per- 
mits installation in areas with low ceilings. Factory 
assembled and wired, it has been specially designed to 
effect substantial savings in installation time and costs. 
The fully automatic operation means no full-time at- 
tendant is needed. Efficient design means less power 
consumption, economical operation. The new TRANE 
Absorption Cold Generator can be used for comfort or 
process in hotels, apartments, office buildings and in- 
dustrial plants— wherever steam or hot water is available. 


It is now availabie in 9 capacities, from 100 to 350 tons. 








New Trane Reciprocating Cold 
Generator now hermetic—with 





Trane chiller and condenser 


Long an industry leader, the new TRANE Reciprocating 
Cold Generator now is offered with hermetic design to 
provide an even better machine for a wide variety of 
water chilling applications. It features a new hermetic 
compressor, new chiller, and a new condenser with a 
built-in sub-cooler. These major components are 
arranged to provide a truly compact, efficient water 
chiller; all three are designed and built by TRANE. 
TRANE Reciprocating Cold Generators are small 
enough to pass through a standard 36’-wide commer- 
cial door. Designed for R-22 and R-12—11 sizes, from 





10 to 100 tons. All units are available with either 
pneumatic or electric controls. Factory-wired control 
panels are mounted on unit, eliminate on-the-job wiring. 
Compressor-chiller units are available for use with 
remote evaporative or air-cooled condensers. 


Now! A hermetic model of the Trane 
Reciprocating Compressor 


®@ Designed for R-22 and R-12 
® Single-housing construction 
@ Multi-step capacity control 


@ Exclusive internal thermal protector 


The TRANE E and F Open Compressor, introduced in 
1959 and proven by extensive field testing, is now also 
offered in a new hermetic design. This unit is designed 
for the more rigorous demands of R-22; it is not a con- 
verted R-12 machine. It does, however, perform effi- 
ciently at the lower pressures of R-12. 

The 


unit is of single-housing construction. Motor 


and compressor are in one shell, with a bolted end cover 
for easy access. This minimizes alignment problems 
possible with other hermetic compressors that have 
two-part housing (motor section and compressor sec- 
tion) bolted together. It eliminates adjustment and 
realignment call-backs often required on open type 
compressors. 

An exclusive internal thermal protector, located in 
the motor windings, protects against any condition 
that causes high motor temperatures. Multi-step capac- 
ity control reduces starting, stopping, saves power, 
adds years of life to the unit. Available in capacities 
from 10 to 100 tons. 


Trane Commercial Self-Contained 4/.ir Conditioners feature the 
new TRANE Hermetic Compressor. (Quiet, compact units provide 
maximum cooling comfort for commercial and industrial appli- 
cations. Air or water-cooled models in capacities from 10 to 
50 tons. Designed for easy installation within or outside of the 
conditioned space. 


True hermetic design eliminates crankshaft seal and 
coupling; means quiet operation, simplified installation. 
Large suction chamber and cylinder head safety springs 
»yrovide slugging protection, 




















New space-saving design! Units are only 115%” deep; 
heating units 21% thinner, heating-cooling units 29% 
thinner than other units available. Modern design 








blends components into a continuous unit. Top surface 
covered with patterned hard-top material. Units con- 
structed of 14 gauge steel; shelving, 16 gauge. 


New Trane Unit Ventilator...now 
available with air conditioning! 


Versatile schoolroom units now heat, ventilate and cool; 
space-saving design provides more usable classroom space. 


Now there’s a TRANE Unit Ventilator system to meet 
the requirements of any climate, any school. These 
versatile units are now available with air condition- 
ing, as well as heating and ventilating. The refrigera- 
tion may be included when the system is installed —or 
added later. The units can be equipped so future cool- 
ing requires only the addition of a source of chilled 
water. No additional piping to the unit is necessary. 

Now only 115%” deep, TRANE Unit Ventilators give 
you extra, usable classroom space. And the same space- 
saving cabinet design is used for all types of units—hot 
water, steam, chilled water and electricity. 

The TRANE Kinetic Barrier action provides wall-to- 
wall, powered air distribution (for heating, ventilating 
and air conditioning) through continuous outlets below 
the windows. This exclusive TRANE feature means ideal 
classroom comfort, all day long. 


For your next school job, make it a TRANE Unit 
Ventilator system to save valuable floor space, to re- 
duce installation and operating costs—while providing 
the ideal schoolroom climate. 


FIVE VERSATILE SYSTEMS 


Versatile TRANE Unit Ventilators give you just the type 
of system you want. And all types use the same cabinet 
styling. All units available in 28’—as well as 32” height. 


} Air Conditioning—-heating, ventilating and cooling— 
¢ by-pass control—hot water and chilled water. 


2 Heating and ventilating—valve control—steam or hot 
¢ water. 


3 Heating and ventilating—by-pass control—suitable for 
e all climates—hot water only. 


Heating and ventilating—by- control—suitable for 
a mild climates—hot water cay. 


5 Heating and ventilating—electric resistance heating 
¢ element—step control. 


Complete new lines of all types of 
heating and cooling coils 


New casing, new headers, new fin, new tube arrangement 


provide these outstanding features: 


maximum efficiency, and fast, easy maintenance. 


The new TRANE Sigma-Flo Fin design increases heat 


@ Compactness 
@ No air by-pass 
transfer efficiency. A new casing design reduces overall 


@ A truly drainable coil : acy 
dimensions, eliminates air by-passing the coil, mini 


@ Non-freeze coil design with I-inch tubes 
to provide optimum temperature distribution 
@ Rugged cast-iron headers result in 


lower water pressure drop 


@ A truly cleanable coil 


mizes moisture carry-over on dehumidifying coil. 

The new cooling coil line features an all-purpose coil, 
a completely drainable coil, a completely cleanable coil 
and a direct expansion coil. New heating coils feature a 
non-freeze design with one-inch O.D. tubes as standard, 
to provide optimum temperature distribution across 
the face of the coil. This is a “premium” coil at a 


standard price. 


Here is the all-new line of TRANE Heating and Cooling 


-_ ‘ ‘ , j : 
Coils with major design improvements that will provide 


Type N coil, non-freeze design, with one-inch O.D. tubes that 
provide uniform temperature distribution across coil face. 


Positive freeze protection. 


Type W all-purpose water cooling coil, from return end. Rug- 


ged cast-iron headers provide most efficient flow distribu- 
tion. Cover is removable for easy field maintenance. 
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Vertical cross-section of cooling coil Sigma-Flo Fin. Wavy de- 
sign increases turbulence, improves heat transfer efficiency, 
results in more compact design. 
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Now! A new cooling coil selection method* from Trane 
that assures pinpoint accuracy, cuts selection time! 


wetted surface conditions. (2) It provides an accurate 
mass heat transfer factor under wetted surface condi- 
tions. (3) Heat transfer potential is 
bulb temperatures. 

With this exclusive TRANE development, greater 
accuracy will be assured through easy-to-use charts 
plotted from electronically computed data. For com- 


The TRANE Company presents an altogether new selec- 
tion method for cooling coils that is simple, quick, 
easy to use—and highly accurate. It provides coil selec- 
tion accuracy over a wide range of conditions— based 
upon theory and correlations that have been developed 
by exhaustive test programs. 

The TRANE coil selection method is more accurate 


based on wet 


than present practices because (1) it takes into account 
the effect of fin efficiency and surface temperature for 


plete information on how you can use this new method 
in your work, just call your nearby TRANE Sales Office. 


*Pat. applied for. 





New Trane Central Station 
Air Conditioners solve more 
air-handling problems 


Draw-through and Multi-Zone, low and medium-pressure 
units provide overall versatility and flexibility 


The new TRANE Climate Changers give you more sizes, 
more combinations, for quicker, less costly solutions to a 
wider variety of application problems. 

There are more sizes, to give you just the capacity 
you need for a given application. The units are smaller, 
more compact, to solve difficult installation problems. 

The Climate Changer fan assembly is electronically 


balanced before shipment to minimize installation and 


Check 
these 
advanced 
Climate 
Changer 
features: 


maintenance problems. The entire unit is tested at the 
factory —as a unit—just as it will be installed on the job. 

Regardless of the application problem, Climate 
Changer units can be selected, step-by-step, to meet 
the individual job requirements. There are draw-through 


and Multi-Zone models available in low and medium- 


pressure types, in a wide range of capacities from 1,200 
to 47,000 cfm 





@ More compact—dimensions drastically reduced. 


@ More sizes available—14 sizes, from 3 to 63 sq. ft. coil area. 


@ Carefully rated—tested as a unit; complete fan assembly electronically balanced before shipment. 
@ improved damper design— mixing box design eliminates stratification; opposed blade dampers for 


better control. 


* ee casing design—1” insulation prevents sweating panels; full-length drain pan under fan and 


coi 
to minimize wiping. 


protects against water carry-over; pitched coils for complete drainability; coils located 


@ New coil design—one-inch O.D. tube non-freeze coil (exclusive with TRANE); completely drainable 
coils available; new Sigma-Flo Fin design for increased efficiency. 


@ Multi-Zone units— provide independent and variable control for up to 14 zones; damper section 


permits maximum flexibility in zone selection. 


@ New coil selection method—exclusive with TRANE; assures pinpoint accuracy in less time! (see page 5). 








One standard housing design is used for all 
wheel types on the new TRANE Industrial 
Fans. Housing is fully convertible, designed 
for easy installation. 


3 wheel types available. (a) Air handling 
wheel for air fumes, gases, uses backward in- 
clined blades. Spun steel hub plate and side 
plate provide added strength. (b) Granular 
material handling wheel has straight blade 
for longer wear; handles materials such as 
dust, grain, exhaust from grinding machines. 
(c) Stringy materials wheel for conveying air 
with materials such as wood shavings, paper 
strips and fibers. 


New Trane Industrial 
Fans are versatile, sturdy, 
economical to operate 


Three basic wheel types solve a wide variety of 
air and material handling problems 


Here is a modern fan line with the latest advancements 
for industrial applications—from TRANE, a leading manu- 
facturer of fans engineered for comfort and process. 
These new TRANE Industrial Fans are designed and built 
to exacting specifications . . . tailored to the job require- 
ments. They’re rugged; they’re versatile; in all the AMCA 
established standard wheel sizes from 194 in. to 643% in. 
TRANE Industrial Fans have been designed to handle 
air, fumes, gases and materials in a wide variety of indus- 
trial applications: exhausting from pickling tanks, grinders, 
and woodworking equipment; for pneumatic conveyance 
of materials such as cast iron borings, sand, cement, salt, 
grain, paper, wood chips, powdered coal, dry cotton and 
wool—and many others. They are also designed for high 
temperature applications. Engineered for efficient, quiet 


operation, the fans are designed for low power consumption. 


Here’s how Trane Industrial Fans are 
designed for the toughest industrial jobs: 


@ High mechanical efficiency—Smooth, efficient opera- 
tion cuts power costs to a minimum, keeps noise level 
down. Blade design prevents trapping of material. 
Formed inlet design directs the air into wheel, minimizes 
turbulence. Shape, width, number of blades labora- 
tory-tested to assure optimum results. 


Sturdy construction—Fan shafts are machined to close 
tolerances. Heavy-duty ball bearings are used. Tight 
tolerances between fan wheel and shaft prevent loosen- 
ing and imbalance. Standard housing for all wheel types 
is arc-welded. Easily accessible mounting bolts simplify 
installation. Housings have both vertical and horizontal 
angle-iron bracing for extra strength. All parts phos- 
phatized before painting. 


Versatility — Available in a full range of capacities for a 
wide variety of uses. Optional accessories include cool- 
ing wheels for bearings, shaft seals, dampers, corrosion- 


resistant coatings, corrosion-resistant metals. 








Trane announces: 


A compact, efficient heat pump—in 
sizes from 3 to 15 tons—for domestic, 
industrial and commercial jobs 


This new TRANE Heat Pump broadens 
the famous TRANE line of packaged De- 
luxe Self-Contained Climate C ers 
for homes, stores, offices and factories. 
Compact, modern, it is designed for in- 
the-room or remote installation. 

The TRANE water-to-air Heat Pump 
is easy to install. Water piping and con- 
nections are easily accessible. Fans can 
be rotated in the field to change air dis- 
charge direction. Features new TRANE 
Sigma-Fio Fin Coil for greater effi- 


@ Full-rated capacity — Matched compo- 
nents are laboratory-tested to assure 
peak performance, maximum effi- 
ciency. 

@ Pre-wired controls — Automatic ther- 


mostatic control change-over from 
heating to cooling available. 


@ Compact cabinet— Attractive, baked 
enamel finished cabinet takes little 
floor space. All components mounted 
on steel frame to prevent vibration. 








ciency in less space. 
TRANE HEAT PUMP FEATURES: 


@ Easy to install — Easily accessible piping 
and connections. Completely factory- 
wired. Fans easily rotated in the field. 
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The new TRANE gas-fired Heater is 
available in 3 basic types: Propeller, 
using the new TRANE Fan. Used with- 
out ducts, within area to be heated. 
Blower type uses a centrifugal fan, for 
duct or free air delivery. Duct heater 
for separate fan systems; ideal for use 
with TRANE Self-Contained Air Con- 
ditioners. 


Cabinet design provides easy access 


for service and maintenance. 


easy maintenance, service. 


@ Removable refrigeration cycle —for 


@ 5 sizes —3,5, 74, 10 and 15-ton units. 





Now! Propeller, duct and blower 
gas-fired Trane Heaters with 
crisp, compact design! 


This new TRANE gas-fired Heater is 
smartly styled to look ‘‘at home’’ in 
any surroundings. Its compact, efficient 
design reduces weight and makes it 
easy to install in minimum space. An 
aluminized, all-welded heat exchanger 
assures trouble-free operation, long life. 
The steel, ribbon-type burners have 
stainless steel inserts. 


TRANE GAS-FIRED HEATER FEATURES: 


An exclusive TRANE Control Pack- 
age provides on-off-automatic thermo- 
stat, low limit switch, high limit switch. 
Optional 2-speed unit has switch to 
control motor and two-stage valve. 
Motor speed and gas input are bal- 
anced for maximum efficiency, econ- 
omy, comfort. Complete range of ca- 
pacities from 25,000 to 250,000 Btu. 


@ Attractive, compact styling— Efficient design reduces weight, means more 
Btu’s/ pound, lower shipping and installation costs. 


@ Exclusive Louver Fin Diffuser— Performance proven on famous TRANE 
Model H Unit Heaters; steers heat for pinpoint 


comfort, gives lateral control. 


@ TRANE-made Propeller Fan— Designed exclusively for unit heaters. 
Aluminum construction; quiet, efficient operation. 


@ Versatile—Complete range of capacities from 25,000 to 250,000 Btu. 
Three types: Propeller, Blower, Duct. 


For any air condition, turn to 





TRANE 


MANUFACTURING ENGINEERS OF AIR CONDITIONING, HEATING, 
VENTILATING AND HEAT TRANSFER EQUIPMENT 


THE TRANE COMPANY, LA CROSSE, WiS. «+ 
CLARKSVILLE. TENN 


SCRANTON MFG. DIV., SCRANTON, PA 
* TRANE COMPANY OF CANADA. LIMITED, TORONTO « 


* CLARKSVILLE MFG. Div,. 
100 U.S. AND 19 CANADIAN OFFICES 








rand Names are built on the satisfaction of millions of 
B customers. You and your neighbors dictate the standards 
a Brand Name product must meet to consistently deliver the 
value and service you want. 


A respected Brand Name is a manufacturer’s most valuable 
asset and he spares no effort to protect it by constantly 
testing and bettering his product. 


A Brand Name is a maker’s reputation 


Buy the Brands you trust at the store you know 
Brand Names Week e April 12-19 


BRAND NAMES FOUNDATION, INC., 43 
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A Brand Name is the maker’s guarantee of satisfaction 
doubly endorsed by the dealer who sells it. 


For dependable quality and consistent satisfaction you will 
do better with the brands you know, get to know those you 
see advertised in this magazine. 


Next time you shop remember, to get the most for your 
money buy by Brand Name and be sure. 





CONFIDENCE 


BRAND 
NAMES 


SATISFACTION 


7 FIFTH AVENUE, NEW YORK 16, N-Y. 
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OM, ftoneywell 


could improve the worlds 


finest thermostat 





WOMEYWELL 


) Now easier - 
to read 


OSCE! 


Presenting the new Diamond Jubilee model 
of the world famous Honeywell Round Thermostat 


Now! The craftsmen who designed the world’s most w You profit many ways by handling Honeywell's complete 
line of controls. You have easier installation, simplified inven 


tories, and prompt nationwide service when you need it 


For more information about Honeywell's new Round or other 


Honeywell products call your nearest Honeywell office, or 
write 


thermostat have made it more attractive than ever t 


customers. It’s easier to read, easier to set-—and Honeywe 
pre-selling this new Round with big persuasive ads like th 
starting in the April issue of Better Homes and Gard 


continuing throughout 1960. It all adds up to greater cot 


demand—and to greater profits for you, when you tie Minneapolis-Honeywell, Department DEO12, 


Minneapolis 8, Minnesota 


Honeywell 


a promotion of your own 





Roots are no problem 


Now you can get Clay Pipe with this 
built-in root protection. New research- 
developed, factory-made compression 
joints form a tight seal that assures 
long, trouble-free service, even in root- 
infested areas. These stronger joints 
seal in seconds, and—together with 
new longer pipe lengths—make Vitri- 
fied Clay the fastest, most economical 
pipe to install . . . the most efficient in 
performance. And remember—Clay 
Pipe does not rust, rot, corrode, or 
disintegrate. It is the only pipe with 
all the features you can trust... 


protects your reputation. 


@ For valuable information, covering this never- 
wear-out Clay Pipe with new factory-made 
compression joints, write your nearest NCPMI 
office, or contact your local Clay Pipe dealer. 


C-258-4 


ro gfioet TEMAWAP) EPI E) 2-10: 2020 0.2 
; 
NATIONAL CLAY PIPE MANUFACTURERS, INC. 1820 N Street, N. w., Washington 6, D. C. 
311 High Long Bldg., 5 E. Long St., Columbus 15, Ohio + 445 Ninth St., San Francisco 3, California + Box 172, Barrington, Illinois * 1401 Peachtree St., N.E., Atlanta 9, Georgia 
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The 60’s are here. 

What will 1960—and the dec- 
ade that follows—mean to you 
as a plumbing and heating con- 
tractor? 

For nearly a year, leaders both 
in and out of our own industry 
have been talking about the 
1960’s with keen anticipation. 
This is the decade in which busi- 
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DE’s annual review and forecast 
for the plumbing-heating industry 


ness 1s to soar to new, unprece- 
dented highs. It’s to be a period 
of fantastic economic expansion 
that can be stated only in the 
billions and trillions—figures so 
high the human mind can scarce- 
ly conceive them. 

What’s the basis for all this 
general optimism? Is there no 
limit to the burgeoning of the 


nation’s economy? What are the 
specific factors that justify such 
What 
problems in labor, price cutting, 
tight money, etc. may loom on 


high hopes for the 60’s? 


hori- 
And what does this mean 


for our own industry? 


the immediate or distant 
zon? 


A partial answer lies in our 


(Please turn to page 74) 





Chairman of the Board of Analysts of Future Sales Ratings 


Meet Mr. Andrews 


For more than two decades, 
Peter B. B. Andrews, chair- 
man of the Board of Ana- 
lysts of Future Sales Ratings, 
has been predicting the sales 
potential in major business 
fields 


degree of accuracy. 


with a_ remarkable 
His analysis of the future 
of plumbing and heating in 
the coming decade is pre- 
sented exclusively by Do- 
mestic Engineering. 
This 


the consensus of the board’s 


report is based on 
311 economic and marketing 
experts in government and 
Mr. 


industry. Andrews is 


also economic adviser to 


several large corporations. 


Exclusive interview with Peter B. B. 


(Continued from page 73) 
looking back at the decade just 
past. In the 1950’s plumbing and 
heating contractors saw their 
business grow as new construc- 
tion reached historic peaks, mod- 
ernization opened whole new 
fields of profit, and improved 
products and merchandising 


stimulated consumer demand. 


» We can expect a continuation 
of these business-building trends. 
But as we enter the first decade 
of the space age—perhaps the 
most exciting in the history of 
mankind—there'll be other de- 
cisive factors too. Government 


and privately sponsored space 
exploration will be sure to have 
wide ramifications on every facet 
of our lives—just as the discov- 
eries in the New World in 1492 
and the that followed 


radically changed the social and 


period 
economic face of Europe. 


» The harnessing of the atom for 


industrial and 


other peaceful 
uses will continue at a rapid pace 


This is 


less spectacular than the pros- 


in the coming decade. 


pect of man in space, but in the 
next 10 years it probably will 
have more direct effect upon our 
technology and, in turn, upon 
the social and economic demands 
of the consumer public. 
And_ what the 
“down-to-earth” factors such as 


about more 


the housing situation, population 


Andrews 





growth, ete.? How will they af- 
fect consumer demand in general 
and for our products? 

For an authoritative analysis 
of the common denominators to 
which the national business out- 
look can be reduced, Domestic 
ENGINEERING surveyed 3,000 con- 
tractors representing a_ cross- 
section of all types of business in 
the plumbing, heating and air 
conditioning fields. 


s DE 


leaders who by virtue of their 


also interviewed business 
experience and acumen are in a 
position to interpret trends—and 
to help set them. Their com- 
ments appear as supplementary 
reading in the following pages. 

In addition, we went to Peter 
B. B. Andrews, chairman of the 
Board of Analysts of Future 
Sales Ratings, for his review of 
the business outlook. The board 
is composed of leading statisti- 
cians, economists and marketing 
experts with a remarkable rec- 
ord through the years for accu- 
rate forecasting. An account of 
the interview follows. 


Mr. Andrews, what can busi- 
ness in general expect in the 
coming decade? 


Our panel of 311 economists and 
marketing people foresees a 
record-breaking 10 years. The 
“soaring 


60’s” is, of course, a 


catch phrase, yet one borne out 
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One of the nation's top forecasters—with 
a distinguished record of accuracy—tells 
why the first decade of the space age will 
be a fabulous one for our industry . . . 


by the most detailed of analytical current level of $1.3 billion. 
studies. 
What areas of plumbing and 
What will the record-breaking 
decade mean to plumbing and 
heating contractors? 


In every area of your industry, 
new production and profit marks 


heating can expect to register 
the greatest gains in the 60’s? 


All will grow to heights un- 
dreamed of only a few years ago. 
But some areas will enjoy even 
more phenomenal growth— 
among them summer air condi- 
tioning, electric heating and 
snow melting systems. P-h con- 
tractors will find new challenges 
and profits in installations for 
atomic and space-age projects. 


What about modernization of 
p-h facilities—residential, 
commercial and industrial? 


Few already-established markets 


(Please turn to page 76) 


will be set. In some cases, growth These factors will support a high level 


rates will be 50 percent. 


Could you give us some spe- 
cific production figures? 


of business in the period ahead 


1959 1960 By 1970 





Vitreous plumbing fixtures and 
accessories had an_ estimated 


value of shipment at the manu- product | pillion | billion 


factorers’ level of $165 million in 
1959. Within the decade it is ex- 
pected to rise to $263 million 


And other categories? 


Metal plumbing fixtures and fit- 
tings had an estimated value of 
$470 million in 1959. In the 60’s 
that will climb to an estimated 
annual rate of $750 million. 


What about gas and oil-fired 
central heating equipment? 


Shipments at the manufactur- 


Gress national | 94/7 | $51] | $750 


Business spending 
for new plants Seat: = v 
and equipment — billion | billion | billion 


| 


| 
billion 


| $32.5 | $37 $62 


Disposable | 5339 | $350 | 3520 
personal income § }illion | billion | billion 


Exploding | 179 | 182 oe 
population | million | million | million 


69.4 70 62 


ers’ level in 1959 were $1.4 bil- Employment = million | million | million 


lion—including cooking equip- 
ment. Within the decade that 


Research 


figure will reach $2.3 billion. expenditures $9 310 $20 
for new products = pillion billion | billion 


What’s in store for summer air 
conditioning of all types? 


There will be a boom within a 
boom here. Shipments will be up 
to $3 billion annually from the 


147 | 149 | 2.4 


Pere ee 
Family formations | million million | million 


j 
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Capsule Report on New Construction Outlook for 1960 


Type of Construction 


Residential 
Industrial . 
Commercial 
Institutional . 
Utilities . . 
Military . . 


Anticipated Dollar 
Value 


21,500,000,000 
2,450,000,000 
4,450,000,000 
7,650,000,000 
9,390,000,000 
1,375,000,000 


Percent Change 
1960 from 1959 


Down 3% 
Up 26% 
Up 16% 
Up 9% 
Up 5% 

Down 3% 





(Continued from page 75) 
can look forward to such mush- 
rooming growth. Remodeling and 
repair of plumbing and heating 
now is at a $20 billion annual 
level. It will likely rise to a $34 
billion level in the next decade. 


Approximately how many of 
the nation’s buildings need 
modernization or repair? 


We can figure that half of all ex- 
isting homes are in keen need of 
modernization—air conditioning, 
heating and plumbing particular- 
ly. All buildings except the very 
newest are candidates for some 
type of remodeling. 


How can owners of these older 
buildings be attracted into the 
spending market in large num- 
bers? 


They will be if given the right 


incentive. The money is there, 
ready to be spent. It’s a question 
of what it’s going to be spent on. 


Striking progress in all types of 


products—including that of the 
p-h contractor and his competi- 
tors for the consumer dollars— 
will help build up an unparal- 
leled buying these 
moneyed circles. The money will 
undoubtedly be spent with the 
man who’s got the merchandis- 
ing know-how. 


desire in 


What can we expect in resi- 
dential new construction? 


In the 1950’s we reached an av- 
erage of 1.2 million homes a year. 
Our panel predicts it will become 
1.9 million in this decade. 


Can we expect the same 
growth in non-residential con- 
struction? 


It will increase at least as much 
as home building. The overall 
volume of new construction now 
runs about $54 billion, but will 
exceed a $90 billion annual rate 
within the decade. Not only will 
private 


industry contribute to 


this giant growth, but govern- 
ment bodies and institutions will 
too. (For a breakdown into spe- 
cific non-residential categories, 
see the supplementary reading at 
the top of this page.) 


After this look into the 60’s, 
tell us what economic factors 
led your panel to forecast 
such vigorous growth? 


To put it briefly, a conviction, 
based upon facts, that this nation 
has not even scratched the sur- 
face of its potential. Failure to 
understand this led many 
nomists and businessmen to un- 


eco- 


derestimate our startling growth 
in the 50’s. Many are making the 
same mistake as we enter the 
60’s. They’re looking for boom 
conditions in our economy’s 
growth, without appreciating just 
how big that boom will be. 


What are the signs of this com- 
ing boom? 


Take disposable income. Now it’s 
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How contractors plan to build their business in 1960: 


Increase advertising budget ........... 
Increase number of salesmen .......... 
Emphasize journeyman selling ......... 
Tie-in with national promotional campaigns 
Begin own special promotion campaigns . . . 


Other (add new lines, more em- 


phasis on water systems, etc.) ....... 


29% 

1% 
33% 
12% 
25% 


17% 





$335 billion annually. Within a 
decade it will be $520 billion. 
Here’s an aside to indicate how 
many so-called experts under- 
sold our growth possibilities in 
the 50’s. One economic staff pre- 
dicted a $270 billion annual level 
for the past decade, $65 billion 
under what it actually became 
during the year just past. 


Buying Power Is Quadruple 

Our Annual Retail Sales 
That disposable income—mon- 
ey after taxes—doesn’t include 
savings, does it? 


No. That’s another source of po- 
tential sales for the businessman 
in the coming decade. Americans 
now have $519 billion in savings 
They also have $178 
billion in debts for a record-high 
net equity of $341 billion. Add 
to this $400 billion in 
bonds, notes, etc. and you have 
a liquid asset total of $741 bil- 
lion for the public—nearly three 


reserve. 


stocks, 
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quarters of a trillion dollars. This 


vast sales target of attainable 
buying power is almost four 
times as large as the yearly retail 


sales of all goods sold in the U.S. 


What about other vital factors 
—like gross national product? 


Total spending for all gocds and 

ervices now approximates $477 
billion a year, although in 1950 
some forecasters expected it to 
reach only $380 billion annually. 
By 1970 the figure will be $750 
billion annually—three quarters 
of a trillion dollars! 


What other factors bear 
optimism for the 60’s? 


industrial and 
work will the 
significance in the estimated $62 


Contractors in 
commercial see 
billion which will be spent an- 
nually for new plants and equip- 
ment by 1970. The current fig- 
ure, though large, is only $35 
billion 


Research also is a bellwether 
of business conditions, isn’t it? 


Yes. 


in research to develop new prod- 


And annual expenditures 


ucts will increase from $9 billion 
to approximately $20 billion. 


Will population — therefore 
customers—continue its pres- 


ent dramatic upswing? 


Very much so. There are now 
about 179 million people living 
in the United States. By 1970 


there will be close to 215 million. 
Here's Why We Can Expect 
a Housing Boom 


This means a growing need for 
more housing, naturally. 


Yes. 


and 


It’s partly on population 
that 
our prediction of an average 


marriage figures we 
base 
of 1.9 million homes a year in 


the 60’s. 


What are those figures? 


(Please turn to page 78) 





DE’s annual forecast report..... (continued) 


(Continued from page 77) What do you foresee in em- country. Not only have we more 
There are about 1,475,000 mar- ployment? 
riages a year right now. With 
World War II and postwar babies 


reaching maturity, we can figure 


money to spend—but many more 
> > 9re cne ine it 
Employment will reach levels P* ople are spending it. 
never before imagined. At pres- : 

All this suggests that the 
“soaring 60’s” will be good in 
both a broad sense and in a 
specific sense for our own in- 
dustry. Are there no clouds on 
the horizon? 


: oe ent about 67 million people have 

on 2.4 million new family forma- . . rs 
jobs. Despite some fears of auto- 

— P , , Q7 

tions annually by 1970 mation, that figure will rise to 


; j : more than 82 million in the ecm- 
What factors besides popula- 


tion growth are pertinent to 
the expected building boom? 


ing decade. 

What will happen to wages? One of the things we can’t fore- 
We're still trying to catch up to Average weekly earnings in see and which will undoubtedly 
the housing lag of the 30’s and manufacturing, for example, now have a strong bearing on the 
40’s. In addition, old houses are surpass $90. They will continue economics of the next decade is 
being abandoned, others demol-_ to rise, increasing buying power. what the future holds on the 
ished to make way for super The U.S. wage level will go up international political scene. 
highways, shopping centers, etc. automatically an average of 8 If there should be war, for 
We can estimate that since 1940 cents an hour next year. But example, it naturally would have 
we have failed to provide 7 mil- just as significant is the fact that a tremendous effect upon the al- 
lion couples with new housing prosperity has spread out in this location of raw materials for 


The Leaders Look at ‘60... 


Contractor Outlook ing somewhat the same pattern. A great deal 
of “in plant” maintenance and moderniza- 
tion work is being lost by our contractor 
members to “in plant” unions, which, in a 
great many cases, are insisting upon the in- 


By Irvin Rechkemmer, president, 
National Assn. of Plumbing Contractors, 
Washington, D. C. 


IN MAKING A FEW BRIEF COMMENTS relative clusion of this work within the provisions 
to possible business conditions in our in- of their industry labor contracts. Here, too, 
dustry for the next decade, I am firmly con- this condition has been caused by the great 
vinced that we can look forward to a very differential in wage rates as exists at “in 
large volume of both new construction and plant” union levels and construction indus- 
modernization work within the plumbing try union levels. 


and heating industry Very briefly, I am quite sure that the tag 


being attached to the next 10 years, name- 


s However, I am greatly concerned, and ly the “Soaring 60's,” could well be a con- 
have been for some time, that a great many tinuation of the last 10 years of “profitless 
of our contractors are reaching the point prosperity.” 


where they are pricing themselves out of the I trust I haven’t sounded too pessimistic in 
residential and service markets due to the my very brief remarks, but I am quite cer- 


excessive requests made by the unions from tain that it is a subject of great concern to 


every contractor in our industry who expects 
to keep his head above water, so to speak, 
At the same time, the situation has existed and realize a fair markup for his efforts. 
in industrial and commercial work, follow- (STATEMENTS continued on page 80) 


year to year in the processing of bargaining 
agreements. 


-~] 
io 
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manufacturers—and thus on the 
availability of consumer goods. 

A war also could turn the em- 
phasis of product research from 
peace-time to war-time use. 

However, most observers tend 
to believe there won’t be war in 
the immediate future. 

Long strikes in key industries 
also would leave their effects on 
the economic picture, not only 
with respect to availability of 
goods but in regard to consumer 
demand on the part of wage- 
earners affected by strikes. How- 
ever, these effects would be short 
rather than long-term. 


s Manufacturers and retailers of 
other consumer goods will be 
making giant strides in product 
research, etc., just as the p-h 
industry will. Whether the con- 
sumer spends his money on a 
new bathroom, remodeled kitch- 
en or air conditioning—or on 
something the p-h contractor’s 
competitor has to offer—will de- 
pend upon what the various in- 
dustries do to arouse consumer 
interest and desire. 


# Probably what the p-h con- 
tractor looking ahead to the next 
10 years should keep foremost 
in his mind is that while his mar- 
ket will be better than it’s ever 
been in his or his father’s life- 
time, he’ll have to work for it. 
He shouldn’t be lulled into a 
false sense of business security 
by the superb potentials. There 
will also be strong competition 
for the consumer dollar. 


=» For the businessman who an- 
ticipates this competition and 
comes to grips with it in in- 
creased merchandising, proper 
service, product promotion and 
management efficiency, the re- 
wards will be great. END 


DomeEsTIC ENGINEERING, JANUARY 1960 





How wholesalers size up 
1960's opportunities ... 


By George Underwood, executive secretary, 
The American Institute of Supply Assns., 
Washington, D. C. 


MEMBERS OF THE AMERICAN INSTITUTE are 
expecting that business volume will be good 
in the next decade. They are not so certain 
that profits will improve to the point where 
they may be properly compensated for the 
services they have rendered the industry. 

Reckless and unintelligent competition 
must be reckoned with and some manufac- 
turers’ unenlightened distribution and sales 
policies which adversely affect wholesalers’ 
operations will still be a factor which will 
make it difficult for wholesalers to earn a 
fair profit. 


« There is nothing wrong with our industry 
that sound and intelligent leadership cannot 
correct. It is obvious, therefore, that the 
important need of the industry is enlightened 
leadership at all levels. The great force of 
the 750 members of the Institute will be in 
the fore-front of the search for the kind of 
leadership that can bring prosperity to us 
all in the years ahead. 


By James Peery, secretary, 
Central Supply Assn., Chicago 


ONCE AGAIN I am happy to participate in 
your forecast of 1960. This is a service that 
in the past has been quite interesting to me 
and I am sure is of interest and value to 
your readers. 

The wholesale plumbing and heating in- 
dustry is anticipating another good year in 
1960. One which should be slightly above 
1959 in sales volume. 

While new housing is expected to be off, 
this loss will be offset by an increasing vol- 
ume of industrial and commercial building. 
Also, modernization sales are expected to 
continue at an increasing rate. 

A just completed survey of CSA members 

(Please turn to page 80) 








continued .. . 


The Leaders Look at ‘60 


Oil Heating 


By Ralph Becker, 
Oil Heat Institute of America, 
New York City 


managing director 


THE PAST YEAR has been a good one for the 
automatic oil heating industry. It shows an 
increase of 10 percent in equipment ship- 
ments over 1958. We look forward to a ban- 
ner year in 1960 when the industry cele- 
brates “Oil Heat’s Diamond Jubilee.” 

The dealers and major oil companies will 
be spending about two-and-one-half million 
dollars in advertising in oil heating market- 
ing areas. We have no estimate of how much 
more money manutacturers of equipment, 
their dealers and wholesalers will spend in 
addition, but it will be a sizeable amount. 


The increase in advertising, promotion and 


public relations activity is now winnng 
greater public acceptance for oil heating. 
Plumbing and heating contractors should 
generously support the several promotional 
and advertising arms of the industry to build 
business for themselves and their industry. 
The great market for replacement business 
is a most profitable field for those who are 
willing to do the specialty selling job that is 


needed to get the orders 


Steel Pipe 
By George Lain, research engineer, 
Committee on Steel Pipe Research, 
New York City 

I expect that standard steel pipe ship- 
ments should be about 15 percent greater in 
1960 than this year and should continue at 


How wholesalers size up 1960's opportunities... 


(Continued from page 79) 

specifically forecasts the following: 

Residential building, including moderniza- 
tion, about the same as 1959. Industrial and 
commercial building up 5 percent. 

In product categories we see the following: 

Plumbing fixture sales up 5 percent. 

Heating equipment up 4 percent. 

Pipe, valves and fittings, including copper 
tube, up 5 percent. 


a While the total sales volume is expected 
to increase by about 5 percent, operating 
expenses are also expected to climb. There- 
fore, these members anticipate their net 
profits for 1960 to be approximately the 
same percentage of sales as in 1959. 

They expect material prices will continue 
to reflect the inflationary trend and addi- 
tional wage increases may be anticipated 
during the year. 

Inventories are reported to be normal 
with present sales volume and are expected 
to continue at a normal level. 

The credit picture is not too bright. Whole- 


salers accounts receivable are continuing to 
climb and are now at a rather dangerous 
level of approximately 49 days of sales. 
However, most wholesalers are making 
every effort to correct this condition. 

One of the brighter spots is the growing 
awareness on the part of all three branches 
of the industry to recognize the moderniza- 
CSA Dealer Develop- 
ment Institutes and the Plumbing-Heating- 
Cooling 


training program are creating a better “sales 


tion potential. The 


Information Bureau’s contractor 
climate” at the contractor level. It is en- 
couraging also to see that other associations 
and manufacturers are participating in and 
helping these programs. The entire industry 
should be encouraged to look at the mod- 
ernization opportunities in 1960. 


.ulIn general, the forecast for 1960 is very 


optimistic. The potential for increased sales 
Wholesalers 
and contractors who take advantage of the 


and increased profits exists. 


new market development programs should 
find 1960 a most successful year. 
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an increased pace generally throughout the 
next decade, with some variations up and 
down during certain years of that period. 

Due to the steel strike, shipments of stand- 
ard pipe, or merchant pipe, as it is sometimes 
designated, will not be as great in 1959 as 
originally anticipated and cannot satisfy de- 
mand at this time. By the end of the year, 
shipments for this year should be slightly 
above those in 1958. 


Gas Appliances and Equipment 
By E. R. Martin, director of marketing, 
Gas Appliance Manufacturers Assn., 
New York City 

WE EXPECT SALES of most gas appliances 
and equipment to be as good or better in 
1960 than they were in 1959, when all-time 


records were set for the sale of built-in 
ranges, furnaces, boilers and automatic 
water heaters. 

Analysis of replies from members of the 
GAMA to a year-end questionnaire shows 
that unit shipment increases for warm air 
furnaces and boilers should top the 1959 
records of 1,099,200 and 137,900 by 0.5 and 
3.3 percent respectively. 

Sales of gas-fired water heaters for the 
coming year are expected to approximate the 
current year’s all-time high of 3,016,000. 

Of the manufacturers represented in the 
GAMA survey, 78 percent believe their own 
company’s business volume will increase in 


°1960. About 12 percent expect a decrease 


and 6 percent see no change. 
(For additional statements, see pages 179, 
180, 183 and next month’s issue.) 


What you can do about profit levels in 1960 


By William Fitzpatrick, president, 
P-H-C Information Bureau, Chicago 


OveErR-ALL, 1959 turned out to be a very 
good year for the plumbing-heating-cooling 
industry. 

What about 1960? Will the 60’s be “‘soar- 
ing’’—profitwise—for this industry? 

This depends largely on the vigor with 
which the industry works for sales. 

New housing starts in 1960 are likely to 
dip from the 1959 high level of 1.3 million 
starts to about 1.2 million units, according 
to the Department of Commerce forecast. 


# Despite the drop in housing, gains in non- 
residential construction will lift private con- 
struction outlays one billion dollars above 
the 1959 total of $37.8 billion. 

In all lines of construction, and especially 
in the residential field, we have the oppor- 
tunity to up-sell—to sell an extra bathroom, 
to sell Privazoning, to sell zone control, and 
to sell summer cooling. 

Outside of the new construction field, the 


DoMESTIC ENGINEERING, JANUARY 1960 


modernization of existing homes and other 
types of buildings still provides a great op- 
portunity for this industry. 

Consider the age of housing units in this 
country! There are 19,500,000 homes over 
20 years old. The average age of plumbing 
in these houses is 35 years old. 

Many of these homes still have the old 
free-standing bathtub—the kind with claw 
feet. Its vintage is the early 1900’s—the time 
of the Model T Ford. 


#» Thousands of heating systems are obsolete 
by modern standards. Owners would save 
money by replacing conversion boilers with 
units specifically designed for automatic 
There are literally tons of old cast 
iron radiation that should be replaced. It is 
estimated that 13 million thermostats are 
outdated and inefficient as compared with 


new equipment now available. 


firing. 


It is obvious that in the modernization 
field there is plenty of need and desire that 
effective promotion can spark into sales. This 


(Please turn to page 179) 








To succeed, Privazoning—like any home design concept—must 


be accepted by the buyer. What do the people who live in such houses 


think of them? This family says... 


WE LIVE IN A 
AND LIKE IT 


(Second report in a special DE series ) 


“IF WE EVER HAVE TO MOVE from our Privazoned 
house for any reason, we want our next home to 
be Privazoned too.” 

This is how much Mr. and Mrs. Max Norman 
have come to like their Privazoned house after 
living in it for less than a year. It’s in a com- 
munity of five such homes in suburban Kansas 
City. 


Dressetories. Sharing these commodious facilities 


The house is fully Privazoned, with four 


are their two children, daughter Jan, age 9, and 
son Brad, 24. 


# What people like the Normans think of Priva- 
zoning is naturally of prime importance to plumb- 
ing and heating contractors, since, in the final 
analysis, it’s the consumer who determines the 
market—whether it’s for a product, a service or 
a new idea. If Privazoning catches on with the 
public, it could double plumbing fixture sales. 
As readers of these pages undoubtedly know 
by now, Privazoning is a new concept in bedroom- 








bathroom-dressing room design, introduced about 
18 months ago by the Plumbing Fixture Manu- 
facturers Assn. It realigns the functions of the 
bathroom by concentrating all 
grooming functions and clothes storage in a com- 
called a 


bedroom and 


bination dressing-bathing-toilet room 
Dressetory. 

Ideally, there’s a Dressetory for every member 
of the household. Two occupants of one bedroom 
would, for example, have their own individual 
Dressetories. The bedroom, furnished with a 
sofa-like bed and minus the conventional dressers 
and other “storage”’-type furniture, takes on a 
new role as a personal lounging area called a 
Privasuite. 

To find out where Privazoning stands now—18 
months after the excitement of its introduction— 
DE has made a special study of builders, archi- 
tects, contractors and home buyers. 

Can we form any useful opinions about the 


(Please turn to page 84) 
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DOUBLE GARAGE 








“WE FIGURE that having a Privazoned house cost us they‘Il want their next house to be Privazoned too. Mr 
$1,000 more than it would have otherwise,” says Max Norman is a regional manager for a chewing gum com- 
Norman, who lives with his family in a Privazoned com- pany. The Normans, pictured with their children, Jan 
munity of five houses in the $25,000 to $30,000 class in and Brad, live in the house shown here. The floor plan 
Kansas City. The Normans feel they got their money’s shows that it has four Dressetories, a powder room. 
worth, though, and add that if they ever have to move, The other houses in the photo are also Privazoned. 
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MRS. MAX NORMAN: “| like my cosmetics where | use them 
the Dressetory—and the fact that | can wash my lingerie 
without comments about ‘cluttering up the only bathroom.’ ’ 


continued ... 


(Continued from page 82) 

future of Privazoning from these studies, an 
opinion that can help us determine whether this 
really is “the best idea the plumbing industry 
has had in 20 years” as its early enthusiasts said? 

More than 100 Privazoned houses have been 
built in different sections of the country since 
the idea was intreduced in Miami in March, 1958. 
Many of them are occupied. So we’re now in a 
position to gauge public reaction, not only in 
terms of what people who walk through a model 
home think of Privazoning—useful though that 
source of information is—but also in terms of 
what people who actually live in such homes 





think of them. 

The Normans of Kansas City and their neigh- 
bors are sold on Privazoning. Furthermore, they 
think it will catch on with the general public 
in about five years if the plumbing and building 
industries “advertise it right,” so that the public 


MAX NORMAN: “It’s nice to shave when | want to in- 
stead of having to wait for the bathroom. | like the handy 
clothes storage area and the fact that we can keep the 
usual bathroom ‘hazards’ such as razor blades, iodine, 
etc. in my Dressetory, away from our children, who don’t 
go into mine because they have places of their own.” 
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JAN NORMAN (right) is a 9-year-old young lady who 


loves to entertain friends in her own Privasuite, where 
she has her desk, books, doll collection and personal TV. 


will know such an improvement in home design 
is available to them. 

What does Privazoning offer to the Normans? 
“We like it because of the personal privacy and 
convenience it offers,” says Mrs. Norman. Once 
you actually have your own bathroom facilities, 
with your own clothing and cosmetic storage 
space next to it, your own place to do personal 
laundry, etc. without having to pace ycurself 
to someone else’s needs, you feel pinched at 
the very thought of going back to a one or two- 
She also likes 
the “get away from it all” privacy of the lounge- 
type bedroom, or Privasuite. 


bathroom ‘conventional’ house.” 


» Mr. Norman, who’s a regional manager for the 
Wrigley chewing gum company, feels the same 


way. It was he, in fact, who first “discovered” 


the Privazoned home when he was house-hunting 
in Kansas City and convinced Mrs. Norman that 


YOUNG BRAD, age 212, enjoys the independence afforded 
him by his Dressetory. His parents believe he was trained 
to use the facilities sooner because he’s so proud of “his 
very own” bathroom. He'll appreciate it even more when 
he’s older and really would be competing for the bath- 
room if there were only one, his mom and dad point out. 
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Tana asset OO 


JAN IS OLD ENOUGH to appreciate her Dressetory almost 
as much as her mother does. She keeps her storage 
closet neat and helps to clean her Dressetory weekly 


it would make an extremely comfortable home. 

“Before we moved into this house we lived in 
one with two bathrooms,” says Mr. Norman, “so 
we didn’t have to spend time waiting our turn 


(Please turn to page 184) 
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To the Edito 

We have been asked to check a 
laundry installation using 24 coin- 
operated washing machines. Each 
machine has a capacity of 11% gals. 
and is designed by the manufactur- 
er to fill automatically in a two- 
minute period. 

However, not all 24 get com- 
pletely filled in two minutes. The 
owner wants the system to function 
so that all washers operating simul- 
taneously are filled within the pre- 
scribed period 

We have enclosed an isometric 
sketch (Fig. 1) showing the layout 
and pipe sizes. As noted on the 
drawing, a 300-gal. tank was added 
with the idea of providing both in- 
creased volume and pressure, but 
it hasn’t helped. The water pres- 
sure from the main is 40 psi. 

Can you suggest any improve- 
ments to this installation that will 
bring about the desired operation? 


Illinois G.B. 


To the Reader: 

When anyone plans on getting a 
certain volume of water from a 
pipe and doesn’t, the first suspicion 
is that the pipe is too small. 

In this case, every one of the 


washing machines needs 5.75 gpm, 


or 138 gals. in all. In addition, there 


86 


Job Problems, and how 
to solve them... 


Coin-Operated Laundry Has 
Inadequate Water Supply; 

Here's How a New Pipe Line 
Can Help Solve the Problem 


are two rest rooms in the laundry, the treatment station in the laun- 
representing an estimated pull of dry, which consists of the water 


about 12 gpm. Adding this to the softener and two heaters. 


138 gpm already going through the The actual distance is about 100 
meter, we have a maximum load of ft, and in that distance Fig. 1 
150 gpm. shows six 90-deg. ells, each of 


Will the 1%-in. piping handle which has the equivalent resistance 
that flow of water, which has 40 psi of 9 lineal ft. Also there are two 
to start with? gate valves, each equal to 1 ft of 

The first step in answering that piping, and a riser from the floor to 
question is the familiar one of cal- the softener level of about 7 ft. By 


culating the equivalent length of adding up these items, we arrive 





the piping from the street main to (Please turn to page 88) 
TABLE A 
Add Equivalent 
Section of Length* 50% for Length, Pipe Pressure 
Piping GPM Ft. Fittings Ft. Size Drop, Lb 


Treatment station to 
oe iil rr 75 25 13 38 ° 3.0 


From point “’D” to 
HG Pes x 69 10 5 15 1%” 3.2 


From point “C” to 
point “B” .. 46 29 13 38 1% 4.0 


From point “B” to 
farthest washer.. 23 40 20 60 1%’ 4.0 


Total Drop 14.2 Lb 


*Estimated. Should be measured accurately in field. 





TABLE “A” summarizes the pertinent data in a coin-operated laundry system 
that affect the size of pipe chosen. The second column from the right gives the 
pipe size that is necessary for the various runs shown in Figs. 1 and 2. 
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Job Problems ... and how to solve them 


(Continued from page 86) 
it an equivalent piping of 163 ft. 
The 
pressure loss in the 
We 
exact figures but a reasonable loss 
would be 20 


for each of 


next consideration is the 
softener and 
two heaters. don’t know the 
through the softener 

10 ft 


Since the whole treat- 


ft, and probably 
the heaters 
ing station is hooked up in series, 
we add these 40 ft to the 163 ft of 
equivalent length we already have. 

This brings the total to 203 ft 
from the main to the point where 
the treated water is ready to de- 


part for the washers and rest rooms. 


s At this stage of the problem solv- 
ing, we’ve got to stop and ask this 
question: What discharge pressure 
does the local code 
end of the line, 
is the farthest washing machine 

The National Plumbing Code 
calls for 8 psi for all fixtures ex- 
flush local 


sometimes less or 


require at the 
which in this case 


9 


cept direct valves, but 


officials accept 
This point 
have to be checked locally. 


demand 


more. would 


However, if we use the 8 psi fig- 


4 


99 


ure, we can lose 40 minus 8, or 32 
lbs, and come out with a code-sat- 
isfying job. 

these 32 lbs 
dropped as the raw city 
the 
ting station, and how many will 


Just how 
will be 


r goes to 


Cl 


many olf 


and through 


he saved for the remainder of the 
journey to the farthest washer, is a 
matter of judgment. 


= However, we do have one guide. 
Engineers recommend 15 ft/sec. as 
a maximum acceptable velocity. 
And if we don’t go faster than 12 
ft/sec., better 


low velocity means a comparatively 


that’s even because 
low friction loss. 

The next step is to 
table for 
pipe and see what 150 gpm does in 
Here we find that 
100 ft of pipe length the 
pressure drop is 218 ft, and we’ve 
203 ft. Converting this to lbs 
(218 x 2.03 x 0.433) we get approxi- 
mately 192 lbs. 


Since there are only 40 lbs to start 


look into a 


standard friction loss in 


a 1'%-in. size. 


for every 


got 


88 


with, what comes out of the treat- 
ing station will only be a trickle. 

Obviously, the 1%-in. piping is 
much too small for the job. 

If we go to 24-in. pipe, the fric- 
tion drop would be 24 lbs; in 3-in. 
pipe it is a little less than 10 lbs. 

So far, we’ve talked only about 
the piping losses, but the water 
meter also gets into the act. 


win the 1%-in. meter that is pres- 
ently installed, the pressure drop is 
25 lbs, leaving only 15 Ibs to push 
the water to the washers. By going 
to a 3-in. meter, the drop becomes 
only 5.6 Ibs. If 3-in. pipe also is 
used, we add the 5.6 lbs to the pipe 
drop of 10 lbs and face the washers 
with about 24 lbs (40 minus 15.6). 
This leaves approximately 16 lbs to 
satisfy friction losses along the way 
after deducting the 8-lb discharge 
rate required by the code. 

Since meter losses force the 212- 
in. piping out of consideration, the 
correct size pipe from the main to 
the treatment station is 3-in. 


Leaving the treatment station, 
the total flow of 150 gpm splits into 
75 gpm of hot, softened water and 
75 gpm of cold, softened water. 
From each of these categories, 6 
gpm is shunted off to the 
rooms, leaving a total of 69 gpm to 
serve the three groups of washers. 

Each one of these treated lines 
can use up 16 lbs in friction pres- 
sure drop and still deliver its rated 
gallonage to the farthest washer at 
8 psi. 

Table A (page 86) summarizes 
the pertinent data and shows the 
recommended pipe sizes that are 
needed to keep within the 16-Ib 
pressure drop boundary. 


rest 


uFig. 2 has been marked to show 
the points at which the 
flow decreases and where the pipe 
sizes change. For each group of 
washers the center supply trunks 
for hot soft water and cold soft 
water should be 114-in., full length. 

It would be possible, of course, 
to use the present piping with a 


various 











of 


— 


DAwson 


“Well, I’m not sure, but the trouble seems 
to be around the sink trap!” 
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pump to boost pressure and a pneu- 
matic tank, but the investment and 
operating cost would be consider- 
able since it would take at least a 
15 hp motor to deliver 150 gpm at 
the pressures required to overcome 
frictional resistances in the small 
piping. 

In other words, it just wouldn’t 
be good design practice to pay for 
what can be had free, namely 150 
gpm delivered by the city water 
department pumps. 


« However, it might still be neces- 
sary to use a smaller booster pump 
due to such local conditions as a 
fluctuating city water pressure, 
more valves and fittings than we 
counted on, the need to lift the wa- 
ter higher than our allowed 7 ft, or 
more pressure drop in the softener 
and heaters than was anticipated. 
All or any of these conditions might 
act to wipe out our 8 lbs delivery 
despite the use of larger piping. 

If this should turn out to be the 
case, a good place to tie in a booster 
is just ahead of the softener, where 
the city delivery is likely to first 
run into trouble. We’d suggest the 
booster start at 20 lbs and cut out 
at 40 lbs in the pressure tank. 

Incidentally, the existing 300-gal. 
tank, which contributes nothing to 
the pressure in its present state, 
might be used as the hydropneu- 
matic tank to function with the 
booster, provided it has been de- 
signed to the 


carry increase in 


pressure. 


= There is one other recommenda- 
tion that should be considered. 
When a coin opens the hot water 
valve to fill a washer, the water 
should be hot, but it may not be if 
the machine has been out of service 
for an hour or so. 

To checkmate this possibility, it’s 
a good idea to use a circulating 
pump on the hot water delivery 
As a rule, 1-in. pipe is 
big enough for this recirculating 
process. The pump is actuated by 
a thermostat at the end of the sup- 
ply pipe to the farthest washer. 

If the 24 machines were arranged 


system. 
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What is correct definition of the term “indirect 
waste?” Heres what Chicago code says .. . 





To the Editor: 

Can you tell us the meaning of 
the term “indirect waste” or “in- 
direct connection”? 

The question came up at a recent 
contractors’ meeting. Since there 
was some difference of opinion, 
we'd like to have an authoritative 
definition. 

California CC. 
To the Reader: 

According to the Chicago plumb- 
ing code, an indirect connection is 
“a connection in which there is a 
break in a line of pipe through 
which water, sewage or other 
liquids may be discharged from one 
pipe to another by gravity, and is 
open to the atmosphere for a suf- 
ficient altitude to permit visibility 
of such drainage and to prevent 
back-flow into the pipe above the 
connection.” 

The code also says: “When lo- 


in a single group of 12 on a side, 
which is frequently the case, the 
return circulating piping is simple. 
But for the three groups arranged 
as they are, square-headed balance 
cocks will be needed to even out 
the flow. 

The suggested hookup is shown 
by the dotted line on Fig. 2. 

Let’s summarize briefly 
we've done: 

First, the individual equipment 
and piping that eat up pressures in 
the system were tabulated. These 
include: 

(1) Service loss where the water 
leaves the main for the system. 

(2) Loss through the water me- 
ter. 


what 


(3) Loss in piping, valves and 
fittings. 

(4) Difference in elevation (in 
feet) between the horizontal point 


cated above any plumbing fixture, 
there shall be an open interval of 
not less than two ins. between the 
discharge end of the waste and the 
overflow level of the fixture.” 

Chapter I of the National Plumb- 
ing Code Handbook, by Vincent 
Manas, contains the following defi- 
nition: 

“An indirect waste pipe is a pipe 
that does not connect directly with 
the drainage system, but conveys 
liquid wastes by discharging into a 
plumbing fixture or receptacle that 
is directly connected to the drain- 
age system.” 

Also, “the air gap between the 
indirect waste and the building 
drainage system shall be at least 
twice the effective diameter of the 
drain served.” 

While specific terminology may 
vary in different plumbing codes, 
the above definitions 
sentative of most. 


are repre- 
END 


of entry and the highest point to 
which the water must go there- 
after. 

(5) Loss in the softener and 
heaters. 

The next step was to total these 
pressure and subtract the 
available 


losses 
the 
at the main. 

If the pressure left over, after all 
the system components have col- 
lected their tribute, is less than the 
discharge pressure demanded by 


total from pressure 


the local code, the piping must be 
increased in size or the use of a 
booster pump considered. In this 
case, the piping and water meter 
were found to be undersized. 

And lastly, the addition of a cir- 
culating pump and 1-in. recirculat- 
ing line was recommended to as- 
sure prompt delivery of hot water 
at all times. END 


For the most complete new product review in the 
plumbing-heating industry, see pages 133-148 
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Up Enthusiasm for a 
Water Systems Boom 


Milwaukee seminar is vehicle for launching 
1960 program (see story below) 


Profit-maker kit and other promotional aids 
are offered to dealers (page 94) 


There'll be more solid support for your sales 
effort than ever before (facing page) 


Here's a strategy guide for building your 
water systems business (page 93) 











WANT TO MAKE more money in 
water systems and water-using 
appliances in the coming year? 

If your answer is the obvious 
one, “yes,” here’s your best bet: 
Go all out to participate in the 
pump industry’s 1960 promotion- 
al program. 

It’s big. It fits 
plumbing contractor’s retail op- 
eration. It’s geared to help you 
become pump headquarters in 
your area—and to get your share 
of the 900,000 sales potential 
forecast for this year. 

The wraps were taken off the 


well into a 
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big promotion at a day-long sem- 
inar in Milwaukee recently by 
its sponsors, members of the Na- 
tional Assn. of Domestic & Farm 
Pump Manufacturers. 

About 100 of the 


turers’ key personnel were on 


manufac- 


hand to hear how they can help 
you make more money in water 
systems this year. The strong 
role they'll play in the field is a 
key element in the total pro- 
gram. (For a resume of the pro- 
gram, see opposite page.) 

In spelling out the promotion 
for the coming year, the seminar 


analyzed the market for 1960 and 
the coming decade—with special 
emphasis on the advantages the 
individual water offers 
the consumer and what the con- 
tractor-dealer can do to preserve 


system 


this major segment of the mar- 
ket in the face of “misinformed” 
opposition from some local gov- 


ernment officials, lending institu- 


tions and others. 


s The seminar also detailed what 
the water systems 
dealer can do to make higher 
profits and meet the challenge of 


successful 
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What the pump industry will do to help 
you build business in '60 


WATER SYSTEMS DEALERS will be getting plenty of 


help this year in their efforts to make 1960 the big- ~ 


gest in the history of the industry, thanks to an 
expanded promotion program of the National Assn. of 
Domestic & Farm Pump Manufacturers. The major 
feature of the 1960 program is greater emphasis on 
assistance to contractor-dealers and wholesalers by 
manufacturers. 


a Outlining the program at the group’s recent annual 
meeting in Chicago was Frank Hickey, chairman of 
the General Planning Committee and vice president 
and general sales manager for Tait Manufacturing 
Co. (Dayton, O.). 

One phase of the program, already completed, was 
the Milwaukee Dealer Development Seminar (re- 
ported here) for some 100 key sales personnel of the 
major pump companies. A second phase of the pro- 
gram will be the renewed emphasis placed on Nation- 
al Water Systems Month (May), with the first week 
being set aside as National Pump Display Week. 


« At the Milwaukee meeting, the key personnel dis- 
cussed the case for the individual water system and 
the  -thods of more effective pump merchandising 
at the local level. Those attending the meeting learned 
how to train sales groups within their own companies 


competition from mail-order in new 


to pass along, to the contractor-dealer and whole- 
saler, these methods of improved merchandising— 
through printed literature; local meetings; showing 
of the association’s consumer film, “Think about Wa- 
ter”; using the group’s “certified performance” seal; 
and following the group’s carefully detailed water 
systems promotion kit. 

The kit, scheduled to be mailed to selected dealers 
across the country in March, will be the local-level 
“muscle” in the association’s renewed emphasis on 
National Water Systems Month. It is illustrated on 
pages 94 and 95. 


e Backing up the dealer kit will be an advertising 
and editorial kit mailed to some 11,000 daily and 
weekly newspapers, explaining how the papers and 
the contractor-dealers can most effectively work to- 
gether in promoting National Water Systems Month. 
Editors will be supplied with feature stories and il- 
lustrations in addition to multiple-signature adver- 
tisements promoting the use of water. Local contrac- 
tor-dealers in a community can sponsor this message. 
Right on through the year, both before and after 
the National Water Systems Month promotion, will 
be individual company activity aimed at hammering 
home to the consumer the benefits of properly-sized 
individual water systems. END 


installa- 


houses and other nonindustry 
outlets. 

“A brief look at the sheer size 
of the potential market will show 
why we’re launching such a big 
promotion,” said the opening 
speaker, Fred Hout. He’s a past 
president of the pump group and 
also president of Barnes Manu- 
facturing Co., Mansfield, O. 

“For the past 10 years,” Hout 
said, “the water systems indus- 
try has followed the pattern set 
by housing starts. This in itself 
points to an excellent potential 
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water system 
tions because all estimates indi- 
cate housing starts will be about 
1.2 million in 1960.” 

Moreover, Hout added, there 
are two other market areas that 
provide even better prospects for 
sharp sales increases in 1960. 

One is the big replacement po- 
tential. Two years ago, Hout said, 
this figure was placed at 234 mil- 
lion units, based on a normal 


“life expectancy” 


of 12 years for 
a water system. By selling just 
10 percent of that market each 
year, plus new installations, a 


potential of 1 million units could 
be reached this year, he said. 
“When I see orders come into 
our service department for parts 
that go on pumps 18 to 20 years 
old, I know that someone along 
the line has failed to convince a 
water system owner of the ad- 
vantages of replacing an old, 
patched-up pump with a modern 
system that will provide much 
more capacity 
said Hout. 
industry is 


and pressure,” 
“Here’s where our 
weak—and _here’s 
where our new promotion pro- 


(Please turn to page 92) 











= 


(Continued from page 91) 
gram should help effect great im- 
provements.” 

The 
there’s a good potential market 
is in the suburbs where the ex- 


other area in which 


out- 
the 


population has 
the capacity of 
central station water system. 


panding 
stripped 


“In these areas a decision must 
be made between the addition of 
individual wells and the expan- 
sion or replacement of the cen- 
tral system,” said Hout. “It’s up 
to our industry to make people 
recognize the advantages of the 
individual system and to correct 
any misinformation they may 
much the indi- 
system costs or how ‘dan- 
be be- 


cause of sanitation problems 


have about how 
vidual 


gerous’ to health it may 


e‘The case for the individual 
water system’ was presented at 
the seminar by R. F. Webber, 


vice president of The Deming 
Co. in Salem, O. 

The the 
station system probably started 
about 14 years ago, at the end of 
World War II, Webber said. It 
undoubtedly had its inception 
when there were priorities for 
obtaining materials. It was hard 


“trend” to central 


for individuals to get what they 
wanted, but materials for proj- 
ects that were considered emer- 


gency housing were available. 


# Recently the trend to the cen- 
tral system and away from the 
individual one seems to be on the 
increase, Webber said. It appears 
to stem from opposition to the 
private system on the part of 
health authorities and lending 
Institutions 

“Our duty individually and as 
said Webber, “is 
to point out the inherent advan- 
of the individual 


an industry,” 


tages water 


Prime movers in the pump push... 


THE DO’S OF DEALER DEVELOPMENT are discussed by 
From left are Fred 
Hout, Barnes Manufacturing Co.; R. M. Hayes, Sta-Rite 
Products; H. S. Lauterbach, president of the association, 


speakers at the Milwaukee seminar. 
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of Lowey), 


system at every opportunity.” 

These include lower first costs, 
lower operating costs, the value 
of having an independent water 
supply unencumbered by con- 
trols and regulations, unlimited 
water usage and pride of owner- 
ship, Webber summarized. 


«To meet the challenge of op- 
position, Webber said, the indus- 
try must do three things: 

“1. We must conduct ourselves 
in our dealings with consumers, 
health officers, etc. in such a way 


that everyone will have con- 
fidence in what we offer. We 
want them to accept our state- 


ments on the advantages of the 
individual supply without as- 
suming that we’re just interested 
in making money regardless of 
consequences 

“2 We must restrict ourselves 
to the unimpeachable truth and 
grant that in many instances the 





also of Sta-Rite; Frank Hickey, Tait Manufacturing Co.; 
Joseph Lowey, Clayton Mark & Co.; Sam Bunis (in front 
Goulds Pumps; R. 
Co.; and Jerome Matson, Sta-Rite Products. 


F. Webber, The Deming 
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central system has its place. 

“3. We must get acceptance for 
the individual water system by 
telling the whole story whenever 
and wherever we can—in the 
press, to health and loan officials, 
to the ultimate consumer.” 

Every segment of the industry 
has a responsibility to tell the 
case for the individual water 
system whenever possible, said 
Webber in conclusion. This in- 
cludes the man on the firing line 

-the contractor-dealer 


#One of the points stressed at 
the seminar was that the indus- 
try’s 1960 sales goal will be met, 
not by “taking a sale from a com- 
petitor” but by expanding the 
market by creative selling, 

The key figure in this goal of 
market expansion again is the 
man on the firing line, the man 
who makes the actual sale to the 
consumer the contractor-deal- 
er, the speakers agreed, 

What the manufacturer and 
wholesaler can do to improve the 
sales productivity of the key man 
in the marketing structure was 
discussed by Sam Bunis, assist 
ant sales manager for Goulds 


Pumps of Seneca Falla, N.Y 


e“Let's accept what all the 
forecasters have to say about the 
fabulous deeade ahead,” Bunis 
said, “but let’s not make the mis 
take of sitting back and waiting 
for the orders to come in 

“If the soaring 60's are to be 
years of easy living for the con- 
sumer, it doesn’t necessarily 
mean the same for salesmen. 

“On the contrary,” Bunis said, 
“the order-taking salesman of 
the postwar era is already on the 
way out. Like Alice in Wonder- 


(Please turn to page 94) 
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Here's your Strategy Guide for building 
water systems business in 1960... 


(Based on recommendations made at the 
dealer development seminar in Milwaukee) 


Get more interested in water systems: 


e Make a study of the market potential for water systems 
in your area by using census figures, consulting with 
county agents, REA representatives and power companies. 


e Realize that a pump sale can lead to big-ticket sales of 
related products that depend on running water under pres- 
sure for their operation. 

Sell the way the customer wants to buy: 


e Set up a regular financing plan with your bank or other 
lending institution. 


e Use your time payment plan as a sales tool. Think of it 
as a method of selling, not as a method of collecting. 


e Let everyone know you have a time payment plan—ad- 
vertise it and write prospects a letter telling them a water 
system costs only a few dollars a month. 

Become a water systems expert in your area: 


e Brush up on the principles of water system application 
thoroughly by attending training and service schools. 


e Build a reputation for prompt and proper service. Keep 
records of past installations. 

Show them to sell them: 

e Maintain a good inventory of popular models and parts. 

e Set up one or more pump displays in your showroom or 
window. Have a demonstrator in operation. 

Build a good reputation: 

@ Sell the right size pump, Sell quality products and proper 
installation, Use testimonials from satisfied customers. 

Go after the business: 


@ Use a listing in the yellow pages, Install road signs that 
tell people you're the pump expert in the area 

e Select methods of advertising that best fit the territory 
you serve and use them conalatently 


@ Take part in home shows, county faira and other events 
that attract large crowds of prospective customers, Co 
operate with utilities and other related industries 


Support and participate in industry programs: 


® Use the industry's 1960 profit-maker kit, Work closely 
with your wholesaler in setting up a campaign for National 
Water Systems Month. 


® Ask your pump source for additional promotional mate- 
rials to identify yourself with a perticular brand of pump. 
Sell at a profit: 


e Never cut prices just to get an order. Instead, sell quality 
and service to offset customer requests for discounts. 


e Point out that discount houses offer little service and 
therefore shouldn’t expect a full price. END 














continued... _—— 














SEE THE NEW 1960 WATER SYSTEMS says this attractive promotion kit, the first to be used on an industry-wide 
two-color window and siore banner (actual size 11 by 41 basis. It will be mailed to contractors March 15 so they 


inches). It’s part of the pump association’s 1960 sales can prepare for National Water Systems Month in May. 


Here's your profit-maker kit for 
building water systems business... 


ALSO IN THE KIT, but not illustrated, are newspaper 
feature stories, a folder on how to use the association's 
“certified performance” seal and radio spots. 


(Continued from page 93) 
land, every salesman at all levels of the 





industry will have to run faster just to stay HOW 
in the same place.” e TO 
The answer lies not so much in selling MAKE 
harder, said Bunis, as in selling smarter. 
Bunis outlined a number of specific ways MONEY 
to improve salesmanship and merchandising 
at the contractor level with the cooperation selling water systems 
of wholesalers and manufacturers. His ideas aud serwice | 
are included in the strategy guide for con- eg 


tractors on page 93. 

J. C. Lowey, general manager of sales for 
Clayton Mark & Co., Evanston, IIl., also dis- 
cussed ways that dealers can operate more 
efficiently. His suggestions also are incorpo- 
rated in the strategy guide. 


4 Profit - Making | 
Guide to the BEST 


© SALES METHODS | 
© SERVICE 


© FINANCING | 
e MERCHANDISING | 
© BUSINESS PRACTICE 


a What manufacturers and wholesalers can 
do in the way of conducting topnotch promo- 
tional meetings to get the story of the 1960 

















program across to as many dealers as pos- —— 

sible was the subject of a talk by J. H. Mat- 

son of Sta-Rite Products, Delavan, Wis. HOW TO MAKE MONEY selling water systems and service 
If you want the contractor to stay awake is the title of an 86-page booklet in the kit. Its nine 


at your meetings and to listen to you, your chapters provide dealers with a profit-making guide to 
, : the best methods for building their water systems busi- 


talk should be well-prepared, Matson said. ness. Included is information on stock selection, financ- 


(Please turn to page 96) ing, advertising, pump displays, installation and servicing. 
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WATER SUPPLY SYSTEMS 





| 
FOR FARM AND HOME | 











THE CASE FOR THE INDIVIDUAL WATER SYSTEM is pre- 
sented in a 4-page folder that can be used either as a 
direct-mail piece or as a hand-out in the dealer’s store. 





A KEY ELEMENT in the sales promotion kit is this four- 
page folder (right) that shows contractors how to get 
ready for the big push during National Water Systems 
Month. Suggestions are given in a step-by-step sequence. 
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The ‘Big Comeback’ in 
Hydronics: Will It Get Bigger? 


Industry sizes up its gains; sets battle 


plan against warm air, electric heat... 


PLANS TO MAKE the “big come- 
back” in hydronics even bigger 
were given top billing last month 
when the fourth annual meeting 
of the Better Heating-Cooling 
Council convened in New York 
City. As an industry, hot water 
heating sales are up 15 percent 
for the first nine months of 1959 
over the same period of 1958. 

But while most of the speakers 
cited the impressive gains made 
by hydronics into the traditional 





stronghold of warm air heating— 
residential systems—there was 
more than a word of caution that 
its chief competitor (warm air) 
was making a determined bid to 
“take over” one of the hydronic 
strongholds—the commercial and 
industrial markets. 

A second competitor for hy- 
heat- 


dronics markets—elect ric 


ing—also came under close scru- 
tiny, and some sharp criticism. 


There was no pessimism, how- 


ever, about the hydronics indus- 
try’s ability to meet either of 
these competitors. 

In his keynote address to the 
meeting, retiring president Mar- 
vin Mitchell declared that “a 
united industry approach will 
enable hydronics to expand its 
markets more effectively than 
ever before through coordinated 
promotional drives at all levels 
of the industry, from manufac- 
(Mitchell is 


turer to installer.” 





Water Systems Push 


(Continued from page 94) 

It should be well-illustrated with 
physical props and it shouldn’t 
be too long. The speaker should 
have complete knowledge of the 
product he talks about and he 
should have lots of concrete sug- 
gestions on selling—with no gen- 
eralizations, the speaker said. 
How the pump industry will 
help you merchandise in 1960 

What’s the pump association 
going to give the plumbing con- 
tractor in the way of promotional 
help in 1960—so that he can at- 
tain the market we’ve been talk- 
ing about? This was the subject 
of another featured 
Frank Hickey, chairman of the 
general planning 
and markets committee. Hickey 
is vice president and general 


speaker, 


association’s 


sales manager for Tait Manufac- 
turing Co., Dayton, O.. 

The chief elements in the way 
of direct promotion will be the 
celebration of May as National 
Water Systems Month—with the 
first week designated National 
Pump Display Week—and a sales 
promotion kit for use by con- 
tractors. 

Included in the kit are radio 
spots, a folder on the advantages 
of the individual water system, 
another one on the association’s 
“certified performance” seal as 
an assurance of pump quality, a 
large window and store banner 
and an 86-page manual, “How to 
Make Money Selling Water Sys- 
tems and Service,” and other 
pieces. Some of the materials are 
illustrated on pages 94 and 95. 


The aforementioned manual is 
undoubtedly 
merchandising pieces on water 


one of the best 
systems ever put into the hands 
of the water systems industry. It 
tells how to set up and maintain 
an inventory of pumps and parts, 
how to display, how to advertise, 
how to sell at a profit. It has a 
section on using financing as a 
sales tool and other sections de- 
voted to installation and service 
techniques. 

This manual will be the sub- 
ject of a complete review in a 
forthcoming issue of DE. 


= The complete kit will be mailed 
in March to selected water sys- 
tems dealers. 

The mailing is set for March to 
give contractors plenty of time to 
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vice president of Weil-McLain 
Co., Michigan City, Ind.) 
Touching briefly on the history 
of Mitchell 
called the hydronics industry’s 


the council, which 
“best salesman,” he sized up the 
competition from warm air and 
electric heating. 

“Warm 


points. One, it has several giant 


air has two strong 
corporations whose promotion 
and sales efforts are larger indi- 
vidually than the combined ef- 
fort of our whole industry, dol- 
lar-wise. Second, it provides, 
generally speaking, heating at a 
lower price than hydronics. 
“The other main competition, 
as an industry, is the relatively 
new one of electric heating. 
While the actual number of in- 
stallations are minute, it will 
continue to grow for the simple 
reason that the electric utilities 
are a multi-billion dollar indus- 


ax BHC 
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WELCOME TO THE NEW PRESIDENT: Retiring Better Heating-Cooling Council 
president Marvin Mitchell (left) greets his successor, R. S. “Shep” Doherty, 


as Franklin Greene, executive director and secretary, looks on. 


Mitchell is 


vice president of Weil-McLain Co., Michigan City, Ind., and Doherty is vice 
president of marketing for A. W. Cash Valve Manufacturing Corp., Decatur, Ill. 


try whose financial resources are 
committed to promoting electric 
heating.” 

Running across the line of the 


three major heating industries 

are the oil and gas industries, 

Mitchell said. “They are not our 
(Please turn to page 170) 





set up a May promotion and will 
be accompanied by a folder ex- 
plaining how to capitalize on 
National Water Systems Month. 

The entire program will be ad- 
vertised in Publishers’ Auxil- 
iary, a weekly newspaper for 
newspapermen, in a full-page ad 
on March 15. This phase of the 
program is designed to stimulate 
the interest of newspapers in go- 
ing all-out for water systems ad- 
vertising at the local level in sup- 
port of National Water Systems 
Month, Hickey said. 

To of 
water systems month as wide- 
spread 


make the observation 
manufac- 
turer-members of the pump asso- 
ciation will get behind the cele- 
bration not only as an associa- 


as_ possible, 


tion but as individual companies. 
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Their field men will work with 
wholesalers and their contractors 
to encourage them to set up 
pump displays, hold special 
water system demonstrations 
and use the giveaway literature 
made available to them both by 
the pump association and mem- 
ber companies. 


=s Hickey also suggested an “at- 
tack and follow-through” plan 
calculated to help push the in- 
dustry’s over-all 1960 program 
through to a successful conclu- 
sion: more water system sales at 
the retail level. 

This campaign, if implemented, 
will include the application of 
“standard” aids such as making 
sure plenty of promotional ma- 
terial is available to contractors 


at all times. It will include hold- 
ing more dealer meetings on 
product know-how and _ sales 
technique. But, and this is an 
important innovation, it also will 
include help in “trouble areas” 
where influences that limit the 
sale of individual water systems 
are present, Hickey said. 

This part of the dealer-help 
program will be carried out on 
the local level by field men of 
individual companies, working in 
their regular territories. It will 
include the following: 

(1) A look at the whole mar- 
ket in local areas. What is the 
over-all environment for the sale 
of individual wells? How is sub- 
urban building progressing? Are 
individual water systems being 

(Please turn to page 104) 





oling in the Nations 


IN ONE of the nation’s most 
modern high schools, deep in the 
heart of Texas, the classrooms 
have no doors—as an aid to the 
air conditioning system. Many of 
the inner walls are made of glass, 
and the engineer can walk half a 
mile to other buildings without 
going outside. 


or 
« i 


*, The school is built like a col- 
Sines To bet lege campus, with 11 buildings 
bike = aly Ne on spacious, park-like grounds. 
Separate structures house vari- 
ous school activities—the soph- 
more, junior, senior and elective 
classes respectively, as well as 
the library, auditorium, fine arts, 
physical education, gymnasium, 
vocational school and adminis- 
tration-cafeteria. 
Most important of all from the 


sophomore 
junior 


senior 


electives 


} 
2 
3 
4 library 
5 
6 


cafeteria, administration, 
boiler room 


7 auditorium 


8 fine arts 








9 shops 
10 physical education 


11 gymnasium 























A tunnel system carries 21 lines 
of pipe from a centrally located 
boiler room (in black, building 
6) to 11 buildings on the campus. 
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‘Most Modern’ High School 


standpoint of student comfort 
and productivity, eight of the 11 
buildings air conditioned. 
And the buildings are zoned so 
that heating and cooling can be 
supplied to different parts of the 
same building simultaneously— 
or it can be supplied to only a 
part of any one building if its 
use so dictates. 


are 


The school can accommodate 
up to 2,500 students, calculated 
by number of pupil stations 
available. 

This last word in modernity 
is in San Angelo, Tex., where 
wild winds are very like the hot 
blasts of a boiler room much of 
the year. But a whistling north- 
er can drop the temperature 
from the 90’s to the 50’s, making 
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quick temperature control par- 
ticularly important. 

San Angelo, population 67,000, 
is a cattle capital. It’s an oil 
capital. And much of the world’s 
mohair is raised and processed in 
its rural environs. It’s a city that 
looks to future grow t h—and 
hence to increased demands upon 
its school facilities. 

When San Angelo decided to 
build a new central high school, 
its decision on the over-all de- 
sign grew out of a survey indi- 





MECHANICAL EQUIPMENT in the boiler room 
two 220-ton chillers (below), a 4,180,000 Btu boiler that 
heats five buildings with a 2-pipe system, and a 6,- 
690,000 Btu boiler that operates with a 4-pipe system 
and heats the other six buildings at the Texas school 


It proves that a year- 
round system doesn't 
“cost too much,” aids 
health, learning... 


cating the school population on 
the secondary level would double 
in less than 10 years. As it was 
built—and particularly because 
cf its zoned heating and cooling 

the educational plant is adapt- 
able to this population increase. 

Here’s why: Because the tem- 
perature can be zone-controlled, 
the school day or school year 
can be lengthened for the entire 
facility. Or the 


more of the special buildings— 


use of one or 


(Please turn to page 100) 


includes 





continued ... 


THE COOLING TOWERS (above) are 
grounds by a handsome brick wall. 
the background in the photo. 


shielded from the 


The boiler room is in 
An electronic control panel 


(right) has lights to show what equipment is in operation. 


Zoned Heating-Cooling .. . 


(Continued from page 99) 
such as the science labs, the 
shops in the vocational building, 
the library or the auditorium— 
can be extended into the evening 
or during certain months while 
the rest of the plant is closed. 


aThe mechanical contract on 
the school went to Marvin Wells, 
owner of the R. M. Wells Co. of 
Quanah, Tex. It included plumb- 
ing, heating and air conditioning 
and was a primary contract—a 
practice the school board fol- 
lowed to keep costs down. 
The bid was $489,000 but ex- 
cluded the cafeteria equipment 
and swimming pool in the gym. 
For heating and cooling, con- 
tractor Wells had to figure on a 
total of about 210,000 square feet 
in 11 buildings. Heat had to go 


to all the buildings, but it was 
considered unnecessary to cool 
the vocational building, the gym 
and the physical education plant 
because of the programmed use 
of these buildings. 

In a modernistic boiler room 
(see photo) Wells installed two 
220-ton chillers and two hot wa- 
ter boilers, gas-fired, operating 
with 180-degree low-pressure 
water. The boiler on 
ground level, next to the cafe- 


room is 


teria-administration building and 
hence almost centrally located 
for economical pipe connection 
to all buildings on the campus. 


# One boiler, with 4,180,000 Btu 
output (125 boiler horsepower), 
heats five buildings with a two- 
pipe system. (The buildings are 
numbered 1 through 5 in the site 


plan shown on page 98.) One 


pipe feeds the air handlers it 
serves and the other returns to 
the boiler. This system can be 
switched over to cooling with 
the of one knob on the 
master control panel in the boil- 


er room. 


twist 


= The other buildings are heated 
by the larger boiler, with a 6,- 
690,000. Btu outpui (200 horse- 
power) operating with a 4-pipe 
system that can provide both 
heating and cooling at the same 
time to different parts of the 
same building. (This last point 
naturally doesn’t apply to the 
three buildings that aren’t 
cooled.) Two of the pipes carry 
the hot and two the chilled wa- 
ter. For this dual use there are 
two coils in the 19,500 cfm air 
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A 19,500 CFM AIR HANDLER (left) in the boiler room has 
two coils for providing heating and cooling. There are 34 
air handlers (above) in the corridors of the buildings, for 
zoned heating-cooling. They’re enclosed to look like posts. 





handler in the boiler room. ready for use in the boiler room, vide heating or cooling to the 
There are 34 air handlers for turning the switch in any zone zone that’s been switched in. 

local movement of hot or cool in any building on the campus This means, for example, that 

air in the eight buildings that will activate the system and pro- 

are piped for both heating and 

cooling. Various areas, such as 


(Please turn to page 102) 


groups of classrooms, can be 
heated or cooled according to the 
zones established by the air han- 
dlers. 

The buildings that aren’t 
cooled use hot water and forced 
flow unit heaters. 


»The entire heating (or cool- 
ing) process is finally discharged 
through the duct system from the 
air handling units via individual 





registers in the classrooms and 
other rooms. 

The whole air handling system THIS IS A BOILER ROOM? A handsome, modernistic edifice houses 
: é Ai the two big boilers, 220-ton chillers and other equipment needed to 
is hooked up in series, so that 


supply the heating and cooling for the campus-like school. It’s 
once the system is switched in centrally located, adjacent to the cafeteria-administration building. 
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HEATING for the 11 


San Angelo high school buildings comes from two 


big boilers, one with 4,180,000 Btu output and the other 6,690,000 Btu. 


Zoned Heating-Cooling .. . 


(Continued from page 101) 

if there’s a night meeting in one 
particular building, there doesn’t 
have to be anyone in the boiler 
room to start up the heating or 
cooling. Similarly, the system can 
be turned off at the point of use. 

It also means that there is no 
wasteful use of heating or cooling 
in zones that are not occupied. 
When the switch is turned on in 
the zone requiring heating or 
cooling, the boiler becomes “en- 
ergized” but is modulated to the 


requirement of the zone. 


# The chiller or boiler feed only 
the building requiring heating or 
cooling because, while hot or 
cold water is circulating in the 
mains, it’s not circulating in the 
branch mains to buildings not 
demanding it. 

Domestic hot water flows from 


a 1,000-gallon storage tank lo- 


cated high over three boosters. 
Two of the boosters hold water at 
145 degrees, and are rated at 162 
gph each. 

The other booster is specifical- 
ly for rinse water in the cafeteria 
kitchen, and for this purpose it 
raises water temperature to 185 
degrees. It’s rated at 164 gph, 
with 195,000 Btu/hr input. 

Circulation is from two 244-hp 
pumps for regular domestic wa- 
ter, with a third pump used for 
rinse water to the dishwashers. 

Four 15-hp pumps do the cir- 
culating job for hot and chilled 
water. There’s a 20-hp pump for 
the 2-pipe system. The pumps 
are located in front of and behind 
each chiller. 

All lines are color-coded in the 
boiler room, combining with its 
neat layout to make it attractive 
to look at. Hot water lines to 
heating units at the school are 


red, and return lines are purple. 

Blue is for chilled water, or- 
ange for domestic water, aqua 
for fresh cold water, gray tor re- 
frigeration to the cafeteria 
freezers, yellow for natural gas 
and white for conduit. 

This color-coding is not ex- 
tended into the tunnels, however, 
which carry all lines and piping 
to the various buildings and also 
allow space for the school main- 
tenance engineer to go to any 
building without going outdoors. 
In the tunnels, the engineer can 
follow all of his lines from the 
to all other build- 
ings, coming up through grilled 
openings in the other buildings. 


boiler room 


» While the swimming pool was 
not part of the plumbing contract, 
there were plumbing tasks that 
Wells had to take care of in con- 
nection with it. Heating of the 
pool is from the bigger boiler. A 
heat exchanger heats 1,000 gal- 
lons of water per hour to a range 
of 100 degrees. Pool circulation 
utilizes a 10-hp pump that cir- 
culates 335 through three 
big filters, 84 inches in diameter, 
with 


gpm 


coagulant and _ alkalinity 
feeders and chlorinator. 
Plumbing fixtures in the 
school include 90 water closets, 
20 urinals, 24 lavatories, 30 
drinking 


fountains, 14 service 


sinks and 50 showers. 
wEarlier in this article it 
pointed out that the class rooms 
This 
open doorways can provide for 
return air from the classrooms 
to the without 
the use of grills, which would be 
necessary if there 


was 


have no doors. is so the 


air handlers 


were doors. 
The noise level is kept down by 
acoustical treatment. 

In any architect 
William Pena, “in the south we 
are more used to higher noise 


case, Says 
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levels, caused by open doors for 
natural ventilation, than people 
in the north are.” 

(Pena is a member of the ar- 
chitectural firm of Caudill, Row- 
lett & Scott, which designed the 
school.) 

Why are the classroom walls 
made of glass? To give students 
a feeling of additional space and 
a “view.” The exterior wall of 
many of the classrooms is solid 
brick, with only a narrow glass 
panel for a “peek” view to the 
outside. This was done to reduce 
the solar load on the air condi- 
tioning system. 

In such a closed-in classroom 
the students might get a feeling 
of claustrophobia without a vis- 


(Please turn to page 104) 


A TUNNEL FROM THE BOILER ROOM takes all 
lines to the other buildings. The engineer can 
walk to any building through the tunnel and 
come up into each through grilled openings. 
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Meet the p-h contractor who 
made the installation... 


WHAT LARGE POPULATION CENTER would you choose 
to do a $5,000,000 annual volume in big-job plumbing 
and heating contracting? 

Marvin Wells, owner of the R. M. Wells Co., does 
it in Quanah, Tex., population 5,500! 

Wells employs from 60 to 200 men on jobs in 
Texas, Arkansas, Oklahoma and New Mexico. He’s 
an unusual contractor in that there’s no name on his 
headquarters building. He has no pictures of him- 
self. None of his equipment in Quanah has his name 
on it. But he gets business by keeping up with the 
trends, bidding on big jobs exclusively and putting 
quality work into them. 


«The firm is 50 years old and was started by his 

father. Originally it was a local plumbing firm, but 

in went into big-job contracting over a several-states 

area before Marvin took over 15 years ago. He 
(Please turn to page 104) 


? : : rt Se 
HERE’S WHAT THE TUNNEL LOOKS LIKE. Eight upper lines (left) 
are conduit, as are the four at upper right. Below at left is the 


4-pipe system. At right, from below, are the hot water line, 
the cold water line, and returns for the domestic water and gas. 





(Continued from page 103) 

ual release of the classroom 
space, Pena points out. Glass on 
the upper part of the partitions 
between classrooms and glass 
corridor walls provide this re- 
lease in terms of a visual flow of 
Space 


What 


schoo] 


about cost? 
is the 


new set olf 


While the 
embodiment of a 
whole design rules, 
the costs exhorbitant 
was $2,- 
604,277, amounting to $12.41 per 
square foot or about $1,042 per 
pupil—calculated at 2,500 pupil 
stations. 

While the addition of 
air conditioning naturally upped 
the cost of the school, the differ- 
ence 


were not 


Zuilding construction 


central 


was not as great as you 
might think, says Pena. The total 
system for heating and cooling 


cost from 75 cents to $1 per 


Water Systems... 


(Continued from page 97) 
installed? Why, or why not? 

(2) An attempt to isolate in- 
dividuals, associations or 
agencies that influence the sale 
of your products and are limiting 
the sale of individual systems. 

(3) the 


these limiting influences exist. 


Pinpointing reasons 
Are these persons or agencies 
un-informed or prejudiced? 

(4) Discussing common-sense 
solutions with local dealers and 
wholesalers to arrive at the real 
answer and develop a _ specific 
plan of attack. 

(5) Getting wholesalers and 
dealers together with the afore- 
mentioned “limiting” influences 
to “air” the problem situation. 

(6) Providing “supporting 
fire’ for the individual system 
through periodic mailings to in- 
fluential persons, groups, educa- 
tional workshops and civic meet- 
ings. 

Other the 1960 
program, not directly concerned 


elements of 


square foot more than the cost 
for heating alone would have 
been, he says. There are econo- 
mies in maintenance. According 
to San Angelo’s school superin- 
tendent, G. B. Wadzeck, costs are 
reduced as much as 50 percent 


because the dust level is kept 
down where there are no win- 
dows to open. 
(Editor’s note: The architect 
on the job was Max Lovett; J. W. 
Hall Jr. 


neer.) 


was consulting engi- 


END 


Meet the contractor... 


(Continued from page 103) 


decided to remain in Quanah, however. His attitude 
is: “Why locate in a big city? Many of the big jobs 
are somewhere else anyway, and if you bid right and 
perform right, you'll get them.” 

The Quanah office runs with Wells at the helm and 
four other men. Alton Arnold is office manager and 
Roy Brandon handles the payroll. John Rose is gen- 
eral superintendent. Dee Klein, job superintendent 
of the San Angelo Central High School job, is now 


running another job in Arkansas. 


The firm does 


plumbing, heating and air conditioning in all types 


of big-job new construction. 


with the May promotion, include 
wider distribution of the associa- 
tion’s film, “Think About Water,” 
which states the case for the in- 
dividual water system. 

Hickey said that 42 prints of 
the 30-minute color film are now 
in circulation by manutacturers, 
state libraries and the association 
itself, and that this circulation 
will be increased during 1960. 
ain addition, the association’s 
“certified performance” seal will 
receive greater use and promo- 
tion. More than 250,000 seals 
have been ordered for use on 
pump cartons and the product 
itself, Hickey said. 

This year 50,000 folders ex- 
plaining the seal as the symbol 
of quality water systems will be 
distributed for use at the dealer 
level the decision-mak- 
ing level of power suppliers and 
engineering groups as part of an 
educational program. 

In summary, Hickey called the 
1960 program the “hardest-hit- 
ting, most complete, most am- 


and at 


END 


bitious year-round promotional 
activity ever attempted.” 

He cautioned, however, that 
plenty of “supporting fire power” 
is necessary if the program is to 
succeed. “It is in the best inter- 
ests—even interests—of 
every one of us on every level of 
the industry to get behind the 
program enthusiastically, aggres- 
sively and with determination,” 
he said. 


selfish 


“If we do so, a big step can 
be taken in 1960 to expand the 
total market for individual water 
systems,” Hickey declared. 


» At the close of the seminar 
H. S. Lauterbach, president of 
the pump under- 
scored the potentialities of the 
1960 calling it “the 
most concentrated and collective 


association, 
program, 


promotional effort ever under- 
taken by the industry.” Lauter- 
bach is president of Sta-Rite 
Products, Wis. The 
sales manager of his firm, R. M. 
Hayes, chairmanned the history- 
END 


Delavan, 


making meeting. 
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UNPRECEDENTED STYLING, PERFORMANCE AND DURABILITY TO 


MEET THE MODERN TREND IN ARCHITECTURAL DESIGN 








New “sheer look” finish 


New gold-tone grille 


Beautiful Phoenix 
Conceals louvers and draft hood 
Fully 
accessible Factory-fired Low Voltage Gas Controls 
Standard Low Voltage Sensitive Standard 
Limit control—interrupts control circuits and shuts off fuel 


Thermopilot Shut-off 


styling Beige 


opening Low overall height Automatic controls 


Thermostat 


if unit temperature becomes excessive 
Shuts off all gas, including pilot, in event of pilot flame failure 
Automatic Pilot. Exclusive Janitrol low Btu 


Quiet air delivery. Acceptable for 


non-linting 
schools and other 
applications where conventional units are too noisy Motor 
Built-in Draft Hood. Removable, 
Protects burners from 
At bottom 
rear, through control enclosure. ¢ ontrols constantly cooled by 


design 


prelubricated for 5 years 
provides full access to heat exchanger 
abnormal up or down draft Combustion air inlet 
combustion air stream. Eliminates cross draft on burners 

Ampli-Fire Ribbon Flame Burners. No flame contact on metal. 
Removable, 
adjustment 


with non-linting air shutters featuring thumb-screw 


provide the ultimate in quality 


and economy 


GAS-FIRED 


commercial & industrial heating equipment 


ALL NEW! JANITROL 67 SERIES UNIT HEATERS 
FEATURING. . . STELLAR NEW STYLING, PERFORMANCE 
AND DURABILITY! 


New Janitrol 67 Series Unit Heaters are unusually handsome 
incredibly quiet and efficient. They bring you, for the first time in 
unit heater history, distinctive appearance you can recommend for 
the smartest business setting. And they offer in even greater measure 
the traditional Janitrol quality and dependability in heating. 

Their clean, crisp “look” is a departure from the crude, cumber- 
some industrial appearance of yesterday. Modern machine tools, 
trucks and structures have evolved as attractive, functional designs. 
And now, Janitrol sets the pace in unit heater styling! 

The draft hood opening and adjustable louvers are concealed by 
the beautifully styled gold-tone grille. The rear combustion air inlet 
permits use of a solid bottom panel. . . eliminates any possibility of 
obstruction to combustion air intake. 

Inside, design progress is equally significant. Yet every part is 
proven . every safety feature is included. Result? Performance no 
other unit heater can duplicate. 

Naturally, the “heating heart” of every new Janitrol is the famous 
Janitrol Multi-Thermex heat exchanger with this unchallenged record 
for durability and low maintenance: among nearly three million heat 
exchanger tubes produced since 1940, replacements for all causes have 
run less than 4 of 1 

Investigate the many exclusive advantages of Janitrol 67 Series 
Unit Heaters for jobs you specify or install. Let them help build your 
reputation for quality. 


MEET EVERY COMMERCIAL AND INDUSTRIAL HEATING NEED FROM JANITROL’S BROAD LINE 


GAS-FIRED DUCT-FURNACES BLOWER-TYPE UNIT HEATER 


a duct where air is circu Allows ai delivery from greater 
separate blower. Adaptable heights and t greater stat 
with oling wo sizes pressures. M 5 with exposed or 

200,000 and 300,000 Btu/hr. input enclosed blowers. A.G.A. approved 
may be combined to provide capacity aS low and high static-type blower 
from 200,000 Btu/hr. uf n incre unit heater for Jelivery to duct 
ments of 100,000 Btu/hr. input. Six system up to 1 n. W.C. external 
sizes, from 50,000 to 225,000 Btu/hr Static. Heat sections factory assem 
in Duct 55 models led. Sizes: 300,000, 400,000 and 


t 
500,000 Btu/hr. input 


ARCHITECTS, CONTRACTORS AND ENGINEERS 


wrile cothect Today. 


of every type. There’s no obligation. 


for complete information on 
Janitrol units for heating with ci an, economical gas in buildings 





FLOOR-TYPE 
UNIT HEATER 


Cold air drawn from 
floor level is heated 
filtered and discharged 


HEAVY DUTY HORIZONTAL OIL 

BLOWER HEATERS UNIT HEATER 

For unit heating, central heating For suspension overhead. Saves 
and air conditioning. Wide range floor space. Compact, efficient, low- 
of standard blowers and motors maintenance design clean and quiet 
horizontally overhead assures correct air delivery and in operation. May also be used to 
Quiet, clean, carefree temperature rise in each appli- feed duct system. Choice of sizes 
—ideal for offices cation. Factory assembled and from 84,000 to 250,000 Btu/hr. 
restaurants stores tested. Capacities from 250,000 output to meet all needs 

labs, etc., requiring a Btu to 1,750,000 Btu/hr. input 

compact unit 


AR DTROL 


HEATING AND AIR CONDITIONING 
A Division of Midland-Ross Corporation 
Columbus 16, Ohio + in Canada: Moffats Ltd., Toronto 15 


Also Makers of Surface Industrial Furnaces, Kathabar Humidity 
Conditioning, Janitrol Residential Heating and Cooling Equipment. 











SCH.40 WELDING FITTINGS 
FOR 150 LB. INSTALLATIONS 
WRITE TODAY FOR NEW CATALOG H-2 


NIBCO INC., ELKHART, INDIANA 


hd 





NIBCO 


























anew w 
to cut 

plumbing 
costs! 


This kit is the first in a series\ of new 
ideas NIBCO is introducing to) the 
plumbing industry. Through constant 
design and manufacturing innovati@ms, 
NIBCO has kept the cost of fittings for 
copper plumbing more than compte 
tive. Now, it is dedicated to additionally 
cutting plumbing.costs by ou 
engineering ...new ways to do the 
job faster, better. LOOK TO eee 
el OR THE NEWEST! 








SAVES $6.70 PER HOME 


a, 1. Screw HY-SET 
ELLS to the alumi- 


Cn num strap, using 
y self-tapping screws 
provided in kit. 


eT 3 





fasten aluminum 
strap to stud faces. 
Plenty of room for 





<< ay"4 2,773,708 _ Hi} 3. Complete solder 


cx) eae ey | Hi/ij joint. 
Available from | A HE 
your NIBCO wholesaler... “ a 


money-back guarantee of satisfaction 
NIBCO INC.—Dept.K-5501 Elkhart, Indiana 
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Industry convention hears . . . 


Trends in Warm Air and Electric Heating . . . 


WHAT FATE AWAITS the warm 
air heating and electrical heat- 
ing industries in the coming 10 
years? 

The ‘ 


and are now part of recorded his- 


‘fabulous 1950’s” are done 


tory. But what of the emerging 
1960's? 


the 
recent 46th annual convention of 
the National Warm Air Heating 
& Air Conditioning Assn. in St. 
Louis are any judge, the indus- 
try will benefit markedly from 
technological progress. But it'll 
also have to face with “imagina- 
fortitude” 
sive programs of hydronics and 
other heating proponents. 


elf crystal ball gazers at 


tion and the aggres- 


the 
meeting last month received an 


Contractor-dealers at 


invitation from a power industry 
spokesman to share in the ex- 
electrical 
heating installations for homes in 
They also 


few 


panding market for 
the coming decade. 
heard that the next 
may see smaller gas furnaces and 
adaptations for residential use of 
many 


years 


deluxe temperature-hu- 


midity controls. 


#The predictions on the tech- 
nological future of the industry 
came from H. T. Gilkey, director 
of technical services for the as- 
sociation. 

Gilkey said “ . the future 
seems to hold promise of equip- 
ment changes and developments, 
the likes of which this industry 
has never known, for the heating 
and air conditioning industry is 
on the verge of major break- 
throughs which will result in to- 
tally new designs using new ma- 
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terials and techniques.” 
According to Gilkey, the com- 
of the air condi- 
tioning industry will include: a 
direct-fired heat exchanger of 
about the same size and configu- 


ing wonders 


ration as the cooling coil on an 
air conditioning unit; a gas fur- 
nace half the size of those used 
today, which will operate at 10 
to 15 percent greater efficiency 
and be fired by methods of 
combustion; and the 
possibility of the use of ther- 
mionic 


catalytic 


converters— metal de- 
vices which generate a flow of 
electrons when heated—to elec- 
trically heat homes. 


aGilkey urged the contractor- 
dealers to look upon the innova- 
tions as new and effective tools 
for the comfort-producing indus- 
try. He said “We must think of 
them as friends whom we shall 
have to know better, rather than 
as strangers in competition with 


Warm air 


products we already know. 

“We must realize that if we 
are to produce comfort the year- 
round, we shall need to encour- 
age the development of new 
equipment, and we shall have to 
use it when available to us.” 

Here is how Gilkey described 
the gas furnace of the future: 


s “Combustion air is drawn into 
the combustion chamber, while 
the fuel (possibly natural gas) 
enters through an automatic 
valve. 

“The combustion chamber is a 
catalytic unit en- 
closed in what might be a stain- 
less steel tube. One such device 
might consist of a porous ce- 
ramic tube into which a gas-air 
mixture is fed under pressure. 
After the fuel-air mixture has 
been ignited on the outside of 
the tube and the tube itself has 
come up to temperature, 


combustion 


es- 
(Please turn to page 175) 


heating association elects .. . 


NEW OFFICERS are Harry Gurney, president (general sales manager of the 
Janitrol Division, Midland-Ross Corp.), Don Winegardner, Ist vice president 
(vice president of The Majestic Co.), and Harold Mueller Jr., 2nd vice president 
executive vice president of the Mueller Climatrol Division, Worthington Corp.) 
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News . . . continued from 


SHARP-EYED ESTIMATORS: Top prize 
Contest are Ed Goppert (left), 


shown with their wives 


winners in 


16 


page 


the Measure Miss Harcraft 


Goppert-Cochran Plumbers of Clearwater, Fla., 
and Woody Scheidt, Plumlee Plumbing Supply, also of Clearwater. 


Both men 


will enjoy expenses-paid vacations as top contractor 


and wholesaler entrants in the novel contest sponsored by the Harcraft Brass 


Division of Harvey Aluminum, Torrance, Calif 


See the full story on page 126. 


Medic Hails Modern Plumbing—Gets 
Round of Kudos from Gotham Group 


NEw City—A 


syndicated newspaper medical col- 


YorK nationally 
umnist drew a round of praise here 
recently from the president of the 
local plumbing contractors group 
for an article pointing up the im- 
portance of modern plumbing 
Hailed by Charles Rehner, presi- 
dent of the Assn. of Contracting 
Plumbers of the City of New York, 
was Dr. Joseph Molner, who in an- 
swer to a reader’s query about 
amoebic dysentery, praised modern 
plumbing as “the chief reason why 
wide 
then 


case of 


not 
Molner 


now-forgotten 


this dread disease is 
spread in the U.S.” 
the 


dysentery which took place during 


cited 


the world’s fair in Chicago 


a Molne: 


one of the reasons for “our insist- 


pointed to this case as 


ence on following plumbing codes. 


I believe,” he went on, “a similar 


outbreak could not under 


modern approved practices of 


occur 


plumbing installations.” 

In his letter to the physician, 
Rehner commented that “the gen- 
eral public does not fully realize the 


health protection they enjoy from 
an adequate and rigidly enforced 
plumbing code. Your widely read 
column should do much to bring 
about a better understanding of its 


importance.” 


Gas Water Heater Sales 
Set New October High 


New York Clty 


automatic gas-fired water heaters 


Shipments of 


reached 273,500 units during Octo- 


ber, to set a new record for that 
month. 

This came within 2,100 units of 
the all-time single-month high of 
275,600 units set in August of 1955, 
it was reported by the Gas Appli- 


ance Manufacturers Assn. 


we This year’s October shipment is 
2.9 percent above that of October a 
The total for the first 10 
months of 1959 now stands at 2,- 
260,600, a 12.9 percent gain over the 


year ago. 


2,269,000 units reported in the same 
period of last yea 


‘Service Clubs Hit by 
Windy City Group 


(Continued from page 16) 
Chicago group’s views on the situ- 
ation will be sent to the National 
Assn. of Plumbing Contractors in 
Washington, D.C., for action on a 
The text of the 
resolution is as follows: 

WHEREAS, 


nation-wide basis. 


ever since our local, 
state and national associations have 
been founded a great deal of their 
efforts have been devoted to sup- 
porting the slogan, “the plumber 
protects the health of the nation,” 


and 


w WHEREAS, in pursuance of this 
the 
tions have and are now spending 


policy above-named associa- 
much time, money and energy to 
acquaint the public with this fact, 
and 

WHEREAS, they also point out the 
best way for them to avoid endan- 
health 
faulty plumbing installations is to 


gering their because of 


entrust complete operation to a 
licensed plumbing contractor on an 
undivided responsibility basis, and 
who is a member of the above as- 
sociations, operating from an estab- 
lished place of business, and 
Wuereas, because he also sells, 
installs, services and guarantees his 
the 


code 


work in accordance’ with 


Plumbing Contractors Assn. 
of ethics, and the plumbing codes 
and laws governing the particula) 
area where the work is performed, 
and 

the above 


tions, in cooperation with the othe: 


e WHEREAS, associa- 
segments of the plumbing and 
building industries, have, in effect, 
at the 
trade 


educational 
publicity 


time 
and 


present 
promotional 
programs, and 

Wuereas, these programs are de- 
signed to point out to the public, 
architects, mechanical engineers, 
governmental bodies and awarding 
authorities in general the advan- 
tages to be gained by all concerned 
if they deal directly with a plumb- 
ing contractor rather than a gen- 
eral contractor or any other sec- 
ondary agency, and 

Wuereas, this divided responsi- 


(Please turn to page 112) 
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No. C-720-W Single Horizontal UNITRON No. C-715-W Double Horizontal No. 835-W Single Vertical UNITRON 
Closet Fitting and Carrier UNITRON Closet Fitting and Carriers Closet Fitting and Carrier 


No. C-858-W Single ‘‘Close’’ Vertical ? eh No. C-850-W Double “Close'’ Vertical 
UNITRON Closet Fitting and Carrier pes " : Offset UNITRON Closet Fitting 


and Carriers 


, No. C-011 Residential UNITRON No. C-015 Adapter Type Residential 
No. C-745-W L B ! | NITR 
' en ee ite Closet Carrier with vertical UNITRON Closet Carrier for 3” standard 


Closet Fitt d Carri 
ane rr ripihicg cast iron fitting brass drainage fitting 


PORTRAIT OF COMPLETE SATISFACTION 
FOR EVERY TYPE OF WALL-HUNG FIXTURE 


Josam Unitron Carriers are the choice companions to modern 
off-the-floor closets because they portray a ‘‘portrait of com- 
plete satisfaction’ ‘or every type of installation — commercial = ) 
or residential! Because of their special design features that UNITR&® 

save installation time ... save valuable space... and meet ‘it 

all construction requirements, they make the use of wall-hung r 
closets more desirable than ever before! The facts showing why CARRIERS and CLOSET FITTINGS 
Josam Unitron Carriers are the most advanced in the field 


‘ ; ; also for 
today are given in Manual F-2, Write for your copy now. 


SINKS + HOSPITAL FIXTURES 
URINALS LAVATORIES 





JOSAM MANUFACTURING CO 
JOSAM MANUFACTURING CO. Dept. DE-1 michigan City, Indiana 
General Offices ana Manufactur ng Divis on Please send free copy of Manual F 2 
MICHIGAN CITY, INDIANA 
REPRESENTATIVES IN ALL PRINCIPAL CITIES 


West Coast Distributors Canadian Manufacturers 
JOSAM PACIFIC CO JOSAM PRODUCTS LIMITED 


San Francisco, Calif Toronto, Canada 


Josam Products are sold through plumbing supply wholesalers. 
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News . . . continued from page 


BOXCAR CHRISTENING: Albert Wild (with bottle 


ing Supply Co. of Arizona, prepares to send off the first carload of Rheemaire 
units for the Luke Field housing project near Phoenix. 


John Brown, manager of Philip Yousem, general contractor; Wild; Joseph 
Dougherty, Air Conditioning Supply; Daley Bowling, Russet Heating & Cooling 
Co., Tucson contractor; and Bob Cameling, Air Conditioning Supply. 


Want to Up Your Oil Heating Sales? 
New Catalog Lists 65 Ways to Do It 


New York City—Sixty-five sep- 
arate promotion pieces, designed to 
increase oil heating sales, are 
described in a 12-page “Treasury 
of Advertising” catalog published 
by the Distribution Division of the 


Oil Heat Institute of 


Items listed in the 


America 
catalog are de- 
signed for use either by the dis- 
tributor with his dealers, or the 


dealer directly with the consume: 


Delta Expands—lIt's the 
Third Time in 5 Years 


For 
time in its 5-year history, Delta 
Faucet Corp. has expanded man- 
ufacturing meet the 
growing demand for its products 
The first two expansions were at 
the Dearborn, Mich 


the company’s growth has taken 


GREENSBURG, IND the third 


facilities to 


site. This time 


the major producer of single-leve: 
faucets to a modern new plant in 
this city (see photo, page 114). 
Alex Manoogian, president, said 
that further expansion at the Dear- 
born plant was “impossible. That's 
why we decided to build a factory 
large enough to accommodate ou: 


(Please turn to page 114) 


‘Service Clubs Hit by 
Windy City Group 


(Continued from page 110) 

bility only adds to the cost of doing 
business and obscures direct con- 
tacts and the identities of the prin- 
ciples involved from each other, 
thereby weakening, if not destroy- 
ing, our maintaining our status as 
independent businessmen, 

THEREFORE, be it 

RESOLVED, since our organization 
cannot operate under a dual set of 
standards without creating a seri- 
ous division in our ranks and vio- 
lating its we hereby 
members that 


principles, 


, president of Air Condition- 
recommend to our 


they avoid signing 


wherever possible, or 


Watching are (from left agreements, 
supporting 
sales programs that are inconsistent 
with or would undermine our his- 
toric position as stated above. 
THEREFORE, be it further 
RESOLVED, a copy of this resolu- 
tion be sent to our state and na- 
tionalassociations and a flash 


er bulletin to our members. 
They cover advertising, sales 


promotion, merchandising and pub- 
lic relations. Also included are ma- 
terials on business operation and 
management. All pieces are offered 
to OHI 


year were 500 percent higher than 
for August 1958. More than 14 mil- 
lion items were sold from Novem- 
ber 1958 to November 1959.” 
Copies of the may be 
obtained by writing to the Oil Heat 
Institute’s Distribution Division at 
500 Fifth Ave., New York City 36. 


members with their indi- 


vidual company imprint. 

“The promotion pieces contained catalog 
in the Treasury have proved ex- 
ceptionally popular,” OHI 


pieces for 


said. 


“August sales of this 


HAPPY WITH A THIRD MOVE: Smiles of pleasure seem to be the order of the 
day for Alex Manoogian (seated), president of Delta Faucet Corp., and 
Harry Ford, general manager, after announcing the opening of a new manu- 


facturing plant for its line of single-lever faucets in Greensburg, Ind. 
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PUMP PRO 


wt 


YOUR BOI 


BURKS factory-assembled and unassembled single and duplex systems will meet most 
specifications for boilers ranging in sizes up to 300 HP at pressures to 150 psi. Fac- 
tory assembled systems are available in 9 and 30 gallon, compact cast-iron or steel 
receivers and unassembled systems are available with receivers sized to meet your 
requirements. All units designed for temperatures to 210°F—will not steam-bind. 
Write today for full performance details and prices . . . plan to 


© 


Cx and Orow with building quality pumps since 1914 


AND WATER SYSTEMS 
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BURKS 47HV Series Condensate Return with 9 gallon 
cast-iron receiver 


COMMERCIAL-INDUSTRIAL PUMPS 


BURKS E Series Independent 
Super Turbine Pumps for con 
densate, boiler feed, other spe 
cialized applications to 150 psi 


BURKS IHV Series Cen- 
trifugal Pumps for boost 
er, circulating and other 
allied applications. De 
signed for horizontal-ver 
tical installation 


DECATUR PUMP COMPANY «+ 33 Elk St., Decatur, Ill 
Please rush details on: 
[1] BURKS Boiler Feed and Condensate Return Systems 
() BURKS E Series Independent Super Turbine Pumps 
[] BURKS IHV Series Centrifugal Pumps 
Name - Position 
Company 
Address 


City 





News . . . continued from page 112 
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PRACTICE TEACHER TAKES THE CLASS: E. K. Euler, con- 
sultant to the Wholesale Plumbing Institute of Southern 
California, takes his turn at the helm of a practice ses 
Plumbing-Heating-Cooling 
Watching are 


sion during the 


Bureau's “‘train-the-trainer’ course. 


row) Paul Werner, Plumbing Contractors Assn 
cago; Robert Woodward, Virginia Associated Plumbing 


— 


Information 
front 


of Chi- 


First Merchandising Trainers Ready 
to Help Contractors Upgrade Sales 


Cricaco—The 


in merchandising training ever un- 


“boldest venture 
dertaken by the plumbing and 
heating industry,” according to its 
sponsors, got underway last month 
key 


when 15 representatives of 


wholesalers, manufacturers, con- 
tractors and associations met here 
to begin learning how to become 
teachers. 


The occasion was the first “train- 


Delta Expands-—It's the 
Third Time in 5 Years 


(Continued from page 112) 


current production and to 
with the future.” 

Delta will still maintain its gen- 
The firm 


also operates 26 regional sales of- 


eral offices in Dearborn. 


fices across the country and in 
Hawaii. 

Commenting on Delta’s rapid 
growth, Harry Ford, general man- 
ager, said that it “stems in a large 
part from contractor acceptance of 
the single-handle ball 
sound advertising and 


proach and the ‘esprit de corps’ of 


faucet, a 


sales ap- 


114 


the-trainer” class, sponsored by the 
Plumbing-Heating-Cooling Infor- 
The 


class was an off-shoot of the results 


mation Bureau week-long 
achieved by the bureau's pilot con- 
tractor sales training course in Du- 
buque, Ia, (See DE for November, 
116.) 

“The classes in Dubuque proved 
beyond doubt that the contractor is 
willing 


page 


, even anxious, to learn how 


our employees.” The 
400 


company now 
makes variations of its 


first 


some 
faucet for tubs and showers, 
sinks and lavatories. 


With the 


plant here, 


opening of the new 


all manufacturing, in- 


& Heating Contractors, Richmond; James Voyce, All-In- 
dustry Group, Grand Rapids, Mich.; (back 
Moon, Clowe & Cowan Inc., Lubbock, Tex. wholesaler; 
John Seabrooke, Carrollton Manufacturing Co., Carroll- 
ton, O.; Donald Dickinson, Noland Co., Newport News, 
Va. wholesaler; and Warren Hoy, Central Supply Co., 
Indianapolis wholesaler. Seven others also took the course. 


row) L. B 


to upgrade his selling techniques,” 
said Norman Wicks, executive di- 
rector of the PHCIB. 


tor-training course launched here 


The instruc- 


last month was the first of a series 
scheduled by the bureau to train 
instructors who, in turn, will carry 
the selling techniques back to their 
own areas to train the contractors. 
William Fitzpatrick, Dayton, O. 
wholesaler and 
PHCIB, told DE: 


“Because the 


president of the 


pilot 
course was so carefully tailored to 


Dubuque 


the contractors’ needs, we want to 
contractors in other 


(Please turn to page 116) 


assure those 


specting and research facilities will 
be housed under one roof. Manoo- 
gian said that “around the clock” 
tests are performed continuously 
on Delta faucets. Jack Balkwill is 


the new plant manager. 


NEW PLANT: Opened recently, this modern manufacturing facility will house 
all the steps in production of Delta Faucet Corp.’s line of single-lever faucets. 
The new plant will also house the firm’s research and product-testing facilities. 
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One of the 60’s sharpest trends... 


PLASTIC PIPE 


IN AIR 
CONDITIONING 


In the decade ahead, look for more and 
more plastic pipe to be used in commercial 
and residential air conditioning systems. 
Reason: no other material performs as 
well...saves as much. 

A good example is a just-completed 
installation at a major Cleveland hotel. 
There, 2”, 114”, and 1” Republic SRK 
Plastic Pipe was selected for condensate 
return lines installed in conjunction with 
652 American Blower Fan Coil units. 

According to Becker-Seidel-Clark, Inc., 
plumbing contractors, plastic pipe was 
specified because it could be installed 


= 
= 


In @ major Cleveland hotel, plastic pipe 
was specified for condensote return lines in- 
stalled in conjunction with 652 air conditioning- 
heating units. General Contractors: Bolton-Pratt. 
Plumbing Contractors: Becker-Seidel-Clark, Inc. 


several times faster in a job of this type. 
In addition, the material resists corrosion 
...prevents build-up of scale...and costs 
very little more than the /east expensive 
alternate material. 

The quality semi-rigid plastic pipe, 
Republic SRK is available in a wide range 
of pressure ratings and sizes from 1” 
through 8”. Get complete information 
from a man who will do his best to serve 
you better—your Republic distributor. 
Call him today or write Republic Steel 
Corporation, Department DE-8783, 1441 
Republic Building, Cleveland 1, Ohio. 


REPUBLIC STEEL Ge) 
SCL Phonucer in Pbastec Tibubrc Rodis 
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News . . . continued from page 114 


- ‘Vichehaet : 


an eww ame 


“J-MOBILE” BRINGS SMILES: Arm raised in victory, James Cornaire, Schnectady, 
N.Y. dealer, shows happiness over winning Janitrol’s 1900 replica surrey. With 
him are Howard Reutlinger, Janitrol’s Syracuse, N.Y. representative; Charles 
Owen, national field sales manager; and Richard Ramsay, N.Y. state manager. 


New Products, Promotions Star at 
Janitrol ‘Good-Will Get-Together’ 


Co.tumsus, O.—The introduction 
of new heating and air condition- 
ing products, and the best ways to 
promote them in the coming dec- 
ade, were items of top interest to 
some 1,000 contractor-dealers and 
sales representatives of the Janitrol 
Heating & Air Conditioning Di- 
vision of Midland-Ross Corp. at a 
recent series of meetings here. The 
occasion was the firm’s second an- 
nual “good-will get-together” for 
select dealers. 

Highlight of the three-day affair 
was the introduction of a newly 
designed series of summer air con- 
ditioners and a unit heater line (see 
DE for December, page 135). 


a Kickoff to the festivities began 
with a reception by Robin Bell, 
newly appointed vice president of 
the division. (The assets of Janitrol 
and its parent company, Surface 
Combustion Corp., were recently 
acquired by Midland-Ross. See DE 
for December, page 131.) Bell told 
the assembled group that the firm 
is “pinning its hopes on its select 
dealers, backstopped by a nation- 


116 


wide advertising campaign and lo- 
cal promotion materials.” 

H. C. Gurney, general sales man- 
that the 
dealer” concept involves a joint co- 
operative effort on the part of Jani- 
trol and the selected 
dealer. It offers the 
dealer technical and administrative 


ager, explained “select 


contractor- 


contractor- 


assistance, display and promotional 


First Trainers Ready to 
Help Contractors Sell 


(Continued from page 114) 
areas that they’ll get the same ‘meat 
and potatoes’ type of instruction the 
contractors in Dubuque got. That’s 
why we’re preparing instructors for 
the 


present 


courses to 
courses in the 


train-the-trainer 
their own 
same way it was done in Dubuque.” 

Fitzpatrick pointed out that while 
many of those who will take the 
course 
“they tech- 
niques that hit home for the Du- 


qualified instructors, 


will be 


are 
shown those 
buque contractors.” 

The intensive course of instruc- 
tion carried the first group of stu- 
dents from eight in the morning to 
six in the evening, and often be- 
yond that, according to one of the 
(For a complete list of 
the 
course, see page 156.) 


students. 
those attending first trainer 

Two additional instructor-train- 
ing classes have already been 
scheduled for this month and Feb- 


ruary, the bureau said. 


services of a 
plant-conducted service school for 
the training of employees in the in- 
stallation of the firm’s equipment. 

“Our goal,’ Gurney said, “is to 


materials and the 


find the best contractor-dealer in a 
community and then make him the 
most successful dealer.” 

The group had a chance to relax 


(Please turn to page 122) 


SHOULD BE A WHOPPIN’ 1960: That's the expectation of this happy foursome 


of Janitrol executives. 


Looking forward to a record-breaking year are Ken 


Crider (left), superintendent of manufacturing; Robin Bell, vice president; Harry 
Gurney, general sales manager; and Pau: Ryan, advertising manager. 
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designed with ease 


of maintenance* in mind... 
NMNUELLER: H-9300 REGULATOR 


One-piece Yoke Construc- Removable Seat Ring and 
tion . . New design ma » « « Quickly te- 
transmit liaphragm motion - r in the line. Body haces 
to seat washer for sensitive revent yoke rotation and 
Peer sulbseemant ‘cinpheacn dam- Special Composition Seat 
: when la Washer .. . Resists wear 
coupes ; even at high lifferential pres- 
New '‘Y Bi ping sang y sures, yet rms positive seat 
Provides maximum {| ind it 
th minimum increase in out- 
let pressure. 


Stainless Steel Seat 
Ring . 

ind 

pacity and 

whe n re waived. 


Monel Metal Screen . 


sal de 


even when considerable sedi- ? U 
; ages aud ¢ . nusually 
ment has collected. \ o “ phragm ... G 


degree of 


Clean-Out pene : 
removed with 
tc 


Pressure Adjusting 
Screw Big ee 2 2S- 


Removal of body cap and six bolts 
quickly exposes all the working parts 
of the H-9300-— without removing the regu- 
lator from the line! Inspection and recon- 
ditioning can be completed quickly and 
easily. With a Mueller H-9300 Repair Kit all 


wearing parts can be replaced in minutes! 


oS. MUELLER Co. 
free copy of Mueller : ) ‘ BA DECATUR. iLL. 


Catalog W-99 


Write for your 


Factories at: Decatur, Chattanooga, Los Angeles; 
In Canada: Mueller, Limited, Sarnia, Ontario. 
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galvanized 


steel pipe 


is first in the nation’s 
newest buildings 
for drainage and vent lines 


















































Mile after mile of sturdy, dependable 
galvanized steel pipe serves today’s outstanding 
new buildings in the all-important functions of 
drainage and vent lines. In fact, architects specify 
reliable steel pipe for the majority of America’s 
commercial and industrial construction. 

Architects and engineers are specifying steel 
pipe because of its proven record of performance, 
generation after generation—and because of its 
low cost. 


Dependable steel pipe is being used for drainage 
and vent lines in building after building, right 
down the line. It’s another example of the many 
kinds of jobs that steel pipe can do best. 


STEEL PIPE IS FIRST CHOICE 
e Low cost with durability e Threads smoothly, cleanly 
eStrength unexcelled for safety @ Sound joints, welded or coupled 
@ Formable— bends readily e Grades, finishes for all purposes 


e Weldable— easily, strongly e@ Available everywhere from stock 


: INSIST ON PIPE MADE IN U.S.A. 


COMMITTEE ON STEEL PIPE RESEARCH 
AMERICAN IRON AND STEEL INSTITUTE 
150 East Forty-Second Street, New York 17, N.Y. 








Advertising s 


ccurate Measure of 


,t ED 
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» 
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Ihe ABC symbol represents 
the advertiser's highest stand 
ard of circulation value, tt 
means that we are pledged to 
keep true and correct circula 
tion records and report our eit 
culation in accordance with 


known and accepted rules 


& 
9 

? 

) 

z 

_/ Oo 








Circulation Value 


Ever try measuring advertising media with a micrometer? Not 
practical, of course, but fortunately the advertising and publish- 
ing fields have their own appropriate and equally fine standard 
through Audited Paid Circulation reports 


An Audit Bureau of Circulations report is accurate because it in- 
cludes facts and figures on member publications, verified by un 
biased field audit. Publishers obtain full credit for paid circulation 
based on common definition, uniform methods of measuring and 
reporting. ABC statements include ‘‘facts without opinions’ on 


quality, quantity, distribution, paid circulation and subscription 
methods 


Established over 40 years ago by the industry itself as an answer 
to chaos, guesswork and speculation, the Audit Bureau of Circu- 
lations is recognized today as a vital stabilizing force in the field 
and the world's most shining example of self-government in busi 
ness. Membership includes newspapers, weeklies, consumer mag 
azines, business publications and farm journals. Practically all 
specialized markets of the United States and Canada—urban 
rural. domestic, industrial, commercial, institutional—may now 


be reached through the printed media of ABC members 


In the plumbing, heating and air conditioning tield only one 


publication is privileged to identity itself with the ABC emblem 
That publication is Domestic Engineering 


DOMESTIC ENGINEERING 
MAGAZINE 
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The most complete line of faucets 


Ci) (A —__ 











No. 904 Bed Pan Flusher, with 
integral vacuum breaker. 
Other types for concealed 
piping, with different nozzles, 
spouts, etc. 


Ne. 625 Pedal Valve, mixing 
type. Alo wall hung pedal 
valves, and leg- or wrist-oper- 


ated valves, 


The Chicago Faucet Co. 


cA for HOSPITAL use 


Thanks to more than 50 
years of specialization, 
Chicago Faucets offer your 
most complete selection of 
faucets for hospital use— 
for wash-up or laboratory 
sinks, bed-pan flushers, 
nurses’ stations, etc. 
Pedal-, leg- or wrist-opera- 
ted; interchangeablespouts, 
supplies and vacuum break- 
ers. Each has the time- 
proved replaceable opera- 
ting unit which permits 
minor service or complete 
renewal in a matter of min- 
utes. Because many so- 
called specials are standard 
with Chicago Faucet, 
chances are you'll pay little 
if any premium in price for 
this premium quality. 


No. 886 Exposed Sink 
Faucet, with integral 
vacuum breaker. Other 
types with wall brace, pail 
hook, integral stops, etc. 


. 
saueet 
ewieae® y3 


\k ¢ 2 ‘k 


p)' 


3712 N, Pulaski Ra,, Chleage 39, Hi, 


New Sheth Book 
hee 44 pages Of on 
weerthe date and 
memiont Of many 
special Reepiteal 
faveets, If you buy oF 
apeeity faveets write 


Distributed threugh the plumbing trade exclusively 
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HERE ARE YOUR 1960 
PLUS-BUSINESS GETTERS 


... here are just three of the many U.S, Plumb- 
ing Fixtures with the built-in sales appeals all 
buyers want to hear. 


LIFETIME 
GUARANTEE 


eed On all U. S. toilets, 
we the ground-in flush 
y valve seat and over- 
flow are cast as a part 
of the ceramic of the 
tank, and are lifetime 

guaranteed! 


Discover what a real force for selling complete 


bathrooms these lifetime guaranteed features 
can be! 


ACID-RESISTANT ENAMEL 


AT NO EXTRA COST! 


U.S. cast-iron 
lavatories are triple- 
coated with acid- 
resistant enamel, yet 
sell at regular enamel 
prices. All have the 
wanted features. 


Lavatory faucet handles, tub 
and shower handles, even the toilet flush handle, 
are matched to influence sales. 


& 


U.S q 
Cast-iron a a 
recess tubs will , 

last a lifetime. Wide, seat-like front aprons, and 


leak-proof wall-rims are customer-getters 


Fixtures available in colors and white 


THERE'S MONEY TO BE MADE IN 1960 
START RIGHT with U. S. 
RIGHT NOW with UV. S. 
WRITE NOW TO QU, S., 


UNITED STATES 


PLUMBING FIXTURE 
HEATING AND COOLING CORP. 
1130 CITY PARK AVE., COLUMBUS, OHIO 


GOLD, 
y © 





News .. . continued from page 116 


Ea 


A DESIGN SPECIALIST from Glissade Inc., Al Klein 


remodeling customers of Fred Frederick 


(second from left), shows 
left), Queens, N.Y., a free layout 


of their bathroom featuring the Brooklyn firm’s vanity. The visiting special- 


ist takes part in the company’s sales promotion program 


see page 158). 


Apartment Dwellers in for Cooler 
Summers, Builders Survey Reveals 


Maspetu, N. Y 


cool 


There was some 


news last month for the na- 
tion’s apartment dwellers. Almost 
95 percent of the multiple-dwelling 
builders replying to a national sur- 
vey are including, or planning to 
include, some form of summer air 
conditioning in their present and 
future projects. 

The survey of 1,000 leading 
Fedders 


a leading manufacturer of 


builders 
Corp., 
residential air conditioning 
Nearly 80 percent of the builders 
said they would use room units in- 
stalled through-the-wall in their 
apartment or garden-type apart- 


was made for 


ment buildings 


» Twelve percent said they were 
using or planning to use central ait 
duct systems, 7 named 
central chilled water systems, and 


percent 


1 percent named window air condi- 
tioners. Fedders produces all four 
types of systems. 

The survey results provide proof 
of the dramatic acceptance of air 
conditioning, Fedders’ president 
Salvatore Giordano told DE. 

Builders were asked why they 
selected certain types of air con- 


ditioning. Thirty-one percent indi- 
cated that 
portant 


cost was the most im- 


consideration, 25 percent 


installation, 23 


said it was ease of 
percent were influenced mainly by 
individual room control, and 14 per- 
cent named quality of the system 

The builders were divided as to 
why they included air conditioning 
in their buildings. 

Thirty-six percent reported that 
ir conditioning helps their build- 


Products, Promotions 
Star at Janitrol Fete 


(Continued from page 116) 
of the 
Nineties” 
back the 
the century with such reverie-in- 


ducing features as a “rinky-tink” 


on one “J- 
party, styled to bring 


of the 


evenings at a 


nostalgia turn of 


piano and a vintage 1900 automo- 
bile. The latter was won by James 
Roland Down Ince., 
Schenectady, N. Y. All the select 


dealers were eligible for the auto 


Cornaire of 


aJanitrols new series 67 unit 
heater line was introduced by W 
R. Egan, western regional manager. 
He emphasized the design changes 
in the product and the styling. 
Vice Bell 
the firm’s new series of outdoor 
condenser units which are designed 
for adapting 


systems to 


president introduced 


existing warm air 
year-round air con- 
ditioning. 

3acking up the nation-wide and 
local advertising and promotion 
campaign is a contest for contrac- 
tor-dealers, wholesalers and sales 
representatives. Top prize will be 
expense-paid trips to Mexico for 80 


winners and their guests. 


“modern 
trend.” Thirty-four said they be- 
lieve it 


conform to the 


Ings 
is needed because of the 
tenants. The 
cupants’ comfort was cited by 20 
percent of the builders 


competition for oc- 


(NEWS continued on page 124) 


Slant-Fin's Hydronics Research Home Started 


NEW HOME FOR RESEARCHERS: This is an artist’s drawing of the new building 
now under construction for the Slant/Fin Radiator Corp.’s Research and De- 
velopment Department. The Richmond Hill (N.Y.) firm expects to move in soon. 
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ENDS DRAFT PROBLEMS 


in gas, oil and solid-fuel installations * 


“| don't fret with uncertain draft since 
Walker brought out this low-priced in 
ducer-regulator. Now | install Walker 
inducers on all my jobs and have 
good draft right from the start!” 


THE INSIDE STORY OF 

SHUR-FLO EFFICIENCY 

@ Hi-Volume Self-Feathering Fan 

© Self-Cleaning Blades (No Soot 
Build-up) 





rscsim] “Most Efficient 
Bs vee") Dratt System 


Mountings 


‘cnay | Ever Made" 


struction. Say Heating Contractors, 
Architects, Home Owners 











Draft problems end with Walker Shur-Flo (Pats. 
Pend.), SUREST DRAFT SYSTEM ever devised for 
oil, coal or gas-fired installations from older homes to 
modern, low-roofed houses. Install it, forget it! What 
could be better? 


* Fue! “HOW TO CURE SICK CHIMNEYS” 





7 Now, the first ready-reference guide col- 
lecting all the information on Power In- 

AX, ducer Venting you'll need to solve your 
. a draft problems. You'll find it indispens- 
a able! Get your handy copy now! Abso- 


lutely no obligation. 

-_ WRITE TO US AT ADDRESS BELOW 
Fan-operated draft-inducer draws only flue gases— 
not outside air. Quiet. Costs less to operate. Needs little 
power. Installs quickly at any angle. Virtually elim- 
inates costly callbacks and corrections. 


There's a Walker Draft Control for every draft problem regardless of 
fuel. 29,000,000 in use! The industry's standard of performance. 


~ 











BALANCED 34 4 TYPE BB 
for larger Vee commercial and 
special a industrial 


central heating control 


ROYAL PURPLE JUNIOR LINE DOUBLE VENTURI 
for smaller central heating SWING for CAP for 
central budget gas-fired he 


heating plants control equipment ventilating 


See your supplier or write direct to 


WALKER MFG.& SALES CORP. 1780 Penn St., St. Joseph, Me. | 
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heating and 


GAS FIRED CONSOLE HEATERS 


Radiant and Closed Models 14,000-65,000 B.T.U. 
With Counter Flow (Optional) 


Enjoy more profitable heater sales with Peerless 
Console Heaters. Here’s how Peerless outperforms 
other gas consoles. . . 


DIRECTIONAL TOP LOUVERS are individual vanes 
—not stamped slots. 


SINGLE CAST IRON BURNER eliminates adjusting 
problems, annoying noises. 
SEAM-WELDED HEAT EXCHANGER is positively 
gas-tight leak-proof. 
OPTIONAL VENTING—horizontal or vertical—is 
available without additional expense. 

Visit Our Booth 

Second Southwest 


HEATING & AIR CONDITIONING EXPOSITION 
February 1-4 


BOOTH NO. 1015 


Memorial Auditorium e¢ Dallas, Texas 


OPerlers MANUFACTURING DIV. 


OF DOVER CORPORATION 
LOUISVILLE 1, KENTUCKY 





News .. . continued from page 122 


BOOSTING HYDRONICS: Members of the National Assn. 
of Plumbing Contractors Heating-Cooling Division met re- 
cently with hydronics industry officials to promote better 
liaison between the Better Heating-Cooling Council and 
the NAPC. From left are Arthur Wales, Institute of Boiler 


D 


Trane's New Products Will Provide 
25 Percent of 1960 Sales: Minard 


La Crosse, WIs. 
new product program in its history 


The biggest 


was announced here last month by 
the Trane Co., a leading manufac- 
turer of air conditioning, ventilat- 
ing and heat transfer products. 

the 
ment, D. C. Minard, president, said 


Commenting on announce- 
the program will “provide about 25 
the 
volume of Trane this year.” 


percent of anticipated sales 

Leading the list of products, 
Minard said, is a new absorption 
cold generator. The unit, featuring 
single-shell construction and auto- 
matic operation, is available in siz- 
es from 100 to 350 tons. 


a Other 
clude a reciprocating cold gener- 
ator (in all sizes from 10 to 100 
tons), an hermetic compressor for 
use with R-22 refrigerant (in ca- 
pacities from 10 to 100 tons), a unit 


products introduced in- 


ventilator for schoolroom applica- 
tions, a line of central station air 
conditioners (in capacities from 
1,200 to 47,000 cfm), a line of in- 
dustrial fans and a series of gas- 
fired unit heaters, ranging in ca- 
pacity from 25,000 to 250,000 Btu. 

Minard also announced that the 


firm’s new heat pump for residen- 
tial and small commercial applica- 
tions is available. The water-to-air 
unit features pre-wired controls, 
and fans for the unit can be rotated 
in the field to change air discharge 
direction, he said. It is available in 
sizes from three to 15 tons. 

that its 


complete line of coils for heating 


Trane also announced 


and cooling have been redesigned. 


Minard said the coils are “more 


BHC; and Paul 


= . & 

& Radiator Manufacturers; J. O. Hendrickson, NAPC; Louis 
Bloom, NAPC; Arthur McManus, NAPC; Robert Ferry, IBR; 
Franklin Greene, 
Miller Inc. The NAPC recently rejoined the promotional 
arm of the hydronics industry (see 


Holmes, McDonnell & 


story, 128). 


page 


compact and are made to minimize 
air bypass in addition to minimiz- 
ing moisture 


carry-over on de- 


humidifying coils.’ He also said 
the firm has developed a new coil 
selection method which takes into 
consideration the effect of fin ef- 
ficiency and the surface temper- 
atures for wetted surface condi- 
tions. (A detailed report on all the 
products will be seen in next 
month’s Service Section.) 

The entire line of new 
products, Minard said, will be fea- 
tured in trade publication adver- 
tising. An eight-page ad appears 
elsewhere in this issue of DE. 


firm’s 


P-H Contractor Business Failures on 
Decline, Credit Firm Study Reveals 


New York Crry—During the first 
nine months of 1959, 261 plumbing, 
heating and air conditioning con- 
failed with liabilities of 
$8,505,000, according to a 


tractors 
recent 
study by Dun & Bradstreet Inc. 
This represented a decrease of 7 
percent as compared to the 280 
failures reported during the corre- 
sponding period of 1958 and a de- 
of 6 percent in liabilities 
compared to the $9,092,000 reported 
for January to September, 1958. 


crease 


During 1958, there were 357 fail- 
ures—the highest annual number 
reported since failure _ statistics 
were first prepared on the industry 
in 1934, D&B said. Resultant liabil- 
ities from these 357 failures totaled 
$11,116,000. 

Of the total failures reported in 
1958, only four or 1.1 percent were 
attributed to disaster. “Although 
these have been 
caused by circumstances beyond 

(Please turn to page 126) 


failures may 
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Quality IN EVERY 


DETAIL OF CONSTRUCTION! 
@ NEAT, ATTRACTIVE DESIGN! 
@ SILENT, AUTOMATIC OPERATION! 


Ewing VERTICAL HEAVY-DUTY 
HOT WATER HEATERS 


Provide a Constant, Abundant Supply of 


LOW COST 
HOT WATER 


5-YEAR GUARANTEE — 1-Year Un- 
conditional; 4 additional years pro- 
rated. 


* Automatic self-generating con- 
trols; no electrical hook-up is re- 
quired. 


Comes COMPLETELY set up with 
burner and all controls already 
installed on Heater. 


Permanent baked-on enamel fin- 
ish in attractive red and black 
crinkle finish. 


NO Galvanized surfaces! All in- 
terior surfaces treated by special 
metal protectives. 

USES ANY TYPE GAS 





NOW offered in FOUR Convenient Models 
Storage Height Inches in BTU 
Capacity Inches Diameter Input 
850 gals 226 gals 82-In 40-Inches 900.000 
500 gals 145 gals 82-In. 31-Inches 520,000 
300 gals 85 gals. 77-In. 25-Inches 315,000 
180 gals 50 gals 63-In. 20-Inches 190,000 
Recovery figures based on 100 degrees F. temperature rise 


Recovery 
Per Hour 











COMPLETE with temperature and pressure gauges, tem- 
perature and pressure relief valve, gas flow regulator, 
drain valve; draft diverter, dielectric fittings; magne- 
sium rods installed and included in each unit. 


ALL EWING HEATERS MORE THAN MEET ASME requirements; 
%-inch heads, “%4-inch steel shells, 11-gauge tubes; heavy flue 
sheets; brass clean-out plugs—easy to remove. 


Install a EWING WATER HEATER and SEE FOR YOUR- 
SELF how it will out-perform any other water heating 
equipment. Complete details, prices, name of nearest 
distributor upon request. Backed by 35 years of nation- 
wide, successful manufacturing of heating equipment. 


MANUFACTURING CO. 
2545'NW 10 P. O. BOX 875 


OKLAHOMA CITY, OKLA. 
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Polar Ware doesn’t make every sink size you can 
think of, but Polar does think aggressively about 
every size that moves in volume. That's 90% of the 
market. And here, with Polar Ware, you can sell in 
competition with anybody without cutting the profit 
margin you need. 

Polar, the leading manufacturer of stainless steel 
clinical ware, makes stainless sinks to the same 
high standards of craftsmanship demanded by hos- 
pitals . . . provides you with a heavy gauge product 
of 302 stainless that is second to none in quality and 
features. And Polar sinks are priced to protect your 
interest in quoting jobs and making money on them. 

It will pay you, as it has so many others, to inves- 
tigate Polar Ware. Write for the name of the Polar 
distributor in your area, and for full information on 
this hard-hitting line of stainless steel sinks. 


Polar Ware Company “ 


‘4900 LAKE SHORE ROAD, SHEBOYGAN, WIS 
Merchandise Mart Chicago 54, Room 1455 


*415 Lexington Avenue *800 Santa Fe Ave 
New York 17, N. Y Los Angeles, Calif 


Offices in Other Principol Cities “Desiqnates office 


ond warchouse 





News 





(Continued from page 124) 
human control or ‘Acts of God’ they 
could probably have been provided 
against through proper insurance,” 


D&B said. 


During 1958, only seven p-h-c 


failures resulted from fraud on 
fraudulent intent on the part of the 
principal or principals of the busi- 


ness. Neglect was reported as a 


cause in 12 businesses. Fraud and 
neglect as a cause added up to 19 
or 5.4 percent of the 1958 failures. 

The bulk of the failures, 92.7 
percent, was due to poor manage- 
ment, D&B pointed out. Leading 
cause listed in the report was “in- 
competence,” which accounted for 


11.7 percent. Other causes were 


cent; lack of managerial experience, 
19.1 percent; and lack of experience 
in the field, 7 percent. 

Some of the “surface causes” 
uncovered by the study included 
lack of sales, which caused 42 per- 
cent of the failures; receivables 
difficulties, 29.7 percent; and com- 
petitive weakness, 25.8 percent. 
Other causes listed included heavy 
operating expenses, inventory dif- 
ficulties, excessive fixed assets and 
poor location. 


“unbalanced experience,” 24.9 per- 


= The study said that some of the 
failures “resulted from a combina- 
tion of these causes.” 

The study figures include only 
those failures which resulted in 
losses to creditors. It does not in- 


Brady 
Improved Products 
Do Their Jobs 


BETTER tor LESS 


clude voluntary retirements or 
businessmen who closed their doors 
owing no bills. 


Sharp-Eyed Estimators Win 
in Miss Harcraft Contest 
TorrRaNcE, Catir.—Three sharp- 
eyed contractors, all hailing from 
the South, walked off with the top 
prizes in the “Measure Miss Har- 
craft” contest. The results were an- 
nounced last month by the Harcraft 
Brass Division of Harvey Alumi- 


WATER TANKS 
Brady DELUXE — warranted for 10 FULL 
YEARS 
Engineered and built to serve anywhere 
under most severe water conditions 
Baked-on Epoxy lining over Armco Zinc 
Grip* heavy gage steel 
THE BRAND NAME TANK YOU INSTALL 
AND FORGET 


num, sponsor of the novel contest 
that required contestants to guess 
the bust, waist and hip measure- 





ments of a pretty girl. 





sFirst prize, an expenses-paid, 


AIR VOLUME CONTROLS 
@ Available in all popular sizes 
@ New AV-100 handles domestic 
water tanks to 120-gallon capacity 
* Standard of the industry for over 
20 years 


one-week vacation for two any- 
where in the country, went to Ed 
Goppert of Clearwater, Fla. Second 
prize, a 21-inch color television set, 
went to Willard Hutto, Richmond, 
Va. Third prize, an outboard motor, 
went to a lady contractor, Mrs. 
James Watson of Lynchburg, Va. 
Duplicate prizes were awarded to 








the wholesaler salesmen who were 
BRADY JET-TYPE FOOT VALVES listed on the winning contractor 
entries. They were Woody Scheidt, 
Clearwater; Kenneth Gentry, Rich- 
mond; and A. R. Barbour, Chase 
City, Va., taking first, second and 
third prizes, respectively. 


@ Eliminate water turbulance — water flows freely, evenly 
@ Brass construction with corrosion-resistant diffuser for that 


extra flow that counts. 











= The official measurements, as de- 
termined by famed makeup artist 
Wally Westmore of Paramount 
Studios in Hollywood, were re- 
corded as: Bust 35%46 inches; waist 
24% inches; and hips 35%6 inches 
Twenty-eight other contestants 
were awarded de luxe aluminum 


@ AND Brady-Quality 
SNIFTER VALVES 
PRESSURE SWITCHES 
PRESSURE GAGES 


Brady 


COMPANIES 


18th & Ebright Streets Muncie, Indiana 
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GLENVALE 
BALL COCKS 


“Top Brass” 
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Quiet - Long Lasting 
Simple Design 


Meet All Federal 
Specifications 


Performance Tested 
For 10 to 200 Lbs. 
Pressure 


Regular +GP-99 
Anti-Siphon #GP-10 


New simplified Glen- 
vale design lasts longer 
— operates quietly — 
and assures a positive 
seal. You'll find Glen 
vale brass alloy ball 
cocks prove out suc- 
cessfully in every in- 
Stallation. Sold by 
leading jobbers every 
where 
* 


PACKAGED COMPLETE 
READY TO INSTALL 
® 
FIT PRACTICALLY ALL 
TANKS 
a 


ASK YOUR JOBBER 
FOR FREE DISPLAY 


Gienvar€ 


PRODUCTS DIVISION 
Hoover Ball & Bearing Co. 
MALVERN, ARKANSAS 
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camping and picnic coolers for their 
“close, but not close enough” ef- 
forts in the contest. 


Wilkinson Named President 
of American-Standard A-C 
New York CIty 
—Clyde Wilkin- 
son has been ap- 
pointed president 
of the Air Condi- 
tioning Division of 
American - Stand- 
ard, according to 
an announcement 
C. H. Wilkinson }<¢ month by Jo- 
seph Grazier, president of A-S. 
Wilkinson has been with the firm 
since 1955, starting as manager of 
water heater products for the 
Plumbing & Heating Division. He 
has been acting president for the 
past yeal 


Atom Crystal Ball 
Looks Into the Future 


ATLANTIc City, N. J. 


favorite 


America’s 
escape into the 


electrifying 


looking 
future—took on an 
look when two experts on atomic 
power spoke before the National 
Youth Conference on the Atom 
here recently. 

Charles Weaver, vice president of 
atomic power activities of Westing- 
house Electric Corp., and Francis 


H. McCune, 


atomic 


vice president of 
development of 
General Electric Co., visualized the 
typical home of 2000 A.D. as push- 
button and “totally electric.” 


business 


A control center will automati- 
cally 


adjust the temperature and 
(Please turn to page 128) 


Easy to handle... 


BOXED COUPLINGS: Steel pipe cou- 
plings, both black and galvanized, 
from Wheatland Steel Products Co. 
Philadelphia) will be marketed in 
cartons, the firm announced recently. 


PIPE-WRAP 
TAPE 


Positive Protection 
for Buried Pipe 


Here’s protection by the roll for buried 
pipe. Arno’s new Pipe-Wrap Tape 
effectively protects all underground 
pipe from rust or corrosion — 
even in coastal areas! 

It’s tough, stretchy polyethylene 
tape with a tacky, pressure- 
sensitive adhesive that enables it 
to provide a continuous film, 
covering all irregularities and 
fittings. This protection guards 
against the attacks of rust, acids, 
salts, alkalies or other contaminants. 
Pipes, conduits and slab ducts last 
longer... you also guard your reputation 
for dependable installations. 

Try it... write for free sample of 
Arno C-350 Pipe-Wrap Tape. 


Agents Wanted 
for Selected Areas 


PROTECTS FROM 
RUST AND CORROSION 


Unprotected 
pipe heavily rusted 
after only 2 months 

in ground, 


Section of 
same pipe protected | 
by Arno Pipe-Wrap @ 
still bright and ; 

rust-free. 


SEND FOR 
FREE SAMPLE 


e ms 
Anno ADHESIVE TAPES, INC. 


Dr. Scholl's Adhesive Tape Division 
4160 Ohio St., Michigan City, Indiana 
Warehouses in New York, Detroit, Atlanta, 
Minneapolis, Fort Worth and Los Angeles. 
Sales offices in principal cities. 
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(Continued from page 127) 
humidity of the house to meet any 
change in weather conditions. Con- 
veyors will carry food from the 
freezer to an electronic “cooking 
station” where it will be prepared 
without human effort 

These are just two of the many 
wonders predicted at the confer- 
ence. In view of these develop- 


ments, said one conference observ- 








om 
MmaATING 
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suenvriocinaG 





er, it seems a shame to clutter up 
such an efficient home with things 
as inefficient as husband and wife. 


Contractor Group Rejoins 
Heating-Cooling Council 
WASHINGTON, D. C.—Contractors 
will again play an official role in 
the activities of the national Better 
Heating-Cooling Council, the pro- 
motion and marketing arm of the 


. acomplete handbook, your guide to ideas, methods and data in this prin- 


ciple source of automatic heating . . 


material in the shop. 


e CASV to use on the job, quick reference 


‘A Short Course in Oil Heating and Oil Burner Servicing” is actually a newly 


revised and enlarged edition of the most popular reprint book we've ever 
published from DOMESTIC ENGINEERING. Fully illustrated and written 
by a top-flight independent advisor to the Industry and D.E., the book gives 


vou an expert analyses of the many 


improving combustion « omponents, 


devices and methods of repairing and 


Here’s just a sample of the chapter contents: 


e Fundamentals of Oil Heating 
e Gun Type Oil Burners 


« Flame Patterns 
e Factors in Oil Burner Efficiency 


Offered FREE as a special subscriber service... 


with your new or extension subscription to 


DOMESTIC ENGINEERING 


Simply clip, fill in and return the coupon below for your copy 


Please send me‘the New Edition of your reprint book, “A Short Course in 
Oil Heating and Oil Burner Servicing,” with my ( new [_] extension subscrip- 
tion to DOMESTIC ENGINEERING at the Special Rate of Two. Years 
for $8,00*: 


*Saves 20% off the Regular Rate of $5.00/yr. 


Name 
Firm 
Address 

City 


|_| Remittance Enclosed 


Lor 
Bill Me 


My Company 


DOMESTIC ENGINEERING + 1801 Prairie Avenue « Chicago 16, Illinois 


hot water heating and compatible 
cooling industry. The contractor 
group is the National Assn. of 
Plumbing Contractors. 

Its president, Irvin Rechkemmer, 
said that NAPC’s “renewed support 
of the council will enable contrac- 
tors, manufacturers and whole- 
salers to work more closely to- 
gether on common goals—the 
greater promotion of hot water 
heating in both residential and non- 
residential fields.” 

During a recent meeting between 
representatives of the two groups, 
Rechkemmer announced that a sur- 
vey is currently being made of 
NAPC members to determine the 
amount and nature of the hydronics 
business they are doing. He said 
that approximately 65 percent of 
its members do some type of hy- 
dronic heating work. 


Honeywell to Introduce 
Air Cleaners for Homes 
MINNEAPOLIsS—Electronic air 
cleaning equipment for residential 
use will be marketed early this year 
by Minneapolis-Honeywell Regu- 
lator Co., the firm announced. 
“The home market has been vir- 
tually untapped, and we believe 
that industry-wide sales of resi- 
dential electronic air cleaners will 
approach $75 million in the next 10 
years,” said Hal Chamberlain, resi- 
dential market manager. 
Honeywell has been producing 
commercial electronic air cleaners 
for more than three years. Its Wa- 
bash (Ind.) plant was expanded 
recently for production of commer- 
cial and home units. 


Space Vehicle Supplier to 
Merge with Copper Tube Firm 


TeTeRBORO, N. J.—Another indus- 
try merger is in the offing, it was 
revealed last month when Robin- 
son Technical Products Inc. here 
and Kensico Tube Co. announced 
that terms for a merger had been 
agreed upon by the boards of di- 
rectors of both firms. 

The announcement was made 
jointly by Thomas Nast, president 
of Kensico (Mt. Kisco, N.Y.), and 
C. S. Robinson, president of Robin- 
son Technical Products. 

Terms of the merger call for an 
exchange of 170,000 shares of 
Robinson stock for 34,000 shares of 
Kensico. The proposal will be 

(Please turn to page 152) 
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ane source fora [iimaminsamanieh 


Exclusively yours 


° in = =a when you use 
i> Union Malle- 
L 3 able’s Black U- 


Cote Fittings. U- 
Cote is a dense, 
long-lasting, 
moisture-proof 
film that protects 
against: 


e Abrasions 
¢ Electrolysis 
KNOWN FOR QUALITY THE WORLD OVER — 
« Heat 


tb DIELECTRIC UNIONS ve . POLY-PLUS BLUE 


Dissimilar metals such as copper and INSERT FITTINGS 
iron, or other metals are safely con- 


nected without electrolysis or galvanic 
action when you use U-Brand Dielec- 
tric Fittings. 


LOOK AT THESE FEATURES: * : - Y t « ¢ % 2 % * aod] 


Tough Nylon elimi- 
nates inefficient gas- 
kets 

Co solder fitti 
pod cate from “tee ...- Built to Outlast the Life of the Pipe! 
stock 

Cash savings NOW 
with trouble-free 
service 


The modern fitting for flexible plastic pipe 
applications. Priced with the lowest, they 
perform with the best. They’re durable, cor 
rosion-resistant, lightweight and unmatched 
AVAILABLE IN POPULAR SIZES “ iene | LEX 
. <—_ on ieee, an 
| <a Couplings, Adapters ( Ops 


FOR ALL YOUR NEEDS 


Sold through wholesalers only 5 
SHIPPING DEPOTS FOR FAST SERVICE SPECIFY a ge 


Albany ° Ashland ° Atlanta > Chicago 
Dallas «* Denver ¢ Portland ¢ Los Angeles 


Galvanized and Black U-Cote Malleable 
Fittings 6” thru 6’; Unions; Plugs and 
Bushings; Cast Iron Drainage and 
Screwed Fittings; Steel and Brass Nipples; 
e Reducing Nipples; Brass and Steel Venturi 
The Union Malleable Adapters; Brass and Steel Well Seal 
: Elbows; Poly-Plus Blue and Nylon Plastic 
ARS MCC OT eT TL) Insert Fittings—Ells, Tees, Couplings 
Ashland, Ohio ¢ Vernon, Calif. and Adapters; Dielectric Unions; ‘Taper- 
shlan i rnon, Cali lok Sanitary Well 
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PURCHASING AGENTS 
AND BUYERS 


Over 740 pages of catalog prod 
data. 

0 factur: 
ca 

; 


i exed an 
ne rence 
rod. 
4600 


ic. 


Jat 


CHICAGO 16, 


ri 


ORDER YOUR COPY NOW! 


DOMESTIC ENGINEERING CATALOG 
DIRECTORY has just come off the 
presses. But because we've received 
such a great number of advance orders, 
only a few hundred copies are left for 
distribution at this time. 
Bound, prefiled and thumb-notch in- 
dexed, the Catalog Directory saves you 
time, speeds up daily purchasing activity 
and makes it possible to efficiently in- 
crease business volume. 
You actually get fingertip control of our 
Industry with DOMESTIC ENGINEER- 
ING CATALOG DIRECTORY on your 
purchasing desk. No more hunting 
through loose material scattered in mis- 
cellaneous file drawers. It's right there 
in front of you, ready to do a job now. 
Guarantee yourself a copy of “the 
Big Orange Book". . . check, fill in, 
detach and return the coupon 
below with your remittance . . . or 
we can bill you later. 
Order now, while you're thinking of it 
and while copies are still available. 


AVENUE, 


PRAIRIE 


1801 





Please check your 
business classification: sts : teh 
Wholesaler 1801 Prairie Avenue, Chicago 16, Illinois 
Engineer 
Independent 
Employed by: 


Gentlemen: 
Here is my order for a Domestic Engineering Catalog Directory service at: 
3 years for $25.0 1 year for $12.50 


(Saves 333% from single copy rate.) (Regular Rate) 
(Fill in type of firm) Remittance Enclosed Bill Me 
Contractor 
Government Agency 
Manufacturers’ Agent 


Other 


Firm Name 
Your Name 


Address 











(Please fill in) City 
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seeing 
double 








If you go in for Privazoning, you'll see double — double customer 
satisfaction (both husband and wife!) and double profits — since 
Privazoning means almost double the fittings. 


Successful Plumbing Contractors KNOW Sterling has the 
made-to-order line for this modern room arrangement. Up-to-the-minute 


design and correct engineering are just two of many 
reasons why it will pay you to specify Sterling. ] Sena 
— > 


Visit your wholesaler soon and see the complete line. a 





aR wa 2 For information about Privazoning including 
yy gus SS a is Floor Plans, Design Assistance, Sales Kits, Film 
riing sauce Strips, and’ Manuals, write 
mai 
OVEIAWY PRIVAZONE COUNCIL OF AMERICA 
MORGANTOWN e W. VA. = Associations Building © Washington 6, 0.C. 


THE WORLD’S LARGEST INDEPENDENT PRODUCER OF PLUMBING BRASS GOODS 








And the Journal of Mechanical Contracting 


~ SERVICE 
SECTION 


16 pages of products, literature, tools, methods, ideas 


ODORS 


PURIFIED 
AIR 








REGENERATOR 











AN AUTOMATIC AIR PURIFIER is incorporated in a new air conditioning develop- 
ment from Carrier Corp., Syracuse, N. Y. The product (shown at left with panels 
removed) has been designed to provide continuous 12-month control of the quality, 

humidity and purity of indoor air as well as its temperature. At the right, large 
Product of the Month arrows indicate the direction of airflow through the filter element which is continually 
bathed with purifying liquid pumped from the collector pan at the bottom. Part of 


the fluid is drained into the regenerator. Here odors are removed and minerals 
precipitated. To receive details, circle No. 1 on the reply card, page 149. 
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NEW 


PRODUCTS 


on 








in this section. 





How to use this special section: 

AT THE END OF THIS SPECIAL SECTION of new products, 
trade literature and free DE publications on management, 
selling and technical subjects, you will find a postage-paid 
reply card, numbered according to the items appearing 


® For more data on any of the products or literature—or 
to obtain any of DE’s free publications—merely circle the 
appropriate number on the reply card and mail it. Do- 
MESTIC ENGINEERING’S Readers Service Department will 
rush the requested information back to you. 








Power Gas Burner 

An automatic po gas burner 
designed to eliminate noise at 
burner startup and shutoff has 
been announced by Cox Manu- 
facturing Co., Ridgeville, Ind. 
Called the Wondaire, the unit also 
features a flame retainer to utilize 
a high percentage of the heat pro- 
duced. The burner is available in 
two sizes—one to handle heating 
requirements of 90,000 to 260,000 
Btu/hr and the other for needs 
from 200,000 to 400,000 Btu/hr. 

Circle No. 3 on reply card. 


134 


Tub-Shower Control 

A tub-shower water control 
whose working parts are sealed in 
a self-lubricated, replaceable car- 
tridge has been introduced by 
Moen Faucet, a Division of Stand- 
ard Screw Co., Bellwood, Ill. The 
Dialcet valve unit—whose chrome- 
plated escutcheon has one Lucite 
control knob—regulates both wa- 
ter temperature and pressure. The 
valve body containing the car- 
tridge is a shell-molded brass cast- 
ing built permanently into a wall. 

Circle No. 4 on reply card. 


Cuisine Centre Fitting 

A faucet designed by Raymond 
Loewy Associates and termed the 
Tiara has been introduced by Elkay 
Manufacturing Co., Chicago. The 
chrome-finished brass fitting, hav- 
ing a 10-in. are spout swing, is 
standard equipment on the firm’s 
recently introduced line of Cuisine 
Centre sinks. Its wing-style con- 
trols operate on a quarter turn 
from full off to full on. 

Circle No. 2 on reply card. 


WHEN FILTERS 
NEED CHAMGING 


Whistling Filter Signal 

A signal that whistles when fur- 
nace filters need to be changed has 
been developed by Viking Instru- 
ments Inc., East Haddam, Conn. 
Called the Filter Watcher, the sig- 
nal installs on the furnace or blow- 
er enclosure between the filters 
and the blower. As the filters be- 
come clogged, the blower sucks air 
through the whistle which grad- 
ually builds up an audible whis- 
tling alarm signal that sounds at 
the time a change is required. 

Circle No. 5 on reply card. 
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Piston Expansion Absorber 

A sliding piston type Expansion 
Absorber for hydronic heating sys- 
tems has been announced by Cobra 
Metal Hose, Chicago. Constructed 
of heavy-duty copper, the absorber 
is available in 4%, 34, 1, 1%, 12 
and 2-in. id with a female and a 
male tube end. The smallest size 
will absorb an expansion of 2 ins. 
Foreign matter is kept from enter- 
ing by a hygroscopic seal. 

Circle No. 6 on reply card. 


Poppet Type Relief Valve 

A poppet iype pressure relief 
valve that is designed for applica- 
tions needing an economical pres- 
sure-only relief valve, has been 
introduced by Watts Regulator Co., 
Lawrence, Mass. Designated the 
3L, it is available in 4% by % and 
3% by 34-in. sizes and has an all- 
bronze (85 percent copper) body, 
stainless steel spring and generous 
water flow ways. It is listed by 
AGA in compliance with American 
Standard ASA Z21.22-1958. 

Circle No. 9 on reply card. 
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Flexible Pipe Insulation 

A pre-formed pipe and duct in- 
sulation that flexes to any config- 
uration has been announced by 
Grant Wilson Ite., Chicago. The 
Flex-Sulation is available in 6-ft 
lengths with 3% or 14-in. wall thick- 
nesses for copper tubing from %4 
to 3 ins. and iron pipe from %4 to 
2\4-in. sizes. When used with an 
the insulation can be 
slit for use on existing piping. 

Circle No. 7 on reply card. 


adhesive, 


New Mueller Units Need 
Little Floor Space 


A line of competitively priced 
furnaces which require as little as 
2% sq ft of floor space has been 
announced by Mueller Climatrol, a 
Division of Worthington Corp., 
Milwaukee, Wis. All but one model 
of the line, whose largest unit re- 
quires 4.2 sq ft of floor space, are 
adaptable to year-round air con- 
ditioning. Capacities of the gas- 
fired line range from 65,000 to 
125,000 Btu7hr. The heat exchang- 
ers are mounted to eliminate un- 
even strain and thereby prevent 
expansion and contraction noises. 
To further reduce sounds, blowers 
are of large size with dynamically 
balanced blower wheels. 

Circle No. 10 on reply card. 


y 
Remote Ce=trol Valves 

Remote control valves offered 
with straight (shown) or angled 
rods of varying lengths for labora- 
tory application such as open or 
closed type fume hoods are avail- 
able from T & S Brass & Bronze 
Works Inc., Westbury, L.I., N-Y. 
The valves have %s-in. ips female 
inlets and outlets and are furnished 
with stainless steel floating cone 
and removable seats. 

Circle No. 8 on reply card. 
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Fuel Oil Pump 

An Oilifter that enables fuel oil 
to be pumped automatically at 
capacities up to % gph 
storage tank to a burner that is up 
to 20 ft above the tank is available 
Controls Co. of America, 
Milwaukee, Wis. It is designed for 
operation with oil burning space 
heaters, ranges and water heaters; 
vaporizing type furnaces; and ro- 
tary type and conversion burners. 

Circle No. 11 on reply card. 


from a 


from 


Gas Light Fixture 

The eighth unit in its line of 
Gaslites has been announced by 
Arkla Air Conditioning Corp., Lit- 
tle Rock, Ark. Called the Riviera, 
it has a hurricane type chimney 
with an ornamental brass gallery 
and is topped with an eagle crest. 
The model is 19%% ins. high and 
11% wide and comes with a 
3-in. diameter, 8-ft post. It pro- 
vides from 75 to 80 candle power. 

Circle No. 12 on reply card. 


Ins. 


Fiat Presents Snap- 
Together-Wall Shower 


A shower cabinet featuring a 
structural wall that comes in sec- 
tions that snap into place is avail- 
able from Fiat Metal Manufacturing 


Co., Franklin Park, Ill. The unit, 
known as the Wonderwall Commo- 
dore, has metal walls covered with 
Gold Sequin-pattern Formica and 
backed with a sound-deadening 
l-in. Styrofoam filler. It also has 
a glass door and panel set in alu- 
minum frames. The floor of the 
unit is the firm’s 1-piece, pre-cast 
terrazzo floor. The new shower is 
available in three styles—the corner 
style (illustrated at left), a recessed 
model and a room-corner design. 
Circle No. 16 on reply card. 


Adjustable Shower Heads 
Adjustable shower heads and 
bathing units (manufactured by 
Webb Industries Inc., Bay Village, 
O.) are available from the Kenco 
Pump Division of American Cru- 
cible Products Co., Lorain, O. 
Named Perma-Jet, the units are 
constructed of nylon, Mylar and 
stainless steel. For use at variable 
levels, the shower head combines 
with a 52-in. flexible extension. 
Circle No. 13 on reply card. 


Cellar Drainer Pump 

A bronze cellar drainer pump 
having a discharge capacity of 2,810 
gph at a 5-ft head is in production 
by Wayne Home Equipment Co., 
Fort Wayne, Ind. It has a 4-hp 
motor with overload protector, 
stainless steel shaft, and bronze 
column, bearings and impeller. The 
Deluxite unit offers displacement 
weights or copper ball float. Two 
and 3-prong cord sets are available. 

Circle No. 17 on reply card. 


Material, Air Handling Fans 

A line of industrial fans for both 
material and air handling applica- 
tions is available from the Sturte- 
vant Division of Westinghouse 
Electric Corp., Boston, Mass. The 
fans can be used for handling gran- 
ular, abrasive and fibrous materials, 
dust collection, fume and high tem- 
perature exhaust and similar in- 
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Submersible Sewage Ejector 

A competitively priced submer- 
sible sewage ejector for residential 
installation has been announced by 
Weil Pump Co., Chicago. Capacity 
of the unit, which handles solids 
up to 1% ins. in diameter, is 75 
gpm at a 15-ft head or 50 gpm at 
a 20-ft head. It fits in a 24-in. id 
basin, which can be sealed for gas- 
tight installation. Its 
'o-hp capacitor type. 

Circle No. 14 on reply card. 


motor is a 


dustrial processes. Featured in this 
Series 400 line is a newly designed 
open wheel in several styles for 
adaptation to most material han- 
dling applications. The wheels are 
built of heavy welded steel. Rubber 
and other protective coatings are 
available for severe corrosion and 
abrasion applications and can be 
applied to smooth surfaces. 
Circle No. 18 on reply card. 


Pipe Suspension System 

An adjustable pipe suspension 
system having “unlimited versatil- 
ity” has been introduced by Fee & 
Mason Manufacturing Co., Manas- 
quan, N.J. The FaMet Metal Fram- 
ing system consists of pre-formed 
channel members available in four 
basic sizes, and a wide range of 
framing fittings, hangers and acces- 
sories. Continuous concrete inserts 
anchor the framing. 

Circle No. 19 on reply card. 
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Recold Announces Modular-Design Air Handlers 


A series of compact, modular- 
design air handling units for air 
conditioning, ventilating, or heat- 
ing and ventilating has been in- 
troduced by Recold Corp., Los 
Angeles. The units are rated from 
800 to 34,000 cfm for direct expan- 
sion, chilled water, hot water and 
steam applications. Features are a 
blower section independent from 


the coil sections, flexible arrange- 
ments with top, bottom or rear fan 
discharge; many motor and coil lo- 
cations and any combination of 
coils and accessories. Available 
with the units are accessories such 
as flat or angular filter sections, 
mixing box and dampers, face and 
by-pass dampers and humidifier. 
Circle No. 15 on reply card. 
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How to measure your future 


All phases of school construction that relate to the inter- 
ests of the plumbing-heating contractor are expertly analyzed 
and. set forth in a booklet reprinted from a series of articles 
in DE. Free to you; just turn to page 171 and... 


Circle “Your Future in Schools Booklet” on reply card. 
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The latest new and improved product 





Packaged Gas Chimney 
ral improvements have been 
its Ait 
and vents by General 
Co., Fredericksburg, Va 
the introduction of 
(illustrated ) 
then snap into place 


inte! 
joints 

ogethe 

r two are curled-end de 

j 


ana 


a round-to-oval adapte: 
Circle No. 20 on reply card. 


Jet packaged gas 


which 


Laundry Tub of Fiberglas 
A laundry tub of F 
1S) has been introduced by Bowen 
Co., Baltimore 
f 22 gals 


high, 


iberglas (mod- 
Having a capacity 
the unit measures 34 ins 
20 ins. wide and 24 ins. deep 
Its deck is drilled to accommodate 
a 4-in Mounted 


tand, the tub comes in rose, green 


faucet on a steel 
and neutral 


Circle No. 21 on reply card. 


Reznor Control System 
Includes Unit Heaters 


An expansion of its Flexitemp 
control system to include its en- 
tire line of suspended unit heaters 
in 11 from 25,000 to 
300,000 Btu nas been announced by 
Reznor Manufacturing Co., Mercer, 
Pa. The control system has been 


capacities 


designed for virtually eliminating 
hot air blasts. The controls 
available also with propeller fan 


are 


type unit heaters and with exposed 
blower type and cabinet-enclosed 
type The system 
combines a low voltage anticipating 


blowe) heaters. 


thermostat with a 2-speed motor 
and an automatic fan speed selector 
which operate independently of the 
heater’s burner controls. It is paced 
to the weather, matching heat pro- 
duction with heat distribution. 
Circle No. 23 on reply card. 


Hi-Boy Furnaces 

A line of gas and oil-fired fur- 
naces has been introduced by John- 
son Furnace Co., Cleveland. Named 
the Air-Ease line, the hi-boy units 
feature a base not requiring grout- 
For 
intake, the base cover 
the filter 
channels attached to the open base. 

Circle No. 22 on reply card. 


ing when side filters are used. 
bottom ail 
and 


panel is removed 


Hot Water Storage Tanks 
A series of hot water 
tanks has been added to its line of 
water heating equipment by Ray- 
pak Co., El Monte, Calif. One of 
the features of the new tanks is 
their full glass lining. This is made 
possible because an 1] by 15-in. 
access manhole is provided, so that 
the lining can be done after the 
ends are welded to the tank. This 
operation thus affords complete 
glass lining of these seams. The 
tanks, of steel construction, are pro- 
tected by a magnesium anode. 
Circle No. 24 on reply card. 


storage 
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developments are presented monthly in 


this section 





Round Thermostat 

Its Diamond Jubilee round ther- 
mostat has been introduced by 
Minneapolis-Honeywell Regulator 
Co., Minneapolis. Its dial is 40 per- 
cent larger than that of the firm’s 
earlier round models. Its set point 
scale plate is located at the top, 
while the thermometer scale is at 
the bottom to afford easy reading. 

Circle No. 25 on reply card. 


Single-Cabinet Heat Pump 

A 3-ton heat pump built into one 
weatherproof cabinet for commer- 
cial and residential applications has 
been announced by Carrier Corp., 
Syracuse, N.Y. With a duct at- 
tached, it can be mounted on the 
roof of a commercial structure and 
heat and cool the interior either 
through a single large diffuser or 
through ductwork to handle several 
rooms. Auxiliary resistance heaters 
are prefabricated and slip onto the 
discharge side of the unit when 
they are needed. 

Circle No. 27 on reply card. 
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Goldware Introduces Enameled Cast Iron Bathtub 


A bathtub manufactured of por- 
celain-enameled cast iron has been 
added to its fixture line by Gold- 
ware Inc., Chicago. 

"The tub, for recessed applica- 
tions, measures 5 ft in length, 14 
ins. in height and 29 ins. in width 


Rheem Furnace, System 
Heat Multi-Level Homes 


A gas-fired lo-boy furnace shown 
here with the firm’s Auto-Zone 
system installed in the plenum is 
available from Rheem Manufactur- 
ing Co., Chicago. Connected to two 
thermostats in the home, particu- 
larly in multi-level and other hard- 
to-heat homes, the system continu- 
ously balances air flow to provide 
even heat throughout the structure. 
The motor-operated damper system 
responds to thermostats sending 
more warm air to cooler sections of 
the house. The Rheemglas furnace 
is finished in two shades of blue. 

Circle No. 28 on reply card. 


and has a 1-in. rim for tiling-in 
It is engineered to give the maxi- 
mum amount of gallon capacity to 
the sump. Available for both right 
and left-hand installations, the 
model comes in white, blue, green, 
pink and yellow 
Circle No. 26 on reply card. 


Use handy reply card on page 149... . 











Plastic Toilet Seat Hinge 

An all-plastic hinge for use on 
its toilet seats has been announced 
by Fulton Seat Co., Cleveland. 
Made of linear polyethylene Cel- 
anese Fortiflex, it is guaranteed the 

. and watch her ring up one toilet seat replacement sale life of the seat. The hinge’s drop 

after another. Her name is Blushing Betty, and she appears bolts are fitted with plastic combi- 
in DE’s kit of promotional literature, posters, jumbo postcard nation washer-nuts which tighten 
and hold the seat against the water 
closet rim. Moving parts of the 
hinge operate against a shoulder on 
Circle “Blushing Betty Kit” on reply card. the bar. 
Circle No. 29 on reply card. 


and suggested advertisements to stimulate toilet seat replace- 
ment sales. To receive this free, helpful kit .. . 











A. O. Smith Unveils 


New Jet Pump Motor 


A fractional horsepower jet pump 
motor that has a sealed cavity in 
its drive end casting to permit the 
pump impeller to couple directly 
to its shaft has been introduced by 
A. O. Smith Corp.’s Electric Motor 
Division, Tipp City, O. In the up- 
per part of the illustration at left 
is the top view of the Smithseal 
motor showing the threaded shaft 
within the sealed cavity. The bot- 
tom view shows the sealed capsule 
on the other end with canopy re- 
moved to show arrangement of 
functioning electrical parts. 

Circle No. 30 on reply card. 


Copper Tube Boilers 

Copper tube boilers designed for 
hot water, radiant, baseboard or 
convector heat in residential appli- 
cations are available from Bryan 
Steam Corp., Peru, Ind. They are 
rated from 125,000 to 500,000 Btu/hr 


Use handy reply card on page 149... gore i fy Scare 
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1¥%4-Inch Zone Valve 

A 1\%4-in. zone valve for hot wa- 
ter heating and cooling systems 
has been developed by H. A. Thrush 
& Co., Peru, Ind. In a closed posi- 
tion, it stops water flow against 
pressures to 35 ft of circulator head 
pressure. It can be soldered into 
the line as is, and it has a visible 
wheel for opening and closing the 
valve manually. The zone valve 
operates from standard thermostats 
and relays. 

Circle No. 32 on reply card. 


Wall-Hung Water Cooler 

A wall-hung water cooler has 
been added to its OaSis line by Ebco 
Manufacturing Co., Columbus, O. 
It comes in 7 and 13-gal. sizes and 
has external features such as a 
brown vinyl] laminate finish on 20- 
gauge steel and removable panel. 

Circle No. 35 on reply card. 
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Lighted Medicine Cabinets 

Two medicine cabinets, each 
available in several sizes, have been 
introduced by General Bathroom 
Products Corp., Chicago. One is 
the Swing-O-Mir (illustrated), and 
the other is called the Mod-U-Lite. 
On the former, the mirrors swing 
vertically and in a rotary position 
for viewing at any angle. The Mod- 
U-Lite cabinet has perimeter light- 
ing with a 4-way switch for selec- 
tive lighting. 

Circle No. 33 on reply card. 


Chrysler Announces 1960 
Room Air Conditioners 


A line of room air conditioners— 
29 models in four series—has been 
introduced by the Airtemp Division 
of Chrysler Corp., Detroit. The 
models range from 1 to 2% hp and 
have Btu/hr ratings of 6,000 to 
22,500. Illustrated is the Chrysler 
Casement which is a 1-hp unit with 
a 6,000-Btu/hr capacity; it operates 
on 115 v. Only tool needed to install 
it is a screw driver. The unit bolts 
directly to the window frame in 
the holes provided for the screen. 
The window opens, closes and locks 
normally. The conditioner is 
equipped with automatic thermo- 
stat, twin filters and a permanently 
lubricated motor. Its chassis can 
be removed for servicing without 
disturbing the installation. 

Circle No. 36 on reply card. 


Removable-Door Vanities 

A line of standardized bathroom 
vanities called the Mat-A-Dor 
series is available from Glissade 
Inc., Brooklyn. The vanities feature 
removable sliding doors and side 
panels for accessibility to the 
plumbing trap and openback con- 
struction to permit running pipe to 
the wall. Tapered legs raise the 
units 6 ins. from the floor. Lengths 
range from 24 to 72 ins.; standard 
height is 31 ins. 

Circle No. 34 on reply card. 








Single-Lever Fitting 

Its Singl-ese fitting is now avail- 
able on two more countertop lava- 
tories in addition to its Crown unit 
according to Crane Co., Chicago. 
One model is the Westland, a 19 by 
20-in. vitreous china lavatory with 
soap depressions and twin hidden 
front overflows. The 
Charlotte, an 18 by 20-in. porce- 
lain-enameled cast iron unit. The 
Singl-ese lever permits control of 


other is the 


both water volume and tempera- 
ture. It closes with pressure. 
Circle No. 37 on reply card. 
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"O" Ring Swing Joint 
An “OQ” 


IngBE a 


ring swing joint featur- 
straight full flow 
available from Belfield 
Corp., Philadelphia. The 
accomplished by two neoprene “O” 


plug is 
Supply 
seal is 
rings inserted in grooves at each 
The plug may be 
The joint 
can be furnished in brass, tensilloy 


end of the plug 


inserted at either end 
or any metal to suit special appli- 
cations. Rings made of silicone or 
viton also can be furnished. It can 
be changed from angle to parallel. 


Circle No. 38 on reply card. 


General Electric Offers 


Five New Dishwashers 


Its 1960 line of five dishwashers— 
three portable Custom 3-Cycle Mo- 
bile Maids and two undercounter 
models, the Custom Princess 24 and 
Custom 4-Cycle—has been an- 
nounced by General Electric, Major 
Appliance Division, Louisville, Ky. 
Illustrated at left is the Custom 
4-Cycle model which is provided 
with a plate warmer push button. 
Providing an efficient washing ac- 
tion is a whirling device called the 
Power Shower which is located at 
the top of the appliance. In action, 
it swirls a stream of hot water down 
the dishes. Simultaneously, 
the rotating impeller at the bottom 
is shooting water up at high veloc- 
ity to produce a cross fire of top- 
and-bottom washing action. All 
controls are actuated by push but- 
tons. The dishwashers are avail- 
able in a variety of finishes. 

Circle No. 40 on reply card. 


over 


Bench and Pipe Vise 

A combination bench and pipe 
vise with a throat depth of 71% ins. 
has been introduced by Wilton Tool 
Manufacturing Co., Schiller Park, 
Ill. The extra-heavy-duty unit, 
with a 6-in. jaw width and 6-in. 
pipe holding capacity and 10-in. 
opening, weighs approximately 160 
Ibs and comes also in 312, 4% and 
5-in. jaw width sizes. The top jaws 
for flat work have diamond serra- 
tions with a total of 9 sq ins. of 
work-holding surface on each jaw. 

Circle No. 39 on reply card. 





Lo-Boy Furnace 

An appliance-styled lo-boy fur- 
nace, either gas or oil-fired, has 
been introduced by the Richmond 
and Home Products Divisions of 
Rheem Manufacturing Co., Me- 
tuchen, N.J. Available in five sizes, 
the gas-fired units have an output 
of 110,000.to 220,000 Btu/hr, and 
the oil-fired models are rated from 
112,000 to 224,000-Btu/hr input. 

Circle No. 41 on reply card. 
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Laundry Tray Faucets 

A line of laundry tray faucets, 
consisting of 26 models, has been 
introduced by Royal Brass Manu- 
facturing Co., Cleveland. The vari- 
ous units are adaptable to concrete, 
enameled iron shelf-back and glass 
fiber tubs; one is a wall-mount 
style. The line features renewable 
bonnet stem and “O” rings, and all 
working parts are of brass or 
bronze. The faucets have been de- 
signed with extra-heavy, 
clamping legs for a firm grip. 

Circle No. 42 on reply card. 


wide 


Humidifier Pump 

A clog-free pump for its Model 
400 plenum humidifier has been an- 
nounced by Herrmidifier Co., Lan- 
caster, Pa. The helix type pump 
has been designed also to maintain 
the humidifier’s %-gph capacity 
through several heating seasons 
without maintenance. The Model 
400 can be modified in the field to 
accommodate the new pump. 

Circle No. 43 on reply card. 
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REMODEL... 


> your kitchen 
> bathroom 
> heating-cooling 


Four-color poster can help you sell. . . 


If you sell remodeling, you’ll want to display this handsome 
four-color poster in your window or showroom. The 32 by 
40-in. display illustrates kitchen, bath and heating-cooling re- 
modeling. For your free copy... 


Circle “Better Your Living Poster” on reply card. 








Binks Expands Water 
Cooling Tower Line 


A line of water cooling towers, 
the 4-B series, has been introduced 
by Binks Manufacturing Co., Chi- 
cago. Chief features are quiet op- 
eration and low silhouette. Quiet- 
ness is achieved through use of 
squirrel cage blowers. Sixteen sizes 
are available with capacities rang- 
ing from 5 to 360 tons. Maximum 
heights range from 5 ft 5 ins. to 7 
ft 8 ins., exclusive of foundation 
beams. In the upper photo of the 
illustratior at right is a multiple 
blower tower made by joining two 
single units. Other units can be 
added. Below it is a Watertemp 
tower featuring a pull-out plastic 
decking design. 

Circle No. 44 on reply card. 
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Control System for Gas Water Heaters Introduced 


A control system for application 
fired 


nave 


heaters 
400,000 
Btu has been added to its line by 
Minneapolis-Honeywell 
Ox Minneapolis 


on fas commercial 


which capacities to 


tegulato) 


= it designed 


features a newly 
modulating valve (shown at left) 
which lights at This low 
fire ignition has been engineered to 


eliminate flame “roll-out,” 


low fire 


and 


modulation reduces stacking of 


wate! 


temperatures to a minimum 


by sizing the 


burner flame to the 
hot water. A “flare 
provides for good ignition 
characteristics and pilot stability. 


) 
demand fo: 


pllot , 
At the right is one of two liquid 


used with 
this newly introduced system which 


insertion thermostats 


installed on both new and 
existing water heaters 
Circle No. 45 on reply card. 


can be 


Single-Stick Control 
Handles Crawler Tractor 


A master control for driving 
crawler tractors by means of posi- 
tioning a single control stick for- 
ward, backward or to the side has 
been developed by the Industrial 
Division of John Deere, Moline, 
Ill. Called Pilot-Touch and offered 
as optional equipment on the firm’s 
440 industrial crawlers, the control 
activates hydraulics to 
clutching, braking, 


perform 
steering and 
and reverse 
In action, the operator se- 


shifting for forward 
travel. 
lects speed of travel, then moves 
the control stick. 

Circle No. 47 on reply card. 


Waterless Toilet Fixture 

A vitreous china waterless toilet 
fixture for installation in parks and 
has been an- 
nounced by Mansfield Sanitary Inc., 
Perrysville, O. Known as the Ex- 
Pit Type Model 314, it 


has a hard finish designed to keep 


recreational areas 


pressway 


the fixture clean, sanitary and germ 
resistant. A self-cleaning feature 
is embodied in its flared, open-bot- 
tom construction. It is suitable for 
with or without an open or 
closed-end seat. 

Circle No. 46 on reply card. 


use 


Worm Drive Clamp 

A competitively priced worm 
drive clamp has been added to its 
line of clamps for connecting 
lengths of rubber hose and plastic 
pipe by Ideal Corp., Brooklyn. The 
Hy-Gear device, which is con- 
structed of stainless steel, is fitted 
with a non-collared screw, and it 
comes in a wide range of sizes. 


Circle No. 48 on reply card. 
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Pressure Relief Valves 

A series of pressure safety relief 
valves for application with hot wa- 
ter space heating boilers has been 
added to its line by Watts Regu- 
lator Co., Lawrence, Mass. Avail- 
able in sizes that range from 34 to 
2 units in this No. 740 
large internal flow 
areas and expanded outlets. Ex- 
tremely high discharge capacities 
of the pressure relief valves help 
to provide for an economical Btu 
per thousand cost 

Circle No. 49 on reply card. 


ins., the 


series have 


Ratchet Wrench 

A lightweight ratchet wrench for 
work in close quarters is available 
from Imperial Brass Manufacturing 
Co., Chicago. Designated as Kwik- 
Tite, the tool is designed for use 
in making up tube fittings, high- 
pressure fittings, hydraulic 
hose fittings, pipe fittings and sim- 
ilar applications. 

Circle No. 51 on reply card. 


hose 
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Heat Pumps Among New Chrysler Airtemp Items 


Two heat pumps—a 3-hp pack- 
aged model and a 5-hp split-system 
unit—are among the 16 new items 
offered in its 1960 line of residential 
and commercial heating and air 
conditioning equipment by the Air- 
temp Division of Chrysler Corp., 
Detroit. Features of the 3-hp model 
(illustrated), which has a 35,000- 
Btu capacity, include a removable 
blowe1 and variable air 
intake and discharge arrangements 


section 


Reda Adds Submersible 


Pumps for 3-Inch Wells 


The introduction of two submer- 
sible pumps for application in 3-in. 
wells has been announced by Reda 
Pump Co., Bartlesville, Okla. 


=" They have been designated as 
the X-4 and X-7 models, and both 
units are 42-hp, 115-v, single-phase 
models. The X-4 is designed to 
provide a capacity to over 400 gph, 
and the X-7 handles up to over 600 
gph. The announcement of the 
pump line additions was made by 
Sergei Arutunoff, vice president of 
the Reda manufacturing firm. 
Circle No. 52 on reply card. 


allowing six choices of duct connec- 
tions. It may be obtained with an 
electric heating element and a year- 
round thermostat. The 5-hp heat 
pump, designed for low-tempera- 
ture operation to OF, can be ob- 
tained with a 9.6 or 19.2-kw electric 
heater. Its weather hood is glass 
fiber-insulated. A summer-winter 
thermostat has a signal to indicate 
safety controls failure, if any. 
Circle No. 50 on reply card. 
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Chicago’s Moran Supply Co 
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How showmanship can build big business 


is reviewed in this Domestic Engineering article on 
You 
own business from reading about this million-dollars- 
operation. To receive this free reprint... 


Circle “Moran Showmanship Reprint” on reply card. 
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Evaporative Air Cooler 

Its 1960 line of evaporative air 
coolers will incorporate a germi- 
cidal filter according to Gaffers & 
Sattler Product Division of Utility 
Appliance Corp., Los Angeles. The 
Poly Filter Permachem is designed 
to kill 99 per cent of the germs that 
it traps. 

Circle No. 54 on reply card 
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Room Air Conditioner 

Its 1960 line of room air condi- 
tioners range from 1 hp and 4,200 
Btu/hr to 2% hp and 19,100 Btu 
according to the Kelvinator Divi- 
sion of American Motors Corp., De- 
troit. The units feature a clogged- 
filter signal and germicidal and 
electromagnetic filters. 

Circle No. 55 on reply card. 


Expansion Valve 

A constant-pressure expansion 
valve for refrigeration equipment 
using capillary tube systems has 
been offered by Controls Co. of 
America, Milwaukee, Wis. The 
unit, a bleed type design, avoids 
evaporator frosting by preventing 
the evaporator pressure from drop- 
ping below the freezing point and 
by maintaining constant evapora- 
tion temperature. It can be used 
with Freon 12 or 22, methyl chloride 
or sulfur dioxide refrigerants. 

Circle No. 53 on reply card. 


Packaged Humidifier 

A packaged humidification sys- 
tem for home use has been intro- 
duced by Skuttle Manufacturing 
Co., Milford, Mich. The Model 900 
Cormaire consists of 20 Vapoglas 
evaporating plates in a corrosion- 
resistant pan over an electrical ele- 
ment plus a Hygrometer. 

Circle No. 56 on reply card. 
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literature listing for items of interest to your operation 





Submersible Pump 

A multi-purpose submersible 
pump rated at 3,300 gph at 10-ft 
discharge head is available from 
the Kenco Pump Division of Amer- 
ican Crucible Products Co., Lorain, 
O. Of cast bronze construction and 
having a liquid level control switch 
built into its watertight top, it has a 
13-hp single-phase motor combined 
with a direct-drive bronze impel- 
ler. Model 109 comes as an auto- 
matic or non-automatic unit for in- 
stallation in varying operations. 

Circle No. 57 on reply card. 


Treated Toilet Seat 


A toilet seat, chemically treated 
so as to be rendered germproof, has 
been announced by Fulton Seat 
Co., Cleveland. Corobex is the hy- 
gienic bacteriostat which is intro- 
duced into the seat’s melamine- 
alkyd finish. The seat features a 
large lid and contour ring. 

Circle No. 59 on reply card. 
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Unit Uses Rejected Heat for Heating, Ventilating 


A blower type air-cooled con- 
densing unit which utilizes rejected 
condenser heat for heating and 
ventilating has been announced by 
McQuay Inc., Minneapolis. 


® The AL Aircon unit, as it has 
been designated, combines refrig- 
erant condensing with heating and 
ventilating and is flexible for indoor 
and outdoor use. It can be used 
also for the secondary purpose of 


Rheem Offers Fully 
Packaged Gas Boiler 


A gas-fired boiler, manufactured 
in four sizes and rated at 46,500 to 
113,300-Btu output, is available 
from Rheem Manufacturing Co., 
Chicago. Fully packaged with con- 
trols installed and wired, it is 
adaptable to zone control heating 
by the addition of circulating pumps 
or zone control valves. Individual 
sections, all of cast iron, and the 
wet-base boilers are hydrostatically 
tested with 150F water at 75 psi. 
Insulation is foil-faced spun glass, 
1% ins. thick. The flue collector is 
porcelain-enameled 16-gauge steel. 
Knock-down units of the packaged 
boilers come in seven sizes with 
Btu ratings from 46,500 to 180,000. 

Circle No. 60 on reply card. 


exhaust ventilation and/or heating 
and ventilating. Seven models are 
available in eight different unit ar- 
rangements with capacities from 10 
to 50 tons. The largest model is 
less than 4% ft high. The Aircon 
can be ceiling, platform or floor- 
mounted. 


® Compactly designed, the unit 
features a low silhouette. 
Circle No. 58 on reply card. 





PITLESS WELL UNITS are spotlighted 
in a catalog from Baker Manufac- 
turing Co., Madison, Wis. 

Circle No. 62 on reply cerd. 


A VALVE CATALOG of 500 pages, 
complete with an illustrated and 
thumb-indexed valve selector guide, 
has been published by Lunkenhei- 
mer Co., Cincinnati. 

Circle No. 63 on reply card. 


FLEXIBLE METAL HOSE of bronze 
and stainless steel and its accessor- 
ies are described and illustrated in 
a catalog from Packless Metal Hose 
Inc., Mount Vernon, N.Y. 

Circle No. 64 on reply card. 


PYREX GLASS PIPING AND FITTINGS 


for drainline systems disposing cor- 
rosive wastes are covered in a bul- 


—————_—— 


letin from Corning Glass Works, 
Corning, N.Y. 
Circle No. 65 on reply card. 


INDUSTRIAL CONTROLS are cata- 

loged in literature from General 

Controls Co., Glendale, Calif. 
Circle No. 66 on reply card. 


COOLING TOWERS, of the induced 
draft type, are described in a bul- 
letin from the Kennard-Nelson Di- 
vision of American Air Filter Co., 
Louisville, Ky. 

Circle No. 67 on reply card. 


THE PARKO LINE OF COMPOUNDS 
for boiler and heating maintenance 
is the subject of a bulletin from 
Parke-Hill Chemical Corp., Mount 
Vernon, N.Y. 

Circle No. 68 on reply card. 


A Thermostat in EVERY Room 


XO, 


COMPORI 
CONTROL 


THE MODERN STANDARD OF 


INDOOR HEATING AND COOLING COMFORT 


INSTALLS 
ON YOUR PRESENT 
WEATING SYSTEM 


D ROOMS OR 
4S THAT OVERHEAT 


QUICKLY 
PAYS LOK (IRE 
RETURNS ITS COST 
MANY TIMES OVER 


Zone-A-Trol Brochure Gives Sales, Installation Info 


A brochure that is a helpful tool 
in selling and installing zone control 
on new or existing warm air or hot 
water heating av cooling ayatema is 
available fram Keana Producta Co 
Division of Viking Inatrumenta Ine 
Baat Haddam, Conn, Deaeribing the 


installation particulars of its Zone 
A-Tvrol system, the brochure pro 
videa information on compensation 
for changing climatic factors, varia 
tions in building dealign and con 
atruction, et 


Circle No, 61 on reply ecard 


PLUMBING FIXTURES, as well as fit- 
tings and water heaters, are index- 
ed in a catalog from the Plumbing 
& Heating Division of American- 
Standard, New York City. 

Circle No. 69 on reply card. 


FIANITE THERMOSETTING MATERIAL 
used in the manufacture of pump 
parts is presented in a booklet from 
The Deming Co., Salem, O. 

Circle No. 70 on reply card. 


PLUMBING FIXTURE CARRIERS, car- 
rier fittings and their installation 
data are illustrated in a 48-page 
engineering manual from Wade 
Manufacturing Co., Elgin, IIl. 

Circle No. 71 on reply card. 


PLUMBING FIXTURES and bathroom 
arrangements are presented in a 
revised version of its guide by 
Kohler Co., Kohler, Wis. 

Circle No. 72 on reply card. 


INFRA-RED HEATING of industrial 
and commercial buildings is cover- 
ed in a booklet from Bettcher 
Manufacturing Corp., Cleveland. 
Circle No. 73 on reply card. 


A PARTS CATALOG of its finished 
chrome items and gate valves is 
available from Price Pfister Brass 
Manufacturing Co., Los Angeles. 
Circle No. 74 on reply card. 


CONTROLS FOR AIR CONDITIONING 
and refrigeration are outlined in a 
folder from the Metals & Controls 
Division of Texas Instruments Inc., 
Attleboro, Mass. 

Circle No. 75 on reply card. 


LEAKPROOFING NUTS for pipe con- 
nections are detailed in a bulletin 
from Weatherhead Co., Fort 
Wayne, Ind. 

Circle No. 76 on reply card. 


ITS 6-INCH SUBMERSIBLE PUMP line 
of three series, the Dolphin, is 
shown in a catalog from Tait Manu- 
facturing Co., Dayton, O. 

Circle No, 77 on reply card, 


FUEL BURNING and auxiliary equip- 
ment for commercial and industrial 
applications is covered in a catalog 
from Iron Fireman Manufacturing 
Co,, Cleveland 

Circle No, 78 on reply card, 


PIPE HANGERS are described in a 
brochure fram the Auto-Grip Divi 
sion of Automatic Sprinkler Corp, 
Youngstown, O 

Cirele Ne, 79 an reply eard 
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Your service section for FREE information 


@ The no-postage reader service card below will bring you information on any 
new product or piece of equipment listed in this section or advertised this month, 
plus new literature for your files and free management, technical and selling aids. 


@ Review the New Products described in this issue starting on page 133. Circle num- 
bers on the reply card below corresponding to the items listed. 


@ Read the Trade Literature reviews on the preceding page. To obtain your free cop- 
ies, use the handy reply card and circle the appropriate numbers. 


®@ head advertisements and note the page number. Enter this number and the manu- 


facturer’s name on the card for complete details. 


Save time, use this handy, postage-paid reply card 


Circle numbers for free information on items in this issue 
January 1960 Issue This card void after April 1, 1960 


NEW PRODUCTS | 2 3 4 5 6 7 8 9 1 It 12 13 
“MUU WH wU RAR SB eH Be 2 30 
31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 47 
48 49 50 51 52 53 54 55 56 57 58 59 60 


LITERATURE 61 62 63 64 65 66 67 68 69 70 
75 76 77 78 79 


FREE MANAGEMENT, TECHNICAL AND SELLING AIDS 

Please circle: Blushing Betty Kit Better Your Living Poster 
Moran Showmanship Reprint Your Future in Schools Booklet 
SS Centractor__ 


SR Wholesaler... 


Address. Mira, Rep. 


City Zone State Other 





For additional information 
on advertised products, 
write in the manufacturer's 
name and page number ad 











Quick Guide to New Products in this Month's Service Section 


(Descriptions start on page 133) 


Reply No. 


item and Page 


Central Air Purifier .. 
Cuisine Centre Fitting ... 
Power Gas Burner ...... 
Tub-Shower Control 
Whistling Filter Signal ... 
Expansion Absorber 
Flexible Pipe Insulation. . 
Remote Control Valves .. 
Poppet Type Relief Valve 
Compact Furnace 

Fuel Oil Pump 

Gas Light Fixture 
Adjustable Shower Heads. 
Sewage Ejector 

Air Handler 
Snap-Together Shower .. 
Cellar Drainer Pump .... 
Industrial Fans 

Pipe Suspension System. . 
Packaged Gas Chimney .. 


1—133 
2—134 
3—134 
4—134 
5—134 
6—135 
7—135 
8—135 
9—135 


Laundry Tub of Fiberglas. 21—138 
Hi-Boy Furnace 

Heating Control System .. 23—138 
Hot Water Storage Tanks. 24—138 
Round Thermostat 

Cast Iron Bathtub 

Heat Pump 

Lo-Boy Furnace 

Plastic Seat Hinge 

Jet Pump Motor 

Copper Tube Boilers 

1%-Inch Zone Valve 

Lighted Medicine Cabinet. 33—141 
Removable -Door Vanities 34—141 
Wall-Hung Water Cooler. 35—141 
Room Air Conditioner ... 36—141 
Single-Lever Fitting 

“O” Ring Swing Joint .... 38—142 
Bench and Pipe Vise 

Dishwasher Line 
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Lo-Boy Furnace 
Laundry Tray Faucets ... 
Humidifier Pump 
Water Cooling Towers ... 
Water Heater Controls ... 
Waterless Toilet Fixture.. 
Crawler Tractor Control. . 
Worm Drive Clamp 
Pressure Relief Valves ... 
Two Heat Pumps 
Ratchet Wrench 
Submersible Pump 
Expansion Valve 
Evaporative Air Cooler .. 
Room Air Conditioner ... 
Packaged Humidifier .... 
Submersible Pump 
Condensing Unit 
Treated Toilet Seat 
Packaged Gas Boiler .. 
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NO POSTAGE STAMP 


IF MAILED IN THE 
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THERE'S MONEY EVERY PLUMBER 
Here is MT eA GE UITROSEEE | NEEDS THIS MACHINE 


Thousands sold 


ails e Coast to Coast. 
Ord TODAY! 
j | Tring) = 
nswer THERM-O-TRON 
Thaw out 

PIPE THAWER 
tee ~=FROZEN 
eee pone frozen pipes in a few min- 

SUPPLY PROBLEM... crumry mane extra aeons by tater anaing TA A UU LS 
sweating copper tubes and pipes. Use it year 


For plumbing repair parts. conger pipe Eliminate he of imaroun PIPES 
Manufacturers of repair parts =~ 
to fit: 


Crane American Standard 
Kohler. American Kitchen 
Briggs Youngstown 
Speakman = Schaible 


and all other makes in stock or 
duplication of OBSOLETE parts 
in our plant. 


S to P fire hozard 


frozen ground of blow torch 


Shipped complete with 40 ft. of 
KISSLER & CO., INC cae (Aditonalcanie, aval 
a9 a able for greater lengths of pipe) 

pipe clamps and simple 


228 EAST 150th STREET, BRONX 51, NEW YORK ooerating instructions, po tyne of 


Nothing else to buy. teed tor | year 
WE DUPLICATE ANY PART REGARDLESS OF AGE Dept. P-7-N 


"Ghat 
wy Right You Arey 
Wr FLOATS 


AN) ©) 0) 5 
BUSINESS 


Yes, for 50 years, Plumbing Contrac- 
tors have recognized the value of 
Ayling G Reichert's quality and ex 
perience in the manufacture of toilet 
floats. Since we have met all com 
mercial demands in float require 
ments, time has proven our products 
are long-lasting, efficient and de- 
pendable 























for the finest in 


LAVATORY 
LEGS and towel bars 


the name to remember is 


wv. NO-SOL* 
TOILET FLOAT 


Riveted Spud Attachment Casket 


Securely Seamed Between Halves 


manufacturers of quality 
plumbing specialities, including: 


* bathroom accessories! * vanities! 
* basket strainers! * replacement baskets! 
* pipe straps! * floor & ceiling plates! 
* brass nipples! * chrome-plated nipples! 
*® chrome-plated brass * chrome-plated 

fittings! Sure-Grip flanges! 


SPECIAL FLOAT 


Ayling and Reichert manufactures a 
QUALITY wide variety of types and sizes of 
WITH brass and copper floats for liquid 
level control—covering such applica- 
ECONOMY tions as carburetors humidifiers. 
4” x 5” sump pum)s, water closets, etc. These 
4 are made to customer's specifica- 
TYPE “A tions. We invite your inquiries. 
“Trade Mark Registered 


THE AYLING & REICHERT CO. 
3047 NORTH ERIE...TOLEDO 11, OHIO 


Assures Dependable Service! 


Sold thru the wholesaler « Write for Catalog 


REED-CROMEX CORPORATION 
15757 Euclid Ave. 2 Cleveland 12, Ohio 
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‘WELSBACH 


NEW AUTOMATIC 
RESEATING TEMPERATURE 
AND 
PRESSURE RELIEF VALVE 


MEETS: A.S.A. Z21.22-1958 
CONSTRUCTION STANDARDS 
F.H.A. M.P.S. #300 SECTION 1005 
REQUIREMENTS A.G.A. LISTED 


No. 7575 


FEATURES: 


@ Dependable operation assures 
the discharge of the proper 
amount of water essential to 
the resumption of safe con- 
ditions 


Fidelity of Patented Thermo- 
static Element assures start of 
valve opening at 200 F. and 
full valve opening at 210 F. 
Tube does not restrict flow in 
hot water outlet line 


Straight Extension Tube is of 
uniform 14,” diameter its entire 
length 


Comes equipped with built-in 
Test Lever 


A.G.A. Emergency Steam 
Rating up to 50,000 B.T.U. 
per hour Capacity Heater 


Send for your copy of the 
WELSBACH catalog, which contains 
illustrations, specifications and de- 
tails of the New No. 7575 Auto- 
matic Temperature and Pressure 
Relief Valve. 


a 
( WELSBACH ) 
4 
THE WELSBACH CORPORATION 


WESTMORELAND & STOKLEY 
PHILADELPHIA 29, PENNA 
Kitson Valve Division 


News 





(Continued from page 128) 
voted upon at a special stockhold- 
ers meeting to be announced soon, 
the companies said. 

Under the terms of the merger, 
Kensico would become a division 
of Robinson. Kensico is a leading 
producer of copper tubing. Robin- 
son is a manufacturer of metal 
shock absorbing equipment used in 
missiles, planes and space vehicles. 


Slant/Fin Research Staff 
Will Get New Facilities 


Hitt, N. Y.—Con- 


struction has begun on a new 


RICHMOND 


building for the research and de- 
velopment department of Slant /Fin 
Radiator Corp., according to an 
announcement last month by Mel- 
vin Dubin, president. 

The new structure, scheduled to 
be completed early this year, “will 
more than double the firm’s facili- 
ties for hydronics investigation,” 
Dubin said. (See photo, page 122.) 

Slant/Fin is a leading producer 
of baseboard radiation for com- 
mercial, industrial and residential 
applications. 


Complete Product Lines 
Described in Tait Catalog 
Dayton, O.—A catalog of its 
complete product line has been 
published by Tait Manufacturing 
Co. and is now available from the 


firm. Tait is a leading producer 
of water systems and other plumb- 
ing products. 

According to a company an- 
nouncement, the new catalog is the 
largest in the firm’s history. It fea- 
tures a loose-leaf cover with a tab 





> 


For steam, hot 
or cold water, 
oil, gas and 
compounds. 


Designed for rugged service. Also 
available with Buna rubber poppet for 
use with air or cold water. Sensitive in 
operation. Work in any position. Made 
in seven sizes, 200 lbs. pressure. We 
one will design special Check 
— Valves; tell us your 
needs. Write for Bulle- 

tin 702 and prices 


Order from your jobber. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 


aioe Y 
= 


c CLLR ILEL TELIA TEEEEE, 
, > 
ah 


bevnseeae on 


evens 
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“She wouldn’t jump unless we 
furnished a JENSEN STAIN- 
LESS STEEL SINK.” 
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index for easy reference and in- 
cludes complete product informa- 
tion on the firm’s line of submers- 
ible, jet and reciprocating water 
systems, submersible and upright 
cellar drainers and water softeners. 

Other sections of the catalog in- 
clude a history of the company, 
pump selection and _ installation 
data and sales aids. The contents 
of the catalog are available in two 
and four-page sections suitable for 
mailing by wholesalers and con- 
tractor-dealers. Each section has 
space for name and address im- 
printing. 


Wallace Hastie Gets Top 

Post in Seat Producers Group 
ATLANTIc City, N.J.—Wallace 

Hastie has been elected president 

of the Toilet Seat Manufacturers 

Assn. Hastie, vice president of the 

C. F. Church Division of American- 


W. F. Hastie 


Standard, Holyoke, Mass., succeeds 
Howard Royal, president of Royal 
Seats Inc., Newnan, Ga. 

Also elected at the group’s recent 
annual meeting here were Don 
Burnley, vice president, and Edwin 
Wicksel, treasurer. Burnley is as- 
sistant general sales manager of 
Southern Pine Lumber Co., Diboll, 
Tex., and Wicksel is with Crown 
Sanitary Products Inc., Brooklyn. 

Robert Hutton has been reap- 
pointed executive secretary. 


Dealer Development Institute 
Scheduled for February 
Cuicaco—D ealer development 
work sponsored by the Central 
Supply Assn. will be resumed 
shortly after the first of the year. 
This will be the fifth in a series 
of such institutes conducted by the 
wholesaler group. It is designed to 
train key wholesaler salesmen and 


(Please turn to page 154) 
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WITH THE NEW 


HINGED 4-WHEEL 


PIPE CUTTER 


® Closed Frame Construction 


assures complete rigidity 
with less weight. 


4-Wheel design needs mini- 
mum swing of handle. 


4-Point pipe guide aligns 
cutter for perfect tracking of 
wheels and a right angle cut. 


Quickly interchangeable 
wheels for steel or cast iron. 


Needs only 3” space to pass 
under 12” pipe. 





eeeeeeeeoeoeeee 


For ditch work or similar close- 
quarter operations these new Reed 
Cutters are practically indispensable 
and fully justify replacing whatever 
cutting equipment you are now using. 

You can, for example, cut 8” steel 
pipe in less than five minutes, and cast 
iron pipe even faster. 

Available in five sizes for steel or 
cast iron pipe from 1” to 12”. 


FOR FAST TURNING IN TIGHT SPOTS— 


(cs. USE THE IMPROVED REED CHAIN WRENCH 


Handles range from 
10” to 60” in length. 
e 


You can tighten up or 





“back off” without taking wrench from pipe. 


nd 


These improved chain wrenches will 
do anything an ordinary pipe wrench 
will do... and do it easier, better and 
faster. Ideal for ditches or tight corners. 

Grip securely with no play, yet they 
have a ratchet-like action. 





News sales. We also will offer assistance 





to salesmen in selling their firm’s 
services, a vital part of wholesaler 
: selling today.” 

(Continued from page 153) have been announced by James Peery said that the Plumbing- 
sales managers in ways to sell more Peery, secretary of the group. Heating-Cooling Information Bu. 
products to and through contrac- The first change, involving the 
tors. The two-week institute will DDI agenda, will feature more sales 
begin February 8 at the Villa training. “We call this selling to 
Moderne Hotel in Highland Park the dealer,’ Peery told DE. “We 


Ill., 20 miles north of Chicago will train students in ways to im- 


reaus sales fundamentals course 
will be incorporated into the DDI. 
“We call this selling through the 
dealer. We will continue our prov- 
en dealer development training 
and will add the PHCIB train-the- 
trainer course (see page 114). Then 


Two major changes in the insti- prove their selling techniques 
tute, designed to meet the needs of seeking out, approaching and inter- 


» CSA’s wholesale »mbe viewing customers and in closing i 
the SA’s wholesaler members, ‘ custo Sa i ) the DDI graduate will be prepared 


to work with his customers either 


as a group or as individuals.” 


a The second major change in the 


DESIGNED TO BOOST SALES... 


Hoover Bathroom Accessories been changed from a solid two- 


; week school into two one-week 
with units with a month’s interval in 
between. The first week will be held 
February 8-12. The students will 


then go back to their jobs, where 





they will complete field training as- 





signments before the second and 
in final DDI week, March 7-11. 
Tuition for the two-week course 


GUARANTEED is $200. For more details, whole- 


LIFETIME CHROME salers should contact Peery at the 
Central Supply Assn., 221 N. La 


Salle St., Chicago 1. 


How Research Is Building 
the Oil Burner Market 
Cuicaco—An increased market 
for oil burners is on its way as a 
result of research now in progress, 
an American Petroleum Institute 
consultant said recently. 
Speaking at a meeting of the fuel 
oil committee of API in Chicago, 
FREE DISPLAYS David Locklin, research consultant 
AND COUNTER PACKS to the committee, said that such 


research has already shown signs 
of blossoming into bigger sales for 
oil burner marketing and servicing 
To help you increase sales, Hoover combines both beauty and organizations. 
quality at competitive prices. And . ... you’ll find Hoover offers 
you the biggest profit margin in the industry! «He listed the following areas in 
“Orbitline”, Hoover’s new dramatic design sells on sight! which research is contributing to 
It’s both functional and ultra-modern. Fasteners are concealed oil heating’s growing acceptance: 
for either recessed or projection models. The triple plated Atomization of fuels, fuel-air mix- 
chrome finish is guaranteed never to crack, chip or peel. You ing, catalytic and surface combus- 
can sell Hoover bathroom accessories with confidence of life- tion, combustion acoustics, new 
time satisfaction. Write now, for Hoover’s illustrated catalog fuel oil uses, new burners, modifi- 
containing two complete price lines of bathroom accessories. cation of existing burners and im- 


provement in field installation. 
“Hoover's Lifetime Chrome Makes Lifetime Customers” Locklin said that a bibliography 


i oh HOOVER Bathroom Accessories rit Pensa ano will be pub- 
foo2 FOWLERVILLE, MICHIGAN pone oy on pe ~ ‘rtnegorid 
DIVISION HOOVER BALL & BEARING CO. cation of new ideas and data de- 


LIFETIME CHROME 


veloped to all the industry. 
He listed as concepts having 
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promise of future research: con- 
trolled recirculation of combustion 
products, catalytic and surface 
combustion, vaporization in pre- 
combustion zones, unsteady-state 
combustion, unusual atomization 
techniques and modified systems 


for combustion air. 


Hirshstein Elected 
President of Josam 
MIcHIGAN City, 
Inp.—M. J. Hirsh- 
stein has been 
elected president 
of the Josam 
Manufac- 
turing Co., it was 
f announced last 
month. He is the 
M. J. Hirshstein : : 
son of Josam’s 
founder, Joseph Hirshstein, and 
has spent most of his career in vari- 
ous phases of the company’s oper- 
ations. Josam is a leading manu- 
facturer of plumbing drainage 
products. 

Hirshstein returns to the com- 
pany after several years absence, 
during which he was engaged in 
other enterprises. He was execu- 
tive vice president-general man- 
ager of the firm from 1940 to 1950. 

Josam, an affiliate of the Berli- 
ana Corp. of Chicago, also an- 


A. L. Yeager L. H. Polster 


nounced the election of A. L. 
Yeager and Lewis Polster as vice 
presidents. 

Yeager, a former executive of 
the firm, returns to take the post 
of executive vice president of 
manufacturing. Polster, who has 
also been away from the company 
for several years, returns to take 


the post of vice president of sales. 


Air Conditioning Show to 

Cover All Types of Units 
Dattas—A wide variety of new 
and improved products is slated to 
go on display here next month 
when the second Southwest Heat- 
ing & Air Conditioning Exposition 

(Please turn to page 156) 
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SYMBOL OF QUALITY 
in 
Indicating and Recording 
Vacuum and 
Pressure Gauges 


Pressure Recorders in 8”, 10”, 12” chart sizes Pressure Gauges in 3/2”, 42”, 6”, 842” dial sizes 


In the field of indicating and recording instruments for temperature, pressure and 
humidity, the name Weksler is internationally known for engineering and product 
excellence. 


Weksler has achieved notable ‘‘firsts’”’ in pressure gauges... industrial thermome- 
ters, dial thermometers, recording thermometers, recording hygrometers, bi-metal 
thermometers, laboratory thermometers and hydrometers. 


Write for the helpful Weksler Specification Bulletin covering a complete line of 
Weksler instruments for specific applications. 


“ORIGINATORS OF WORLD RENOWNED ADJUST-ANGLE THERMOMETERS” 


WEKSLER INSTRUMENTS CORP. 


195 EAST MERRICK ROAD, FREEPORT, L. I.,N. 


Tale llor-)alelcmmr-lale Mm ad-lorelaellalcmm lat-teaelaal-1al a r mperature, Pressur nd Humidity 





Let 
REPRINTS 


work for you... 


eprints of articles from Domestic En- 
gineering which have a bearing on 
your business frequently make excellent mail- 


ing pieces for your public relations program. 


s a matter of fact, many companies make 

a regular practice of distributing such 
reprints to their own personnel, to customers, 
prospects, stockholders, and other interested 
vroups ... reaping a harvest of better customer 


relations in the process. 


uch reprints are often quite inexpensive 
when ordered in quantity. So, next time 
you see an article of this type in Domestic En.- 
gineering which you can use in reprint form, 
won't you please write for quotations. We'll 


answer promptly. 





DOMESTIC 
ENGINEERING 


1801 Prairie Avenue . . . Chicago 16, Illinois 


| 
| 


News 





(Continued from page 155) 
opens. Included in the displays will 
be heating, air conditioning, ven- 
tilating and refrigeration equip- 
ment for commercial, industrial 
and residential installations. 

The exposition, to be held at the 
Memorial Auditorium February 1- 
4, will be under the auspices of the 
American Society of Heating, Re- 
frigeration & Air Conditioning En- 
gineers and will be held in con- 
junction with the group’s annual 
meeting. 


Trainers Now Ready to Teach 
PHCIB Selling Fundamentals 

Cuicaco—Contractors in some 15 
marketing areas will be hearing 
shortly from the first graduates of 
the Plumbing-Heating-Cooling In- 
formation Bureau’s first “train-the- 
trainer” course held last month. 
The 15 are now qualified to teach 
the bureau’s course in selling fun- 
damentals which proved successful 
in Dubuque (la.), Norman Wicks, 
PHCIB executive director, said. 
(See story, page 114.) 


#A complete list of the students 
attending the first trainer course 
is as follows: Wholesaler students 
included Steve Vogt, sales promo- 
tion representative, Wilkins Pipe & 
Supply Co., Peoria, Ill.; R. Louis 
Towne, executive director, Plumb- 
ing & Heating Wholesalers of New 
England; L. B. Moon, Clowe & 
Cowan Inc., Amarillo, Tex.; War- 
ren Hoy, field sales supervisor, 
Central Supply Co., Indianapolis; 
Joel Davis, Lee Dopkin Inc., Balti- 
more; D. F. Dickinson, manager of 
training, Noland Co., Newport 
News, Va.; Lloyd Akerblom, assis- 
tant secretary, Southern Whole- 
salers Assn.; Wayne Karber, Lan- 
sing Supply Co., Lansing, Mich.; 
and Kenneth Euler, Wholesale 
Plumbing Institute of Southern 
California. 


aJohn Seabrooke, Carrollton 
Manufacturing Co., Carrollton, O., 
was the first student sent by an 
industry manufacturer. 

Contractor students included 
Robert Woodward, executive sec- 
retary, Virginia Associated Plumb- 
ing & Heating Contractors; Paul 
Werner, director of public relations, 
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Plumbing Contractors Assn. of 
Chicago; James Voyce, All-Indus- 
try Group of Grand Rapids, Mich.; 


and James Pease, All-Industry | 
Group of Dayton, O. é 
C. L. Tucker became the first 


student to represent contractor and 


wholesaler members of the PHCIB No. 88-M 


in Arkansas. 
TEMPERATURE 


John Zurn Dies 
in Plane Crash 


Erie, Pa.—John e if 


Zurn, vice presi- 


dent of Zurn In [| |) PRESSURE VALVE 


dustries Inc., died 
in an airline crash 


a& 
near Williamsport => "7 
a 





» 








| V.| | NB. 





(Pa.) last month. 


He was 34 years 





{ | e 
| ives you 
Mr. Zurn was J. H. Zurn g y 


well-known throughout the plumb- = 
ing industry and was directing | THE MOST 
firm's Plumbing Products and | 

.ut Control Divisions at the time - 
of his death. He also was active in 

everal industry associations, in- - A.G.A. 1,500,000 BTU/hr 
cluding the Plumbing Drainage In- 
stitute, the National Assn. of | } for 
Plumbing Contractors, the Me- 
chanical Contractors Assn. of 


America and the American Society THE LEAST 
of Mechanical Engineers. 

He was the eldest son of Melvin 
Zurn, chairman of the board of 
Zurn Industries, and was the father 
of five children. 


A valve designed and built for: 


Journeyman Strites # Rich BETTER SERVICE & LONGER LIFE 


WasuincTon D. C.—With odds of 
5,000 to 1 against him, a journey- 
man came up with the grand prize 
—a $300 diamond ring—during the | 
Diamond Jubilee celebration of E. %” inlet 34” outlet 
G. Schafer & Co., Washington area #88-M has 6” O.A. Extension 


wholesaler. 





Schafer & Co., commemorating ee ae 
its 75th year in business, brought TEMPERATURE—210° 
its six-month celebration to a sus- 
pense-filled close with the drawing 
of the name of the winner. 
Drawing the winning card from 


among 5,000 names of contractors | THE BEATON & 


and their employees was Richard 
Welch, president of the Washington 
Assn. of Plumbing Contractors. 


The lucky winner—James Mitch- 

7 CADWELL NO. 75 
am, one of Welch’s own employees! MANUFACTURING CO. cadnsaenas Gabino 
Witnessing the drawing were D. C. NEW°SBRITAIN, CONN sure relief, with or without 
contractors James Madden and = plug for temperature 
Raymond Upperman. — 


(NEWS continued on page 158) 


ESTABLISHED 1894 
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(Continued from page 157) room design will visit the dealer’s 


n 
Glissade ‘Specialist’ Plan store and offe 
to Promote Bath Remodeling 


BROOKLYN—A sales promotion 


r personal help to the 
dealer’s customers in planning a 
modern layout for their bathroom 
program to help dealers increase To announce the campaign to 
their markets in the bathroom re consumers, Glissade has prepared 
modeling and vanity field has been newspaper ads, radio and TV re- 
announced by Bob Friedman, sales leases, window-streamers and in- 
manager of Glissade Inc store displays—all for dealer use. 
The program is unique in that Adding a personal touch, invitation 


factory trained specialists in bath- letters and cards for dealers to send 


Sump Pumps 


NEW LOW PRICES 


TOP QUALITY SEALED MOTORS 
1/3 H.P., 1 Ph., 60 Cy., 115 


CONSTRUCTION 
V., 1725 R.P.M. Heavy duty 


. : switch, Hermetically sealed 
Yeu quality design and case. 
construction with mass pro- 


duction offers you today’s ne 
Feet =. 30 


greatest values in famous G.P.H. 3000 2500 1900 1100 


WAYNE brand sump 


pumps. This complete line FULLY AUTOMATIC 
Set in pit. Connect dis 
charge pipe. Plug it in and 
forget it. 


makes you competitive. 


PRICED RIGHT 


Sell at normal margin and 
still compete! 


SUBMERSIBLE SD350 
Bronze Volute, Base and Impeller. 
SSSSSSSSSSSSSSSSSSHESSHSSSHSSSSSESSESESSSESSSESESEESEE 


q Both Models Available In All-Bronze Or Bronze-Fitted >» 
DELUXITE ECON-O-MASTER 


(all bronze features (bronze-fitted features 
Bronze volute housing Cast iron volute housing 
Bronze base Cast iron base 
Bronze column Steel column 


and other features below: and other features below: 


®* New 13 H.P. Motor 
* New Built-On Switch 


* Automatic Overload 


Stainless Steel Shaft 
Bronze Volute Bearing 
Bronze Impeller 


* Brass Pump Screws High G.P.H. Capacity 


° 
.e” COPPER Both types have built-on switch  FLOATLESS °e, 
* BALL FLOA integral with motor. Factory; DISPLACEMENT ,° 
*e. - TYPE wired. Easy to install. TYPE — 


- 2 
Ceeeseeeeesesoseseeseseeeseeseseeeesseseseee 














tie. 


rf 


COMPLETE LINE... PUMPS/WATER SYSTEMS 


MULTI-STAGE 
PUMPS 


CONVERTIBLE SHALLOWELL SUBMERSIBLE 
SYSTEMS SYSTEMS PUMPS 


Wayne Home Equipment Co., Inc. 
800 Glasgow Ave., Fort Wayne, Ind. 


EZSED since 1928 ... MANUFACTURERS OF QUALITY HOME EQUIPMENT 
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to their customers are being sup- 
plied by Glissade. 

“This program,” said Friedman, 
“is the opening gun in a whole 
series of promotions being readied 
by Glissade for our dealers in this 
new market.” 

Glissade is a leading manufac- 
turer of bathroom vanities. 


Boeddener Returns to Work; 
Joins Humidification Group 

CLEVELAND—“Taking life easy, for 
an active man, isn’t all it’s cracked 
up to be,” says George Boeddener, 
the popular association executive. 
Boeddener, who recently announced 
his retirement as managing direc- 
tor of the National Warm Air Heat- 
ing and Air Conditioning Assn., is 
back on the job, this time as execu- 
tive vice president of the National 
Humidification Assn. The appoint- 
ment became effective January 1. 


a The ink was barely dry on Boed- 
dener’s new contract when he listed 
these objectives of the association 
for the coming year: 

1. Stimulate municipal legislation 
to improve indoor comfort condi- 
tions through the requirement of 
humidification. 

2. Obtain cooperation of all na- 
tional, state and local associations, 
gas utilities, the oil industry and 
electric utilities—as well as trade 
segments—in promoting the bene- 
fits of humidification. 

In announcing these objectives. 
Boeddener said, “don’t forget that 
strong promotion of the health and 
comfort benefits of humidification 
will also open the door to central 
heating and cooling modernization 
in old homes and improved heating 


and cooling systems in new ones.” 


a He made a prediction that indus- 
try sales, which currently are about 
500,000 humidifiers per year, will 
“within the next four or five years” 
reach 1,000,009 units. 

Boeddener’s appointment was 
made public at the association’s re- 
cent meeting in Detroit. 

The group also elected the fol- 
lowing officers for the coming year: 
president—Joseph Perlman, Auto- 
Flo Corp.; vice president—James 
Madden, Maid-O’-Mist Corp.; sec- 
retary—Morris Margolis; treasurer 

Jack Green, Viking Air Products. 

The following members were 

(Please turn to page 160) 
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Peciag #\ 
Mee SELF-FORMING PACKING 


Especially for odd-shaped, odd sized washer problems 
Eliminates stocking different sized packings 


Plumbers’ Special is self-forming—Shapes itself into any size, 
any shape leak-sealing, self-lubricating washer on valves, 
centrifugal pumps, radiators, faucets, pipe unions, swivels and 
swing joints, flush valves, spigots, shower heads—any place 
where a water-tight seal is required. Plumbers’ Special can be 
quickly applied on a variety of fittings handling hot or cold 
water, and brine at temperatures ranging from 14°F. (minus 
10°C.) to 160°F. (plus 71°C.). Only 3/32” in diameter, 
application is simple—just wind around fitting and compress 
Seal is completed quickly, saving time and assuring 
customer satisfaction 


SEND FOR FREE SAMPLE TODAY ! 


FLEXROCK COMPANY 


3642 CUTHBERT ST., PHILADELPHIA 4, PENNA. 








FREE SERVICE FOR 


Manu factu rers’R epresentatives 


MANUFACTURERS’ AGENTS REGISTER NOW! 


Ta advantage of Domestic Engineering Maga- 
zine’s free service for your benefit. This service will 
keep you posted on lines suitable for you as they 
become available in your territory. Frequently, this 
gives you the inside track toward getting those de- 
sirable, non-conflicting lines that will make you real 
money. For years, Domestic Engineering has maintained 
a clearing house of information to bring the manu- 
facturer and together for their 
Hundreds of agents will attest that 
this free service has been invaluable in the building 
of their business and their income. 


the representative 


mutual benefit. 


If you are not 
already registered with us, write today for necessary 
forms and complete information. There is no charge. 
Attach this advertisement to your letterhead and mail 
to Domestic Engineering, 1801 Prairie Avenue, Chi- 
cago 16, Ill. 
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THE RIGHT TOOLS MAKE YOUR 


JOBS EASIER AND MORE PROFITABLE! 


SEND 
FOR YOUR 





STARBUCK 
CATALOG 
NOW! 





Start making more profit in less time. Send for Starbuck catalog 
now! You'll find a wide selection of top-quality tools for 
efficient installationZand repair work every tool uncondi- 
tionally guaranteed! Starbuck plumbing tools have helped do 


jobs, better, faster, and more profitably since 1898! 


R. M. STARBUCK & SONS, 


P O. BOX 1318 HARTFORD 1 


Inc. 
CONNECTICUT 





P ; is. 
} GIBRALTAR OFFERS A 

ee PRICED-PACKAGED MULTI-ZONE 

' CONTROLLED BOILER 


Olt OR GAS FIRED 









Recognizing 
the growing design 
problem of even distribution 
of heat, Gibraltar can now give 
you the new modern zone- 
control for hot water 


heating 






Depending upon the size of 
your home; be it split-level, 
ranch or multiple dwellings, 
Gibraltar can now give perfect 
comfort. Your recreation room, 
bedroom, or any individual 
room con be heated to your 
desired temperature. 


ibraltar 


CORPORATION OF AMERICA, INC. 





223 NORTH 9th STREET * BROOKLYN 11, N.Y. 
EVergreen 4-7297 
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LOW PROFILE...you see 
HIGH CLEARANCE ...you go! 


An impossible combination? Not at all! On Allis-Chalmers utility 
tractors, the compact, frill-free design keeps the top line low to 
let operators see where they’re working. The engine and axles 
are high to give you more than 21-in. clearance under a D-14 
front axle! You move free and easy over rough or soft ground 
on any project! 

This is the kind of practical engineering—real payoff design 
—you'll find in Allis-Chalmers utility tractors. Get the facts for 
comparison, free for the price of a post card! Use the handy 
coupon below today ! 


D-10 ¢ D-12 ¢ D-14 ¢ D-17 


Utility tractors from 31 to 63 engine horsepower 
with companion equipment to match your needs! 


ALLIS-CHALMERS 


ALLIS-CHALMERS MFG. CO 
Utility Tractors & Equipment, Milwaukee 1, Wisconsin 


Please send me more information about Allis-Chalmers utility 
tractors with [[] backhoe [J loader [fork lift 


Name 





Firm 





Address 





City. State 





SOLD BY ALLIS-CHALMERS DEALERS EVERYWHERE 


News 





(Continued from page 158) 
elected to the Board of Trustees: 
Robert Redner, General Filters, 
Inc.; Kent Fournier, Skuttle Man- 
ufacturing Co.; and three of the 
above named officers, Perlman, 
Madden and Green. 


Charles Eichinger, Oshkosh 
Filter Founder, Dies 


OsuKkosH, Wis.—Charles Eichin- 
ger, partner in the Oshkosh Filter 
& Softener Co., died recently after 
a short hospitalization. He had been 
ailing since August. 

Mr. Eichinger, in partnership 
with his sons, Raymond and Erwin, 
and daughter, Marian, founded the 
firm in 1932. 


Cleveland Heater Buys 
Mustee Heater Co. 

CLEVELAND — The Cleveland 
Heater Co. announced that it has 
acquired the assets, inventory and 
tools of the Mustee Heater Co. here 
for an undisclosed amount. 

The announcement was made 
last month by Arthur Friedman, 
president of the 53-year-old manu- 
facturer of the Rex line of water 
heaters. He said that Cleveland will 
add to its present line Mustee’s X- 
Flue Rocket series of water heaters. 

No changes in personnel are con- 
templated at this time, Friedman 
said, and all manufacturing facili- 
ties will be maintained at Cleveland 
Heater’s factory. 


Names in the News 


John Brinker has been elected 
executive vice president of J. I. 
Case Co., Racine, Wis. 


J. H. Brinker 
J. 1. Case 


R. K. Emmons 
Swedish Crucible 


Robert Emmons has been named 
sales manager of the plastics divi- 
sion of Swedish Crucible Steel Co., 
Detroit. 
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Frank Kohles has been elected 
vice president of sales for William 
Wallace Co., Belmont, Calif. 


F. Kohles C. E. Steiss 
William Wallace L. J. Wing 


Crawford Steiss has been named 
vice president of sales for the L. J. 


Wing Manufacturing Co., a division | - the : only 


ee a a Manufacturing Co., } : masonry relgiipreilailela 
Ee» . that's 
Ralph La Porte has been elected 4 
president, and Vincent Crampton | DURATHERM 
has been elected executive vice 
president of Sherman Products Inc., | p HEAT-TREATED 
Royal Oak, Mich. : tor dri/ling power 


plus folding power... 


R AW L 
oe nll oom §=SARER=TOONE 


DRILL-N-ANCHOR 





James Streeter has been named . , : 
sales manager of Erie Tool Works, for fastening any kind of fixture to any kind of masonry 


Erie, P< ¢ hardened so teeth keep their edge, drill a full hole fast 
i ia © toughened so teeth won't snap off, even in hardest concrete 


Harold Poling has been elected DRILLS FAST...HOLDS TIGHT... 
vice president of finance and treas- * Drills its own hole in the hardest concrete, 
urer of Tait Manufacturing Co., | am CHNeIGS NGO HEE Teer. 


e Tapered holding ridges around body make 
Dayton, O. the Saber-Tooth bite harder, grip tighter. 


e Expander slots assure complete, even expan- 


sion when anchor is driven home—teeth un- 
Fred Crowther has been elected dercut hole deep in the masonry. 


vice president and general manager ¢ All-steel construction resists shock, vibra- 
* : ion, fire, rust. 
of Chapman Valve Manufacturing ae SOR, Som, Ou 


: + aa e Snap-off joint is strong enough to hold dur- 
Co., Springfield, Mass., a subsidiary >’ ing drilling, yet breaks clean after the anchor 


of Crane Co., Chicago. . is in place. 


Charles Johnson has been named ; ie,” = : na = oe me | 
. pansies ; THE RAWLPLUG COMPANY, INC. 
264 Petersville Road New Rochelle, N.Y 


Please rush my Saber-Tooth sample and complete facts. 


sales manager of Stanley G. Flagg 
& Co., Philadelphia. 


John Tobin has been named vice 
president of marketing, and Harley 
McClure has been named product 
manager of the boiler products de- 
partment for the Industrial Division 
of American-Standard, Detroit. Oe: 

(NEWS continued on page 162) 4 
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(Continued from page 161) 
Hoover Net Up 36 Percent; Sales Up 
51 Percent As Company Records Fall 


ANN Arzsor, Micu.—Increased earnings and 


* B ® 
sales for the first quarter of its fiscal year ending 
October 31, 1959 have broken all previous com- 
pany records at Hoover Ball and Bearing Co., 


it was announced recently by Clifford Simmons, 


the TAL AY MEW board chairman. The firm is a major manu- 


facturer of chrome bathroom accessories, ball 


in the sink frame cocks and other industry products. Me ler 
Sales for the three months totaled $8,435,537, 
fi TI an increase of 51 percent over the $5,584,507 
lé reported for the same quarter of last year. Net 
earnings for the quarter rose 31 percent to 
$438,824, compared to $323,641 for the same 
period in 1958 


New Series 400 Stainless Steel, 


“oyu ° * Central Foundry Executive 
T Type Sink Frame Staff Moves to Manhattan 


New York Ciry—Executive headquarters of 
This new Kintrim 400” is the talk of the industry ... and the Central Foundry Co. have moved from 


rightfully so! First in quality... specially designed for faster, Newark, N. J. to 932 Broadway, New York City, 
better installation ... priced to sell. 


*Pots. No. 2,440,741 ond 2,502,553 


president J. J. Nolan Jr. announced last month. 


» Built-in corner supports! Just push in the tabs. Fits The company’s main plant is at Holt, Ala. The 


steel or cast iron bowls. firm also maintains warehouses in Forest Hills, 
7 = N. Y., and Newark, N. J 
2 Simple! Fast installation assured on the job or in the 


shop... either way Kintrim saves time! - 
Acme Industries Elects New 


Director and Names Sales VP 
Jackson, Micu.—The election of Walter Has- 
senplug as a director and the promotion of 
KI N KEAD | N DUSTRI ES Robert Robertson to vice president of sales have 


been announced by Kenneth Weatherwax, 


5860 N. Pulaski Rd., Chicago 30, Ill president of Acme Industries Inc. The firm is 


a major producer of air conditioning and re- 
5250 W. 102nd St. 


frigeration products. 
Los Angeles 45, Cal. 


Hassenplug had been a vice president and 
director of engineering since joining Acme in 
1956. As an executive vice president since last 
June, his interests included manufacturing, 
engineering, personnel and purchasing. He is 
recognized throughout the industry for his de- 
sign of compressors, condensers and chillers, 
Weatherwax said. 

Robertson was director of sales prior to 
moving to his newly created position. Under 
his direction, Acme’s net sales rose to an all- 
time high in the fiscal year ended July 31, 
an improvement of 20 percent over the 1958 
record, Weatherwax said. Robertson joined 
Acme in 1957. 


Nu-Way Corp., British Counterpart 


1. Wide flange — Team Up in Oil Burner Expansion 


assures watertight 

I. ; 
ele Rock Istanp, Itt.—The oil burner industry 
Guarantees o firm ; ' ‘ . . 
seure teamiaiiies is getting a boost on both sides of the Atlantic 


Special anchor as a result of a meeting held here recently by 
' . . A ae 

ae Nu-Way Corp. and its British counterpart 
proper bolt A ’ 
positioning Nu-Way Heating Ltd., Droitwich, England. 


Plans for an oil burner manufacturing plant 
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in Europe and the use of English heavy oil 


burner designs by the American firm were MAKE Up sme) 


discussed and agreed upon at the meeting 


Nu-Way Corp. president J. E. Rettke, vice $4 i—Tele) ™  @ ) Ee 
president Olson 


John and secretary-treasure! 


R. E. Parmenter along with Nu-Way Ltd.'s this -—T —F— kT eo] a! witha 


Arthur Fowkes and Jock Hamilton played im- 


a‘ a a 
portant roles in the joint undertaking. Flexi-CLEANER 
win a_ statement following the conference, SEWER MACHINE 


Rettke said, “We have two objectives. First to 
round out our present line of light oil burners 


per second, to offer heating engineers and con- \ Join the thousands who have found 
Flexi-Cleaner makes sewer - cleaning 


actors $ *¢ ‘y ¢é ypportunl t 
tractors in this country an opportunity to a peatitabte densetion, taneuene 


Pr: alize » proven economy of heavy o 
capitalize on the proven economy 1eavy oil 1. You can make an equipment charge 


2. Do the job better in 1/3 the time 


3. Collect the bill faster and easier 
due to customer satisfaction 


burners for large installations. By collabora- 
tion with our English friends on these new 





units, we will be able to offer new burners with 
already tried and proven design elements.” 
Poi % : Exclusive Features: 
The new plant will produce oil burners foi 
%& ECONOMICAL 
sale on the continent to original equipment , ‘AY OPERATION 


% LIGHT -COMPACT 
% MOST POWERFUL 
Mark Beahm Jr. to Represent 


Pennsylvania Range Boiler Co. ee en 
%& REVERSIBLE 


manufacturers, wholesalers and contractors. 


PHILADELPHIA—Mark Beahm Jr. has been ap- SEE YOUR WHOLESALER OR WRITE: 
pointed factory representative in eastern Penn- Insist on Ftxuibl Quality 
sylvania for Pennsylvania Range Boiler Co FE ff 
ie : i : IHL Pp 
The firm makes water heaters and softeners and LUMBERTOOLS, INC. 


clothes dryers. 3782 Durango Avenue, Los Angeles 34, California 
Frank Donovan Company, 9 S. Clinton St., Chicago 6, Illinois 


Beauty Queen Kitchens To Be Shown 
at Winter Home Furnishings Market 
Cuicaco—Contractors looking for an eye- — Sir’ Patrick PEERLESS says 


catcher to draw consumer attention to thei: 


kitchen remodeling services can find a host of “Buy PEERLESS” 


ideas at the Winter Home Furnishings Market 





(Please turn to page 164) 
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QUALITY 
VITREOUS 
CHINA CLOSETS 
& LAVATORIES! 





Steel tubs are 
available to match 
Peerless "Lifetime’ 

Vitreous China. 





No. 5200 Combination 


No. 30 Lavatory al- = Close-coupled reverse trap combination 
so available in white in pure white vitreous china for life-long 
or matching colors. cleanliness. Has the exclusive Peerless 4- 
bolt tank connection and extra ‘arge trap- 
way. 











Write, wire or phone for further information! 


“About that commission raise in toilet } ¢ ‘ } Y 
seat sales, Phisby, I'd like to sit Quality Vitreous China Since 1902 Evansville 12, 


on it for a while.’ 
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Complete with 
1 Universal Die Head, 2 Sets of Dies 
for %2” to 2” pipe or conduit 


Looks good, does better. Perfect cutting, reaming, 
threading fast . . . and easy! Three tools operate 
independently . . . swing up out of the way for 
short pipe chucking from 
front. Slip-proof Speed 
Chuck is a great per- 
former. Concealed oil 
system, automatic shut- 
off nozzle. Quick-opening 
die head sets to size right 
in machine. Power?. . . 
RitaiD>-built motor 
handles 2” pipe, conduit, 
bolt, rod—and 12” geared 
tools easily. Try it, com- 
pare it . . . and you'll 
understand its enormous 
popularity! Leg and 
wheel stands available. 
At your Supply House. 


As ( 
The Ridge Tool Company  \~' 


THREADED PIPE... It’s Tight... it’s Best... Costs Less! 


News 





(Continued from page 163) 
to be held at the Chicago Merchandise Mart, 
January 4-15. 

One of the many features of this gala event 
will be the exhibiting of four modern Beauty 
Queen kitchens by the Toledo Desk & Fixture 
Co., Maumee, O. 

The Beauty Queen exhibit will include a 
wide selection of all-steel cabinets with con- 
temporary, provincial and traditional trim styl- 
ing. They will be offered in 12 pastel baked 
enamel finishes as well as spice maple and 
coffee-tone maple wood finishes on steel. 


Goldware Adds Cast Iron Fixtures 
to Previously All-Steel Production 

Cuicaco—A new line of cast iron fixtures 
is being added to Goldware’s previously all- 
steel production, it was announced here recently 
by Richard Goldberg, president. The firm has 
been manufacturing steel fixtures for more than 
10 years. 

The new cast iron line includes bathtubs, 
sinks and lavatories in white and four colors. 
The tub is designed to give the maximum 
amount of gailon capacity. 


Hammond Valve Names 
Two Vice Presidents 

Hammonp, Inp.—The appointments of Loren 
Bonnett as vice president of sales and William 
Petersen as vice president of manufacturing 


L. H. Bonnett W. C. Petersen 


have been announced by Samuel Greenwald, 
president of Hammond Valve Corp., a sub- 
sidiary of Consolidated Diesel Electric Corp. 
Bonnett formerly was in charge of sales for 
Josam Manufacturing Co. and Eljer Co. 
Petersen, who joined Hammond 11 years ago, 
had been plant manager. 


Hydronics Promotion Plan 
for Home Builders Launched 

Morton Grove, ILt.—A large-scale promotion 
program for builders, designed to stimulate the 
sale of hydronically heated homes has been de- 
veloped by Bell & Gossett Co. The firm is a 
major manufacturer of hydronic heating and air 
conditioning equipment. 

According to Philip Kosch, field promotion 
sales manager, the materials “will help builders 
of hydronically heated homes to play up the 
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benefits of the system in their advertising to 
increase traffic through their model homes.” 

The materials in the program include news- 
paper ad mats, publicity releases, radio and 
television spot announcements, job-site signs, 
salesmen’s manuals and brochures for prospects 
to take home with them after visiting a model 
home or for direct-mail campaigns. The pieces 
are described in a kit prepared by B&G and are 
available at nominal cost. 

Contractors desiring to use the kit to interest 
builders may obtain a copy from B&G at 8200 
N. Austin Ave., Morton Grove, III. 


Mt. Hawley Acquired by 
Founder W. A. Hale 
Peoria, Int.—W. A. Hale, 
who founded Mt. Hawley 
Manufacturing Co. in 1946, 
tage ly et co oa “We'll even arrange an extra sail time 
, , job for you to help you pay for it! 
He has been continuously 
active with Mt. Hawley, a 
maker of oil and gas-fired 
steam and hot water boilers. 


Company officers are Hale, president; Virgil 
Along with the acquisition, 


Watkins, plant manager; and Wiesner. 

Hale announced the appointment of R. E. Wiesner told DE that a new line of “com- 
Wiesner, as national sales manager. petitively priced boilers, particularly adaptable 
to small residences and housing projects, will 
sales division from Indianapolis to Peoria, be made available this year.” 

where all other activities of the firm are located. (NEWS continued on page 166) 


R. E. Wiesner 


Hale also announced the transfer of the firm’s 


Generates HEAT and ENTHUSKH 


Nothing Does It Better Than 


GENERALSREPUBLIC 
Eatin : See 


On-FiRED “Vv — 


Troi mana 
GAS FIRED BOILER “6 Re] 


WITH YEAR ‘ROUND DOMESTIC HOT 

WATER; 20 YEAR WRITTEN GUARANTEE @as on on 
Seldom has the Heating Industry \ pa ica 
received an improved line with such 

enthusiasm as this new REPCO fF ; 
Thrift-Master wet leg gas boiler. "yuvnsiuahii 
Aside from the fact that it is highly 

profitable, it is easy to stock, easy le 

to handle, easy to install. Available ieee 

in full range of sizes, PRE-PAK or SASEOOARD RADIATION 
knocked down. 


poh FULLY ENCLOSED, NOTHING EXPOSED g # 
Approved for Zero Clearance =e 
-e- 





A.G.A. NOW NATIONALLY ADVERTISED 


Over 7,000,000 Home-Loving Families 


NOW SEE REPCO ADS EVERY MONTH IN LEADING 
| HOME MAGAZINES! 
a 


Territories Available for Manufacturers’ Representatives 


Ce Ee ee 


HEATING PRODUCTS COMPANY g PRODUCTS COMPANY 
7420 STATE ROAD, PHILADELPHIA 36, PENNSYLVANIA 
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QUEEN CITY 
VALVES 


No. 125 
BRASS GATE VALVES 


Iron Pipe Size 
Non-Rising Stem—Wedge Gate 
Size—3g” to 2” inclusive 


No. 125 C 


BRASS GATE VALVES 


Copper x Copper 
Non-Rising Stem—Wedge Gate 
Sizes—'2” to 2” 


No. 250 
SWING CHECK VALVE 


lron Pipe Size. For steam and water line at pressure up 
to 125 Ibs. Sizes 12” to 2” inclusive. 
Copper x Copper 12” to 2”. 


QUEEN CITY VALVES, INC. 


1203 Findlay St., CINCINNATI 14, OHIO 


pa Know This Emblem? 


It stands for 
QUALITY & CHARACTER 


America’s Finest Endorsement 


Use and Display Limited to Members 
MEMBERSHIP 
BY INVITATION ONLY 
RICE LEADERS OF THE WORLD ASS'N. 


29 WN. Street, N. W 
Washington, D. C. 


Established 1912 


THE SHERWOOD CREDO OF QUALITY 


Resolved to uphold the best of American manufacturing traditions, 
Sherwood Brass believes that Product Quality in toto is paramount in 
not only building up a market, but in preserving that market. Yes, 
Quality, in speaking of Sherwood Ball Cocks, is a word not to be 
treated lightly. In rating a product, through test, it may be judged as 
either fair, good or perfect. As tops the word Quality in itself should 
mean full dependability. And, with Sherwood Ball Cocks, the word 
Quality means precisely that—full dependability. 


SHERWOOD BRASS WORKS e 6331 E. Jefferson, Detroit 7 


News 





(Continued from page 165) 


Wheatland Tube VP, Karl Lukens, 
Honored for 40 Years’ Service 

PHILADELPHIA—Kar! Lukens, vice president of 
sales for Wheatland Tube Co., was recently 
honored by his firm for completing 40 years of 
service. A dinner was given in his honor at 
the Drake Hotel here. 


M. M. Pizer Heads Apartment House 
Division of Slant/Fin Radiator Corp. 

RicHMonp Hitt, N.Y.—M. Morton Pizer has 
been appointed head of the Apartment House 
Division of Slant/Fin Radiator Corp. He will 
supervise the firm’s field engineers who special- 
ize in apartment house heating 


John Alexander, Fiat 
Sales Manager, Dies 

FRANKLIN Park, ILt.—John Alexander, wide- 
ly known 33-year-old sales manager for Fiat 
Metal Manufacturing Co., died recently after a 
short illness 

He had been with Fiat for 14 years and was 
active in plumbing trade associations. He is 


survived by the widow and a son. 


Peerless Installs Machine to Grind 
Spacing Pads in Cast Iron Boilers 
BoyeRTOWN, Pa.—A machine that grinds 
spacing pads in cast iron boiler sections and 
eliminates need for expansion washers has been 
installed in its plant by Peerless Heater Co. 

“The strain-relieving pads are precision- 
ground to mate properly and evenly in each 
section and eliminate long iron-to-iron con- 
tact,’ Peerless said. “Sections spaced by these 
pads are free to expand and contract, eliminat- 
ing the danger of section cracking.” 

The process also eliminates the possibility of 
sections twisting out of line when the entire 
block is “drawn up” with tie rods during in- 
stallation, the company said. END 


oS: AO ASE on Ws es 


SPACING PADS which eliminate expansion washers 
are shown bucking up against each other in the 
top of an eight-section cast iron boiler produced by 
Peerless Heater Co., Boyertown, Pa. 
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FIRST CLASS 
PERMIT NO. 71 
CHICAGO, ILL. 


BUSINESS REPLY CARD 


NO POSTAGE STAMP NECESSARY IF MAILED IN THE UNITED STATES 


Postage Will Be Paid By— 


DOMESTIC ENGINEERING 


1801 PRAIRIE AVENUE 
CHICAGO 16, ILLINOIS 





DELIVERED 
WITH 
TANK AND LID 


“THE ORIGINAL" 


New packaged submer- 





sible ejector for drains 
and basins below sewer 
line. Cap. up to 10,000 
gph. Write Piqua Ma- 
chine & Mfg. Company, 
Piqua, Ohio 


©” 


SUBMERSIBLES 








ESTIMATING \ 
BUYING 
SELLING 
BILLING 


and CHECKING INVOICES 
It’s the Quick, Easy Answer 
to Your PRICING PROBLEMS! 


You will certainly find, in your reference to the Bradford 
Price Book, a quick, easy answer to your pricing problems 
Whether it is a question in plumbing, heating or sheet metal 
work, you'll find price data showing prevailing material 
costs .... lists, net and suggested selling price. Contents: 
450 pages in 24 sections. You'll find BRADFORD PRICE 
BOOK a most valuable item of equipment in maintaining a 
successful and profitable business. 


Subscribers use this valuable book to make sure 
that they are being allowed the latest market dis- 
counts and prices. 


Write for Full Information Today 








The 
BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 
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Case Non-Overflow 
One-Piece* Water Closet 
With Whispering Flush 


KITTEN 
QUIET 





e Non-Overfiow Safety Feature 
e Time-Tested Healthful Height 
e Comfortable Body Contour Seat 


e Produced in 49 Decorator Colors 
plus sparkling black and white 





(®) 


CASE MANUFACTURING CORPORATION 
247 DELAWARE AVENUE, BUFFALO 2, N, Y. 


| @ PATENTED 





WHEELECTRIC... 


Designed with PROFITABLE 
Sewer & Drain Cleaning in — 
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PRACTICAL, 
LOW COST, 
POWERHOUSE 


An economical wonder that cleans up to 6” 
lines when used with sectional round steel sewer 
rods. AC/DC Universal Motor built into big 
drum; portable; tilts to help you reach over- 
head lines; foot switch. Check the “big ma- 
chine’ features, the rugged power, and the low 
cost of Wheelectric . . . it’s built by the leader! 


<= The Snake that makes the difference 
REDUCED BREAKAGE—LONG LIFE 


Patented Flexicore Wiropecenter Snakes, 
in all sizes, are made exclusively by 


GENERAL WIRE SPRING COMPANY 
906 $. SARAH STREET * PITTSBURGH 3, PA, 
Write today for details on our full line! 


441 

















The ‘Big Comeback” in Hydronics: 
Will It Get Bigger? 


(Continued from page 97) 
allies in combating warm air, but they are 
our allies in combating electric heating. 
Over a period of time, we can expect some 
specific help from both of these fuel indus- 
SULFLO’MACHINE-KUT’ | svéféo°...NO. 1 tries.” 
CUTTING Ol CUTTING Oil Mitchell declared that hydronics is “at 
: aa. war” with warm air and electric heating for 
a profitable share of the heating market. 
The new united effort, he said, will enhance 
the hydronics industry’s competitive position 
to a degree “never before seen.” Other 
speakers outlined features of the “united 
effort” cited by Mitchell. 


s Henry Gibb, chairman of the BHC’s re- 
cently organized Commercial & Industrial 
Division, described the threat of warm air 
and electric heating in the traditional strong- 
hold of hydronics—commercial and indus- 
trial work. Gibb is also sales manager of the 
Sulflo Products Are Sold By Selective Distributors Pacific Steel Boiler Division of National-U:S. 





(If you don’t know who your local SULFLO Distributor is, write us— Radiator Corp., Johnstown, Pa. 

we'll be glad to send you literature and put you in touch with him.) “Anything they can do, we can do with 
liquid heating and cooling and do it better, 
more comfortably, more safely, and, in the 
case of electric heating, more economically.” 





s Taking a swing at the electric heating in- 
dustry, Gibb said that “where they talk 
LIVI NG about doing away with boiler rooms, pipes, 
ih iO boilers, pumps, smoke stacks and mechan- 
for Modern ical contractors, they say very little about re- 
placing these things with power lines, trans- 
Bathrooms formers, transformer rooms, high voltages, 
special controls, more insulation, etc.” 

He promised that his new division will 
soon be supplying contractors and others 
with promotional material “to prove the su- 
periority of hydronics in non-residential in- 





stallations.” 


= The activities of the Residential Division’s 

W ASH EX AUTOMATIC TOILET SEAT special marketing task force were outlined 

The ultimate in personal cleanliness by Al Buschel, sales manager of Slant/Fin 
Automatically Washes and Dries Radiator Corp., Richmond Hill, N.Y. 

“There is a definite turn for the better in 

IN SECONDS AT THE PUSH OF A BUTTON WASHEX this field—the major problems are being 


TAKES OVER WHERE THE BIDET LEAVES OFF solved, and others will be in the next year 


WASHEX provides a gently pressurized stream of warm water for or two ” 
washing and a warm stream of air for drying. Easily installed . . 
on all standard commodes in minutes He pointed out that during the past year 


the division set up a schedule of objectives 
Listed by Underwrites | to be met, with top priority going to over- 
WASHEX CORPORATION Laborateries ond complies | come “consumer fed of Si adlas? 
2657 Main Street with Nationc! Plumbieg | ‘ 8 ; a Ss. 
Codes. He said that BHC’s motion picture, “You 


Santa Monica, California Earth People,” has already been seen by five 


NO TISSUE 
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million television viewers and will be shown 
to women’s and civic club groups as a major 
step in overcoming the consumer’s lack of 
knowledge of hydronics. 

To further approach this task of consumer 
education, the council has developed a sug- 
gested advertising campaign to be sponsored 
by individual manufacturers to make the hy- 
dronics industry “look alive,’ Buschel said. 
He outlined the program for advertising in 
shelter and trade publications. 


« The recommendation calls for large manu- 
facturers annually to place 12 ads in con- 
sumer books, six ads in builder magazines 
and 12 ads in p-h trade publications; for me- 
dium-sized firms, three ads each in consumer 
and builder magazines and six in p-h trade 
publications; for smaller companies, one ad 
per year in the consumer magazines, two in 
builder books and three in p-h trade pub- 
lications. For the 40 member-companies of 
the BHC, Buschel said, this would equal 135 
“exposures” per year in consumer books, 120 
in builder magazines and 225 in p-h trade 
publications, a total of 480 “exposures.” 
Listing the major problems confronting 


eveco ADJUSTODRAFT 


DRAFT CONTROL 


Fully adjustable for precise accurate setting 
ond instant response to draft variations: 
ADJUST-O-DRAFT is quality constructed. A 
cast aluminum ring with built in stops, con- 
cealed solid brass bearings, and other 
features, insure lasting dependability and 
moximum efficiency when you INSTALL 
ADJUST-O-DRAFT. 





Available in sizes from 
5 thru 12 inches. 











MANUFACTURING CO. 
45-16 - 162nd Street, 
Flushing, L. }., N. Y. 


~ Servicing 


Oil Burners , ? 
YOU NEED THIS 
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JONES 
PLUMBING @ HEATING 
CONTRACTOR 











vue “a 


‘I’m not going to pay your repair bill— 
| have this lifetime guarantee from the 
discount house that left town!”’ 


the marketing task force, Buschel said that 

besides the consumer’s ignoranee of hydron- 

ics, the council would work on “builder in- 

difference; architect and engineer ignorance 

of hydronics; real estate and lender indiffer- 
(Please turn to page 172) 








KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 


STEAM Ale AVOID 
FASTER AIR LOCK 


Aroe ANWO RY 
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10 nage Catalog chock-full of Popular 
LT LACEMENT PARTS and SERVICE TOOLS 
1 * to make your servicing easier 
@ FUEL UNIT PARTS © CONTROL PARTS 
e CIRCULATOR PARTS © SHAFT SEALS 
© STRAINERS © GASKETS 


© IGNITION TERMINALS 


Your friendly Oil Burner Jobber stocks the 
HYDROVALVE Line. 
, Ask him for a copy of Catalog #60, or write direct. 


L Hydro ValVe co.nc 


~ 1319 Utica Avenue, Brooklyn 3, N. Y. / BUckminster 4-1330 

















(Continued from page 171) 
ence; manufacturer advertising and promo- 
tion; the selling techniques of manufactur- 
ers’ salesmen; wholesaler selling techniques; 
contractor selling techniques; cost of hydron- 
ic installations; area marketing problems and 
EVEN ; limitations of local market promotions; and 
AT 6 | industry-wide mobilization.” . 
Concurrent with that last objective, the 


2 (je a a National Assn. of Plumbing Contractors has 
J WHEN YOU rejoined the council (see page 128). 


sie INSTALL A e Gordon Andrew, discussing the council’s 
e = SELF wholesaler cooperative program, gave some 
\VW (0) G IES It, ' i of the highlights of a survey conducted re- 
CLOSING cently. He is a Detroit wholesaler and a past 

FROST-PROOF 


president of the Central Supply Assn. 
FOOT - OPERATED In answer to what markets offer the best 


T R E A D q F V A [ V F | opportunity for the increased sale of hydron- 


ics, he said the response ran about 35 per- 





cent for remodeling and replacement and 65 


THE BEST FOR percent for new construction. 


DRINKING FOUNTAINS Another question was “What are the great- 
LAVATORIES, URINALS est obstacles to increased hydronics sales (in 
’ 


a particular wholesaler’s area)?” The an- 











MANUFACTURED BY swers to this question varied, Andrew said, 
AlesiiJ mw Wa elcimee) | \ hd ranging from consumer indifference, to poor 


selling techniques, to cost, to a statement by 


WILMINGTON, DELAWARE 


PROTECTUB 





one respondent who cited “the contractor in- 





cludes too many safety factors.” 


e The “lack of a coordinated selling plan” 

FOR THE FINEST BATHTUB PROTECTION hr auenaier n6 be 
was cited as a major fault of manufacturers 
: — ne XOMSSNLY deluxe cover— thick in helping increase sales of hydronics, ac- 

for preventing damage after installation. corrugated with water repellent ; Sg 
. "Stop i Psion: axada to cording to the survey. Lack of “good, com- 
| GUM-A-TUB-low cost Kraft liner petent installation and merchandising abil- 
(3) piece preshaped. Wet to apply, ities’ was given by the wholesalers as the 
COATATUB.-Liquid vinyl plastic coat 


applied with brush, dries to strong 
flexible film, peels off 


Note: one gal. can covers 4-5 tubs. 








CROSSCUT 


. for permanent repair above and below water line —F 
fae If not available at your wholesaler, write Dept. E-1. 


PROTECTUB INC., 93 Seigel re Brooklyn 6, N. Y. 


Handy TUBE BENDER 


Smoothly Bends Any Pipe or Tubing 
3g” to 1%” O.D. . 





e Just a twist of 
the wrist assures 
perfect even bends 
—right angle, any 
angle, U and off- 
set. Save enough 
on ONE job to 
pay for your See your sup- 
HANDY TUBE oS wits tor 
BENDER. i ald 
HOLSCLAW BROS., “INC. 


436 N. WILLOW ROAD @ EVANSVILLE, INDIANA 











“Your assistant is here, Crosscut!”’ 
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contractor's major fault. The wholesalers 
also criticized themselves in the survey, say- 
ing that a “lack of parts inventory, of mer- 
chandising ability and help to the contrac- 
tor” were their major faults. 

In spite of the criticism, however, 68 per- 
cent of the wholesalers said they experienced 
an increase in hydronic sales during 1959. 


# Discussing the local-level operations of 
BHC, Ed Ford said that “much of the impact 
of the national council’s programs would be 
lost without strong local support. This is 
why local BHC’s are being formed.” 

He pointed out that the function of the 
local-level BHC is to distribute movies, ar- 
range for speakers and create hydronics in- 
terest at the “grass roots.” Ford is manager 
of national accounts for Bell & Gossett Co., 
Morton Grove, III. 


# Other major speakers at the meeting in- 
cluded F. R. Brophy, advertising and sales 
promotion manager for the Burnham Corp., 
Irvington, N.Y.; Joseph Balter, manager of 
advertising for Taco Heaters Inc., Cranston, 
R.I.; M. M. Brooks, secretary and general 
manager of Slant/Fin; Michael Murray, gen- 
eral sales manager of John J. Nesbitt Inc., 
Philadelphia; and Irving Rechkemmer, Can- 
ton, O. contractor and NAPC president. 
Brophy said that the council is plan- 
ning to fly consumer magazine and news- 
paper editors to the hydronics research resi- 
dences maintained by the Institute of Boiler 
& Radiator Manufacturers in Urbana, IIl., as 
part of the council’s 1960 publicity plan. 


s Balter reported on the findings of the fam- 
ily housing conference held in Washington, 
D.C. last fall (see DE for November, page 
110). He told the group that homeowners 
want a heating system to last the length of 
the house mortgage, and also want evenness 
of heat, cleanliness, low cost and low noise 
levels in their systems—‘“all features of hy- 
dronic heating.” 

Succeeding Mitchell as BHC president is 
R. S. “Shep” Doherty, vice president of mar- 
keting for the A. W. Cash Valve Manufac- 
turing Corp., Decatur, Ill. New vice presi- 
dent of the group is Carroll Baumgardner, 
senior vice president in charge of sales for 
National-U.S. Radiator Corp. END 


The Central Brass Fittings 
Have Over 2” Adjustment 
Contrary to our November Advertisement 
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BRASS 


The New 
CENTRAL HOSE VALVES* 


Formerly Known as Boiler Drains 


looks like a valve 


Fig. 547.14 '2" Copper 
547.15 %4” Copper 


built like a valve 


acts like a valve 


Fig. 549.14 2” IP Female 


Valve Bonnet and Stuffing Box Construction 


Red Brass Metal. Generous Seat Opening. .Buna-N Seat Disc 


Orange Painted Easy-Grip Handle 


Made in U.S.A. 


“Made by the Beat dtands 
in the Business, 

















THE CENTRAL BRASS 


MANUFACTURING CO. 
2950 East 55th Street @ Cleveland 27, Ohio 
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SITUATIONS OPEN 
SALES EXECUTIVE 


High 4 to 5-figure salary plus oppor- 
tunity fer profit participation. No. 2 
man in company selling products to 
jobbers throughout U. S. Age 28-42. 
Must know distribution channels in 
plumbing supply field thoroughly and 
be willing to travel. Home office in 
Middle Atlantic States. All replies con- 
fidential. Address Key 156-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


KITCHEN SALESMAN 


For national concern to direct and proc- 





ess business and layout. Good oppor- 
tunity with future. Address Key 165-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


PLUMBING MAN 


For quotation and purchasing. State 
experience. Address Key 166-E, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


PLANT MANAGER 


For Sanitary Ware, with experience to 
manage modern pottery. Manager sud- 
denly deceased. P.O. Box 1050, Colum- 
bus 16, Ohio. 


Expanding Plumbing Manufac- 
turer Needs 


SALES MANAGER 
OR 
MARKETING MANAGER 


to take charge of established, national- 
ly distributed plumbing line. Give re- 
sumé and expected salary. Address 
Key 138-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


SALESMAN WANTED, EXPERI- 

enced. Acquainted with plumbing and 
heating jobbers in Ohio. Good profitabl 
opportunity for live wire to sell many 
well-known lines for established sales 
organization Write address Key 
153-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 





SITUATIONS WANTED 





POSITION WANTED AGE 36, ME 

ehanical Engineering graduate 10 
years of technical sales experience with 
a jobber. Excellent sales record and 
architectural clientele in Northwestern 
Ohio. Address Key 136-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois 


Advertising Department, 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 
Light face advertisements, fifteen cents per word, including head- 
ing and address. For keyed address count seven words. Minimum 
advertisements $3.00 per insertion. Rates for bold face adver- 
tisements, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing date: 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHERS 


ENGINEERING, 1801 


Fifteenth of month pre- 











REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





REPRESENTATIVE 


Leading line patented manual and auto- 
matic drain tools to established plumb- 
ing jobber accounts, trade, and indus- 
trials. Prefer resident within 50 miles 
northerly of New York City. Attractive 
compensation, protected territory. Sub- 
mit full details. Address Key 126-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


LEADING MANU FACT R 
shower cabinets. tub ¢ sures 1 
shower door wants experienced rep 
resentative now calling on plumbin 
upply wholesal Write advisin 
lines nov carried, territory co\ 
and resumé Reply to Addres \ 
121-E “DOMESTIC ENGINEERING 
1801 Prairie Ave., Chicago 16, Illinois 


MANUFACTURER'S REPRESENTA- 

tive wanted heating and cooling 
hydronie gas or oil and electric. Several 
choice territories open in east, mid- 
west, south and west Highest com 
missions paid to experienced M-R’s sell- 
ing to dealers Full particulars on 
request Address Key 154-E, “DOMES 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois 


REPRESENTATION WANTED: 


Commission representatives desired by 
full line manufacturer of single lever 
mixing faucets. Territories open: 
Washington, Oregon, Idaho, Montana, 
Utah, Arizona, New Mexico, Kansas, 
Missouri, Tennessee, Mississippi, Ala- 
bama. Address Key 169-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


COMPLETE LINE OF STEEL BOILERS 

are available to aggressive active 
manufacturers’ representative - high 
commission some choice territories 
open—write your qualifications—terri- 
tory desired and lines now handled 
Address Key 141-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


EXCLUSIVE PROTECTED TERRITO 
ries open for nationally distributed 
unique washer replacement plumbing 
specialty item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and retailers. Unique demon 
stration sells 8 out of 10 on first call 
Address Key 142-E, “DOMESTIC ENGI 
NEERING,” 1801 Prairie Ave., Chicago 
16, Tllinois 


SHOWER SALES OPPORTUNITY 


Excellent opportunity for established 
sales representative to expand sales to 
wholesale trade. Well-known shower 
cabinet line, recognized as a leader in 
utility shower sales. Aggressive men 
with an eye toward increased sales 
wanted for the following established 
territories: Wisconsin and Upper Mich- 
igan; Missouri, Lower Illinois and Kan- 
sas; Minnesota and North Dakota. 
Write in confidence to Address Key 
157-E, ‘‘DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


PLAN FOR PROFITS” WITH A COM- 
plete line of oil and gas warm air 
furnaces and air cooling units... many 
models, types and sizes. Trouble-free, 
compact, easy-to-install units... backed 
by years of business—satisfied custom- 
ers. Sales aids, literature available. New 
plan offers highest commissions, best 
discounts, account protection and sales 
assistance. Write now! List lines and 
territories in resumé Address Key 
172-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


WANTED 


Manufacturers’ representative—all areas 
—by a fast growing and aggressive 
manufacturer of a very competitive line 
of domestic oil-gas steel heating boilers 
and baseboard radiation. High commis- 
sion. Address Key 159-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


AGGRESSIVE REPRESENTATIVE, 
ealling on the plumbing jobber 
wanted by specialty manufacturer 
High commission, good volume, Texas, 
Louisiana. Mississippi, Alabama, Okla- 
homa, Tennessee, Kentucky, West Vir- 
and Virginia open. Address Key 
“DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
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Heating Trends... 


(Continued from page 109) : tallation ee 
sentially flameless combustion is maintained. pe of ins : 
“The tube itself is incandescent and there 
is a surface plasma which has a temperature 
of around 1800F to 2000F. 


s “Products of the combustion then pass 
through a miniaturized heat exchanger. 
which might be similar in appearance to the 
cooling coil of an air conditioning unit. They 
are drawn through an induced-draft fan and 
exhausted under pressure. 

“Probably the automatic valve and the 
induced-draft fan would be controlled by a 
room thermostat. Conventional fan and limit 
controls could be used.” 


= Despite the new advances, Gilkey re- 
minded the contractor-dealers that their 
place in the industry has not been changed. 


He said: Choose the Automatic HOT WATER 
“There is one thing about the heating System Vent to fit your needs 

system which we, in the industry, are often V ent-Rite No. 10 is the automatic vent that gives positive 

tempted to forget and which our customers ind foolproof venting. Metering Screw, Straight Line Vent 

seem to know nothing about. This is that Passage, Vent-Tube, and “Finger-Tip’ Manual Control are 

the air conditioning system is unlike any exclusive design features that assure best results 

other component which goes into a residence Vent-Rite No. 20 is an economical, automatic vent for hot 

or any other type of structure. The system water systems. It is simple and foolproof, and also has “Fin 

bg rties . ; 2 ger-Tip’’ control for manual venting fas ing 

is literally manufactured on the job... . baal a ro Vea 


“This means, of course, that in order to Vent-Rite No. 40 has a special adjusting stop. Will vent 
evaluate the performance which can be ex automatically when adjusting screw is turned in to stop 
c c ~ c xA- 
pected from a heating system, your customer Automatic Bottle Vents —for hot water convectors 
must take a look at you, the man who de baseboard radiators. No. 101—34" male x Y" female con 
. ¢ m - 


and 


nection; No. 103—14,” male connection; No. 104—1/" male 


8 
connection; No. 141-14” male connection 


signs, installs and adjusts this heating sys- 
tem. You are the all-important factor in the 
system performance. You can make or break 
| yan d th lati f , . There’s an automatic Vent-Rite hot 
the system, and neither a platinum furnace water vent for every class job . . . and 
nor 24-carat diffusers can alter this fact.” with each you are always sure of best 
results. Order from your wholesaler 
for your next job. 
#An electrical heating industry, growing 
ever faster, was described by the utilities 
spokesman, E. O. George, vice president of 
the Detroit Edison Co. 

George said the use of electrical heating 


has expanded especially fast in the past two 


years. A 1957 survey found 300,000 build- i} | ay 

ings—most of them homes—heated by elec- ‘ 

tricity. By June 1959, the figure had grown 

“a VENT-RITE 
Outlook for the 1960’s: A_ spectacular ~ 


Vent-Rite No. 20 


boom, George said. “By the end of 1960, 


692,000 buildings will have complete re- eon VENTING VALVES 


sistance-type electric heating. By 1968, the Best because scientifically designed e 


electrical industry forecasts about 2,250,000 \ by th : . | 
: e pioneers in vent — 

homes will be heated electrically.” 3 y P control | 

As for heat-pumps, he said, there are 

nearly 61,000 in the U.S. of at least 2% 


(Please turn to page 177) 
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REPRESENTATIVES WANTED 


LINES WANTED 


LINES WANTED 





PLUMBING BRASS 


Two territories covering Michigan and 
Illinois now available for solid repre- 
sentation to plumbing wholesalers. Full 
advertising, publicity, and promotional 
support by nationally recognized AAA- 
1 West Coast plumbers brass manufac- 
turer with midwest warehouses. Write 


address Key 174-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


FREE SERVICE 


Manufacturers’ agents register now. 
Manufacturers’ Agency Service main- 
tained for years by DOMESTIC EN- 
GINEERING Magazine is for your 
benefit and if you have not already 
registered, write today for necessary 
registration forms and complete details 
of assistance available to agents. As a 
clearing house for information for the 
manufacturers agents of plumbing, 
heating and air conditioning equipment. 
DOMESTIC ENGINEERING Maga- 
zine has prove invaluable to many 
leading representatives in the past, and 
if you have not as yet taken advantage, 
get the details today. There is no 
charge. Attach this advertisement and 
mail it together with your letterhead 
for full information to Manufacturers’ 
Agency Service, 1801 Prairie Avenue, 
Chicago 16, Illinois. 





LINES WANTED 





WESTERN NEW YORK STATE 
NORTHWESTERN PENNA. 


Alert, aggressive representative seeks 
line allied or complementary to domes- 
tic pump and water conditioning. Time 
devoted to develop worthwhile line. 
Write address Key 155-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 
MANUFACTURERS’ REPRESENTA 

tive for plumbing-heating-hardware 
jobbers A-1 background for Michigar 
territory Bread and butter prod 
preferred With some present \ lum ( 
in territory. Change in present. com 
pany's policy brought about this change 
Address Key 158-F “DOMESTIC ENGI 
NEERING,” 1801 Prairie Ave Chicago 
16, Illinois 


IOWA 


Now contacting plumbing wholesaler 
jobbers in lowa only. Doing an effective 
job. Will give concentrated coverage. 
Address Key 146-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


KIGHT YEARS AS 


ers’ agent with 


A MANUFACTUR 
excellent following 
among the New England plumbing and 
heating wholesalers seek additional 
discriminating line Address Key 
124-Kh DOMESTK ENGINEERING,’ 
1801 Prairie Ave, Chicago 16, Tiling 


176 


KENTUCKY—INDIANA 


Established manufacturers’ agency (2 
men) experienced, aggressive, alert and 
contacting all of the plumbing supply 
wholesalers desires two additional top 
lines—flexible supplies, copper tubing, 
copper (sweat) drainage, iron drainage, 
toilet combinations, shower cabinets, 
stainless and porcelain steel sinks, etc. 
Will consider any good volume line. 
Address Key 168-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


MANUFACTURER'S AGENT 


Well-known and aggressive, specializing 
in plumbing and heating is looking for 
additional lines. Extensive and well-or- 
ganized coverage of Eastern Canada. 
TRANS-CANADA PLUMBING 
AGENCIES (1956) LTD., 5717 Monk- 
land Ave., Montreal 28, P. Q., Canada. 
Tel HUnter 9-6221. 


WESTERN PENNSYLVANIA AND AD 

jacent areas, 5 years selling leading 
jobbers, carrying few lines, will devote 
time to good line Address Key 
149-E “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


INDIANAPOLIS, INDIANA 


Home base of manufacturers’ repre- 
sentative who can handle one additional 
line covering entire state excluding 
Lake Porter county. Concentrating on 
plumbing and heating wholesalers. Ad- 
dress Key 148-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 
ESTABLISHED MANUFACTURERS’ 

representative desires one more high 
quality line to go along with four first 
line American Manufacturers. Territory 
eovered is Arizona-New Mexico-Colo 
rado El Paso, Texas - Las Vegas, Ne 
vada calling on wholesale plumbing 
heating hardware and air conditioning 
jobbers Address Key 120-E, “DOMES 
TIC ENGINEERING,” 1801 Prairie Ave 
Chicago 16, Illinois 


NEW YORK AND NEW JERSEY 


Well organized manufacturers’ repre- 
sentative sales organization seeking 
additional lines for representation 
through plumbing supply wholesalers in 
New York and New Jersey. Warehouse 
available. Address Key 151-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


MANUFACTURERS’ 
tive calling 
jobbers some 
plumbing and 
New York State 


REPRESENTA 
on plumbing and heating 
large hardware store 
heating contractors tit 
Wishes two additional 
exclusive lines Aggressive coverage 
ipproximately seven times yearly. Ad 
dress key 161-K “DOMESTI ENGI 
NEERING 1801 Prairie Ave Chicag< 

it, Tllinols 


SEEKING ADDITIONAL LINES 


Chicago manufacturer’s representative 
agency with complete warehousing 
facilities seeking manufacturers who 
want large movement of their products. 
Concentrating on plumbing supply 
houses in Illinois, Indiana, Wisconsin 
and Eastern Missouri. If you want the 
job done properly with young aggres- 
sive organization, Address Key 145-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


CALIFORNIA—ARIZONA 
NEVADA 


Manufacturers’ representative desires 
one or two major competitive lines. 
Ample coverage. Warehouse facilities. 
Address Key 152-E, ‘DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


REP ESENTATIVE OR- 

vering plumbing and 
North and South 
Virginia, and Eastern Tennes- 

one additional line. Address 
“DOMESTIC ENGINEER 
Prairie Ave., Chicago 16, 


AGGRESSIVE 
ganization 
heating cohbera in 


NEW ENGLAND 


Manufacturers’ agent with Boston office 
and warehouse. 20 years experience sell- 
ing to plumbing and heating wholesale 
distributors has opening for one or two 
quality lines. Our organization is tops in 
its fieddd) NORMAN LEWIS AND 
COMPANY, 88 Broad Street, Boston 
10, Massachusetts. 


ILLINOIS—WISCONSIN 


Manufacturers’ representative covering 
Illinois and Wisconsin seeks one addi- 
tional allied line. Contacting wholesale 
plumbing supply. Has good following. 
Address Key 131-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


LINE WANTED ALABAMA AND 

northwest Florida Manufacturers’ 
agent five years in South has a ready 
market for a good line of gas and elec 
tric water heaters for this territory 
Please write P. O. Box 3682, Birming 
ham 11, Alabama 


BOSTON 


Manufacturers’ representative with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give personal aggressive 
representation to additional quality line. 
Address Key 170-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 174 AND 178 
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(Continued from page 175) 
horsepower capacity, including about 18,000 
reverse-cycle room size units mostly in the 
Southeastern part of the country. Again 
referring to the 1957 survey, he said it 
showed less than 24,000 heat pumps, and 
looking ahead to the end of 1960, another 
68,000 heat pumps “should be added, bring- 
ing the total then in use to nearly 130,000. 

“In the face of this growing consumer 
acceptance, we foresee a time not too far 
distant when electric heat will be the stand- 
ard against which all other systems are 
measured,” said George. 

Members of the warm air industry have 
an opportunity to cash in on the expanding 
electrical heating industry, George said. 
Electrical heating plants are not limited to 
heat pumps or resistance-type units, he said. 

“I want to emphasize that the electric 
utility industry stands ready to support any 
and all kinds of electric heating applications 
that will give our customers value received 
for their electric dollar, whether the instal- 
lation is resistance room heating, the heat 
pump or some other method of central home 
heating and cooling,” George said. “We don’t 


care what the system is—just so it does the 
job and just so it’s electric.” 

A third speaker at the association’s meet- 
ing announced a new short form estimating 
method for preparing bids on warm air heat- 
ing and air conditioning. 

Gary Baker, assistant director of technical 
services for the association, said the new 
one-page form presents a simplified method 
of estimating heat loss and heat gain. 

The form, developed after a year’s study 
by the association and the Air Conditioning 
Load Calculation Committee, is called “Esti- 
mating Heat Loss and Heat Gain.” 

In elections at the association’s conven- 
tion, Harry Gurney, general sales manager 
of the Janitrol Heating & Air Conditioning 
Division of Midland-Ross Corp., was elected 
president. 

Don Winegardner, vice-president of the 
Heating Division of The Majestic Co., was 
named vice president, and Harold Mueller 
Jr., executive vice president of the Mueller 
Climatrol Division of Worthington Corp., 
was named second vice president. James 
Martin, new managing director of the group, 
was named secretary-treasurer. END 





1. Apply 


taining c 





to tube and fitting. 


DOES 3 JOBS IN 1 OPERATION 
FLUXOLDER SOLDER PAINT is a uniform mixture con- 


Fluwtder 


1 TIMS-:° 


2. Assembie tubes and 3. Neat, 


fittings. 


Fluxoider by brush 


The Original SOLDER PAINT 


for Sweat Soldering 


and Tinning! 


ALL IN ONE! 


touch ends of 
joints with wire sol- 


der to check correct 


heating. 


leaner, activated flux and powdered solder—all 


in one can. 


Order from 
Your Wholesaler. 


FLUXOLDER 
PRODUCTS CO. 


438 E. Woodbridge, 
Detroit 26, Mich. 
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BUSINESS OPPORTUNITIES 





ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


CLARKE SALES COMPANY 
12 years service 
VIRGINIA & WEST VA. 
OHIO RIVER CITIES 
407 Beech Ave., Charleston, W. Va. 


pO YOU HAVE A GOOD 

priced right but still have 

ompeting with the big boys. 

in ited Southern 

Dy st Kansas 
‘DOME STIC 

1801 Prairle Ave., 


PRODUCT 
trouble 
Consulta- 
Illinois, Mis- 
Address Key 
ENGINEERING,” 
Chicago 16, Illinois 


ST. LOUIS AREA 


Plumbing wholesalers contacted twice 
monthly by aggressive representative 
agency. Can handle two additional qual- 
ity lines. Address Key 144-E, “DOMES- 
TIC ENGINEERING,” 1801 
Ave., Chicago 16, Illinois. 


Prairie 


NEW YORK STATE 
PLUMBING-HEATING 


THOMAS G. JONES 
37 Hillside Ave., New Hartford, N. Y. 


OHIO—W ELL 
limited number lines 


NORTHERN 
lished, 
leading wholesalers, 
ligent coverage. 
‘DOMESTIC 
Prairie Ave 


ESTAB- 
selling 
aggressive, intel- 
Address Key 150-E 
ENGINEERING,” 1801 
Chicago 16, Illinois 


THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 13, Minn. 


Manufacturers Agency Selling 
scnsaapeaaon Mid-Northwestern Jobbers 


WISCONSIN 


Manufacturers’ representative selling 
plumbing supply jobbers desires addi- 
tional allied lines. Address Key 147-E 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


MANUFACTURERS’ REPRESENTA 

tive presently covering New York 
State servicing heating and plumbing, 
automotive industrial and hardware 
jobbers seeks additional line from prime 
manufacturer. Address Key 137-E. “DO- 
MESTIC ENGINEERING,” 1801 Prairie 


Ave., Chicago 16, Illinois 


178 


SAN FRANCISCO AREA 
Experienced representative with broad 
background in the plumbing industry 
and established contacts with plumbing 
wholesalers, interested in representing 
a manufacturer of recognized quality 
products. Start 1960 with aggressive 
and know-how coverage. Replies confi- 
dential. Address Key 162-E, “DOMES- 
TIC ENGINEERING,” 1801 
Ave., Chicago 16, Illinois. 


Prairie 


MANUFACTURERS’ REPRESENTA- 

tive calling on the wholesale plumb- 
ing and heating trade of Oklahoma and 
Arkansas, wishes additional lines Com- 
plete and regular a 
Address Key 163-F, 
NEERING,” 1801 
16, Tiinois 


ggressive coverag 


“DOMES STIC ENG I. 


Prairie ve., Chicago 


NEW ENGLAND AREA 


15 years of direct sales, well versed 
among master plumbers and heating 
contractors. Seeking salaried position 
among manufacturers of enamelware, 
boilers, heating supplies. Address Key 
164-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


MANUFACTURERS’ 


covering 


REP RESENTA 
southern California 
a , Las Ve gas w sale plumb- 
g only. DORSEY SAl EB ‘S COMPANY, 


760 Stanford Ave., Los Angeles, Cali- 
fornia 





WANTED TO BUY 





WANTED 
PIPE COUPLINGS AND 
THREAD PROTECTORS 


We pay highest prices. Turn your accu- 
mulation of surplus couplings and 
thread protectors into cash! For ship- 
ping tags and simple packing instruc- 
tions, write: Chester Reichert, VAL- 
LEY STEEL PRODUCTS CO, 124 
Sidney St., St. Louis 4, Mo. 


WANTED MANUFACTURING 
PLANT 


Interested in buying manufacturing 
operation of Plumbing or Heating 
Products. Confidential. Address Key 
167-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave, Chicago 16, Illinois. 





BUSINESS OPPORTUNITIES 





PATENT APPLIED FOR ON INVEN- 
tion which permits average mechanic 
to caulk 85 joints per day. Can be sold 
to trade for approx. $1,500.00. Seeking 
backers, JOHN NORMAND, JR.. P. O 
Box 5474, Lake Charles, Louisiana 


Nationally established 


PLUMBING MANUFACTURER 
seeks to expand by acquiring 
MANUFACTURER 


of related or allied lines. 


SIMONE & CO., 15800 W. MecNichols 
Detroit 35, Michigan, BRoadway 3-8300 





FOR SALE 





INDUSTRIAL EQUIPMENT 
2—500 H.P., high pressure steam boilers 


with coal and ash handling equipment, 
1—Frick 5 x 5 ammonia compressor, 1— 
Ingersoll Rand Cross compound air 
compressor 350 H.P., 3—water curtain 
spray booths, 1—4 part Cincinnati wash- 
ing, rinsing and drying machine. All this 
equipment is less than 10 years old, 
aiso numerous umps, conveyors, 

tors, etc. BATAVIA INDUSTRIAL 
CENTER, Batavia, New York. 





MISCELLANEOUS 





Use These Pages to Get 
What You Want 


Are you looking for a competent em- 
ployee? 

Do you contemplate changing posi- 
tions? 

Do you have a patent for sale? 

Do you wish to buy or sell a plumbing 
and heating business? 

Are you a manufacturers’ representa- 
tive seeking additional lines? 

Are you a manufacturer seeking addi- 
tional representation ? 

Your advertisements, under the proper 
classification in these pages, will put 
you in touch with the people you desire 
to reach. 

The cost for light-faced advertisements 
is only 15 cents a word and the mini- 
mum advertisement is only $3.00 par 
insertion. 

Bold-faced advertisements are $6.00 per 
inch. Address your advertisements to 
Classified Advertising Department, DO- 
MESTIC ENGINEERING, 1801 Prai- 


rie Avenue, Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 174 AND 176 





DomeEsTIC ENGINEERING, JANUARY 1960 





Leaders Forecast... 


(Continued from page 8&1) 
is equally true of other types of construc 
tion—commercial, industrial, institutional 
In every one of these markets, selling is 
needed, The desire is there, the need is 
there, and in most cases the money is avail 
able 
It is because of the basic importance of 
selling in expanding our market in the ’60’s 
that the Plumbing-Heating-Cooling Informa- 
tion Bureau launched its training program 
in “Selling Fundamentals” for plumbing and | STAINLESS STEEL 
heating contractors and wholesalers. This 
practical, down-to-earth training program is ? 
the necessary first step in putting our indus- 
try on the road to more profitable markets. TH AT S HOW 
Having been tested with great success, the 
“Selling Fundamentals” program is now 


ready for broader fields of application for 


communities throughout the country. 


eThe first “Train the Trainer” school to 
show industry representatives how to put 
the program on was held in Chieago last 
month and another such school will follow 
this month. Other “Train the Trainer” 
schools will follow in February and March 
as industry demand requires. 

The officers of the Bureau urge all in the 
industry to take advantage of these schools. 
Manufacturers, wholesalers and associations 
of contractors should send representatives to 
the “Train the Trainer” schools and con- 
tractors and wholesalers should participate 
in the program when it is held in their sales 
area. 


This is a practical and necessary plan of 
action for plumbing-heating-cooling con- 
tractors and wholesalers to follow to im- 
prove their own business and get more 
volume of more profitable business in 1960 COMPETITIVELY 


and the years ahead. 


PRICED 


Home Building Outlook GUARANTEED LIFETIME FINISH 


By John Dickerman, 
executive vice president, National Assn. 


of Home Builders, Washington, D. C. New big Catalog ‘B 


As HOME BUILDING and the industries that 
supply and service home building move into 
the ’60’s, there is every reason to believe 
that by working together we can build more 
—and better—houses for the American peo- 
ple than ever before in our history. 

No matter how we look at the statistics, 

(Please turn to page 180) 
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FOR TEMPORARY HEAT 
ON ALL WINTER WORK... INSIDE-OUTSIDE... USE 


SALAMANDERS 


LP GAS 4 MODELS 
FEATURES 
@ PORTABLE @ NO FUMES 
@ CLEAN @ NO SMOKE 
@ ECONOMICAL @ NO SOOT 


BLOWER HEATERS 


LP GAS 2 MODELS 


TYPICAL USES: DRYING PAINT AND 
PLASTER .. . CURING CONCRETE .. . WORK- 
ER’‘S COMFORT . . . HEATING WAREHOUSES, 
SHANTIES, SHEDS AND MATERIALS. 


INFRA-RED HEATERS 


LP GAS 3 MODELS 


THE MOST COMPLETE LINE OF PORTABLE 
HEATERS WITH CAPACITIES UP TO 150,000 
BTU PER HOUR, BOTH MANUAL AND AUTO- 
MATIC OPERATION. PRICES $19.50 AND UP 


* WRITE OR WIRE FOR COMPLETE INFORMATION * 


INSTO-GAS CORPORATION 


994 E. WOODBRIDGE ° DETROIT 7, MICHIGAN 








Cask a on customer acceptance—there 
are millions of Square D 9013 FSG pressure 
switches now in use! 
®Use this free, eye-catching counter display. 
It goes to work like another “counter man” to 
build your replacement business. 


Write for Bulletin 550, Square D Company, 
4041 North Richards St., Milwaukee 12, Wis. 


SQUARE J) COMPANY 


wherever electricity is distributed and controlled 


(Continued from page 179) 
we must arrive at one inescapable conclu- 
sion: population growth and new family 
formations soon will require at least two 
million new housing units a year. 

There is no doubt that we can solve the 
production problems involved in meeting 
this tremendous need. The home building 
industry is in the midst of a practical re- 
search program which is already beginning 
to show the kind of results that really count: 
better, more efficiently built homes at a 
reasonable cost. 

Unfortunately, we face one problem that 
is virtually beyond our control. That prob- 
lem is the supply of money. Right now, every 
business in America is feeling the effects of 
a so-called tight-money market. But in such 
a period, the mortgage market always suffers 
first and suffers worst. 


» We must find a means of stabilizing this 
market in order that home builders and 
their suppliers plan ahead for the demands 
that will be made upon them during the next 
decade. 

In our economy, the availability of mort- 
gage money is largely dependent upon leg- 
islation. The home building industry be- 
lieves we need new legislation to meet the 
expanded needs of the °60’s. We advocate 
the establishment of a central mortgage bank 
as the best means of stabilizing the flow of 
money into the mortgage market. 


Warm Air Furnaces 


By C. R. Redick, director, Building 
Materials Division, U. S. Department of 
Commerce, Washington, D. C. 


ALTHOUGH THE ANTICIPATED DECLINE in 
housing starts during 1960 because of the 
high cost of mortgage money is definitely an 
unfavorable factor, it appears that the result- 
ant loss of business will be mitigated by 
sales to the modernization market. 

It is assumed that the nation’s total output 
of goods and services will continue to rise. 
This should result in warm air furnace mod- 
ernization and replacement sales at least 
equal to the 1.4 million units sold in 1959. 

The increased application of warm air 
heating systems in schools is anticipated. 
This relatively new market for this type of 
heat is apparently being exploited with in- 
creased success. Increased sales have been 
made of the new direct-duct type furnaces 

(Please turn to page 183) 
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Alabama Pipe Co. . 

AllianceWare, Inc. 

Allis-Chalmers ...... 
*American Brass Co., The 


American Iron & Steel Institute, Committee on 
Steel Pipe Research Pree 118 & 119 


* Anderson Products, Inc. ........ 175 
Armco Steel Corp., The National Sanly Co., 
Subsidiary ~ 51 
Arno Adhesive Tapes, Inc. 
Audit Bureau of Circulation 
* Ayling & Reichert Co., The 


*Beaton & Cadwell Mfg. Co., The 
*Bell & Gossett Co. ..... 
Bethlehem Steel Co. 
Bradford Price Book, The 
Brady Companies : 
Brand Names Foundation, 
*Brass-Craft Mfg. Co. 
* Bridgeport Brass Co 


*Capitol Mfg. Co., 
Div. of Harsco Corp. Inside Back Cover 
*Case Mfg. Corp. peragas .169 
Central Brass Mfg. Co., The ....... .173 
Central Foundry Co., The ee 15 
Chicago Faucet Co., The er , , 121 
Chrysler Corp., Dodge Truck Div. .......... 50 


Committee on Steel Pipe Research, American Iron 
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(Continued from page 180) 
and the horizontal suspended type. The de- 
velopment of these new units offers a market 
potential which heretofore has existed chief- 
ly for other types of heating equipment. 

It would appear, therefore, that the manu- 
facturers of warm air heating equipment 
should have another year of high sales, not- 
withstanding the expected fewer residential 
housing starts. Unit shipments should aggre- 
gate approximately 1,347,000 units, a rela- 
tively small decline from 1959 shipments. 


Swimming Pools 


By J. R. Gottschalk, president, 
National Swimming Pool Institute, 
Harvard, Ill. 


MARKING its seventh successive record 
year, the nation’s swimming pool industry in 
1959 has added approximately 70,000 new 
pools to the 184,200 already in use. 


eI predict that the industry’s annual pro- 
duction volume should surpass a billion dol- 
lars by 1961. 

About two thirds of 1959’s new pools are 
in the residential class, with motels, private 
swimming clubs, high schools, colleges and 
public recreation facilities and hotels and 
apartments adding heavily to the total. 


Stainless Steel Sinks 


By Fred Rexford, vice president of sales, 
Elkay Manufacturing Co., Chicago 


WE ARE ENTERING the “Stainless Steel 60’s.” 

By launching an expanded production, 
promotion and new product program at 
Elkay Manufacturing Co., we believe we are 
building the foundation for a greatly im- 
proved stainless steel sink industry position 
during the next decade. 


# At present stainless steel accounts for 18 
percent of the household sink market. We 
predict that, by 1970, six out of 10 homes 
will be equipped with stainless steel sinks. 

We have introduced a new merchandising 
concept called “SINKronizing” (see Decem- 
ber issue, page 112), which encourages wider 
use of sinks and companion equipment 
throughout the home for greater conven- 
ience and utility. 

For top sales volumes and greater profits, 
we strongly urge that plumbing-heating con- 
tractors and wholesalers hitch their wagons 
to “SINKronizing” in the 60’s. END 
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to Books 


The books described in this free 
booklet are devoted to a wide range 
of topics that are directly related to 
your business. 

Included are books that will give 
you the answers to many of your 
technical questions; others will aid 
you in solving a number of your 
most pressing business problems. 
Each book is designed to help you! 
Each will prove an important addi- 
tion to your office reference library. 

New Books Listed! Some of the 
hooks described may be new to you. 
Included are books just recently off 
the press. 

Get your copy of this booklet now. 
It’s free to you. Simply mail your 
request to Book Department, 
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‘We Live in a Privazoned House, and Like It 


(Continued from page 85) 
to get in, since our children are young. But of 
course we didn’t have the convenience of handy 
storage space right where we need it. 

“T believe the storage angle appeals to me more 
than anything else about Privazoning right now. 
I don’t have to make way for my wife’s cosmetics, 
etc. Also, I can keep such things as aspirin, razor 
blades, etc. in my Dressetory without having to 
worry about the children getting them. They 
don’t go to my Dressetory because they have 
their own.” 

While the Normans’ son Brad is a little young 
to be getting the most out of his Dressetory as 
yet, his parents feel that his pride in having his 
“very own bathroom” makes him considerably 
more tractable when it comes to washup time 
and that it has speeded up his training in the use 
of the facilities. 


a Jan, the young lady of the house, thinks Priva- 
zoning is “tops,” not only because she has her 
own bathroom but particularly because her Priva- 
suite is such a wonderful place to take her little 
friends. 

“When the school bus unloads several little 
girls on our corner,” says Mrs. Norman, “they 
head straight for Jan’s room, where they can play 
in privacy, while the rest of the family has its 
privacy from little girl chatter and playthings.” 
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have ideal working conditions here. 
The boss is seldom in.” 


The Normans’ neighbors, Mr. and Mrs. Victor 
Buettner and Mr. and Mrs. Robert Leonard, echo 
the former’s feelings about Privazoning. Both 
families, like the Normans, are in their 30’s. 

The Leonard’s have three children. At present 
they’re too young to fully appreciate having their 
own Dressetories. But, like their neighbors, the 
Leonards are buying their home and anticipate 
“how much so many ‘bathrooms’ will mean to the 
family in a few years.” 


«Mr. Buettner is a naval aviator who’s trans- 
ferred to a new post every few years, and his 
wife sells real estate. They have no children and 
deliberately bought the Privazoned house for its 
resale value, says Mrs. Buettner. A home with 
Privazoned facilities will be particularly in de- 
mand on the market in a few years, she feels. 

The Buettners, like the Normans, think it will 
take Privazoning about five years to really catch 
on, after which the public will demand it. 

Mrs. Buettner, with a knowledge borne of her 
real estate experience, says Privazoning will catch 
on in five years because “the money situation is 
good and the public is becoming more spoiled 
and demanding. It will ask for Privazoning.” 

Do these owners have any reservations about 
Privazoning? Yes. They believe the layout of 
the homes should have been planned “a little more 
carefully, particularly with regard to the size of 
the rooms.” The bedrooms (Privasuites) are too 
small, they feel. 

“When you have the luxury of so many bath- 
room facilities and convenient storage space, 
you don’t want to feel cramped otherwise,” Mrs. 
Norman says. She thinks builders of Privazoned 
houses in the future probably will have learned 
something from the experience of the past two 
years and include larger living areas. 


# What do neighbors and friends of the Privazone 
community think of these homes? “They’re just 
plain amazed at all the bathroom fixtures,” says 
Mrs. Buettner, “and like the storage facilities 
and Privasuites. But they also comment on the 
probable amount of work involved in cleaning.” 
“We don’t have a problem on this account,” 
says Mrs. Norman. “Jan is big enough to keep 
her own place neat and clean, and she helps every 
week. She keeps her storage area tidy too.” 
Also, says Mrs. Norman, “a bathroom that’s used 
by only one person doesn’t get as messy as one 
used by four, so there really isn’t as much to do 
as you might think.” END 
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ensure leak-proof joints in every installation. 
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@ PROTECTED—galvanized fittings zine plated 
after fabrication for maximum protection of all 
surfaces, including threads. 
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No..47 Boiler Water 
Feeder for hand-fired 
steam boilers up to 5000 
sq. ft. 


No. 47-2 Feeder Cut- 
off Combination for 
automatically-fired steam 
heating boilers up to 


5000 sq. ft. 





No. 147 Boiler Water 
Feeder — Like No. 47 but 
with higher feeding level 
for small process boilers. 





No. 247-2—Feeder Cut- 
off Combination for 
small hot water space 
heating boilers. 


No. 51-2 Feeder Cut- 
off Combination for 
avtomatically-fired heat- 
ing boilers over 

sq. ft. 


No. 53-2 Feeder Cut- 
off Combination — Like 
No. 51-2 but for higher 
Pressures up to 75 Ibs 





No. 67 Low Water Fuel 
Cut-off for low pressure 
automatically-fired steam 
ie 





No. 150 Pump Control, 
Cut-off and Alarm 
Switch for boilers of any 
size up to 150 Ibs. pres- 
sure. 











No, 63 Low Water Fuel 
Cut-off for hot water 
space heating boilers up 
to 50 Ibs. pressure. 


No. 157 Pump Control, 
Cut-off and Alarm — 
Like No. 150 but with in- 
tegral water column. 








No. 69 “Built-in” Low 
Water Cut-off. One of 
many “built-ins” for in- 
stallation in tapping pro- 
vided in modern boilers. 


No. 91 Pump Control, 
Cut-off and Alarm — 
New magnetic repulsion 
switching type for boilers 
of any size up to 150 
Ibs. pressure. 








No. 61 Low Water Fuel — 
Cut-off for 1’ equaliz- 
ing pipe installation on 
slow pressure steam 
boilers. 


No. 191 Pump Control, 
Cut-off and Alarm — 
Like No. 91 but with in- 
tegral water column. 








No. 767 Low Water 
Fuel Cut-off (with No. 
14 blow-off) for instal- 
lation in boiler opening. 





No. 92 Pump Control, 
Cut-off and Alarm — 
new magnetic repulsion 
switching type for pres- 
sures up to 250 Ibs. 








No. 101 Electric Water 
Feeder — Operated by 


McDonnell two-switch 
cut-offs or liquid level 
switches 


No. 192 Pump Control, 
Cut-off and Alarm — 
Like No. 92 but with in- 
tegral water column. 








No. 355 Large Capac- 
ity Float Valve—many 
uses on tanks, stills, re- 
ceivers, etc. 





~= 
No. 4155 Feed Water 
Controller for multiple 
boiler jobs to divert pump 
discharge into proper 
boiler. 


No. 65 Explosion-proof 
Electric Controller Un- 
derwriters’ listed for haz- 
ardous locations. 





No. 80 Float Switch. 
Three-wire high- or low- 
level alarm (or pump 
control) on oil storage 
tanks. 





No. 21 Make-up Water 
Feeder for maintaining 
water level in receiving 
tanks — typical of series 
with flanges to fit ex 
isting tank openings. 





No. 27T Make-up 
Water Feeder for exter- 
nal application on re- 
ceiving tanks. 








230 Series (ASME) 
Pressure Relief Valves 
for hot water boilers, 
tanks and heaters. 
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240 Series (ASME) 
Pressure Relief Valves 
for larger hot water boil- 
ers, tanks and heaters. 








No. 201 Temperature 
Relief Valve’ for hot 
water tanks and heaters. 
A.G.A. testedyrated and 
listed. ‘ 





202 Series Automatic Re- 
seating Pressure and Tem- 
perature Relief Valves. 
ASME .G.A. 





FS4 Series Flow Switch 
completes (or breaks) 
circuit when flow starts 
or stops. Max. psi, 100 
Ibs. Underwriters’ Listed. 








E-2 Series Flow Switch 
for higher pressure serv- 
ice; max. psi, 150 Ibs. 
Completely waterproof 
construction 














